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Hundreds of dealers have found a ness. Once sold, a customer will come 





profitable gold mine in Webster's 
Micrometric Carbon Paper, for it is 
unlike any other carbon paper that 
is made. Its five extra sales features 
give you the edge over competition. 


You have something new, something 


different with which to get more busi- 


back again and again for more. And 
this repeat business is protected by 
the Micrometric patents and the 
Webster dealer franchise. So use this 
profit-maker to increase your sales 


in every department in your store. 
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WOFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 
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Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, 
A 
Acco Products, Inc. 116 
Ace Fastener Corp. 124 
Acme Card System Co. 105 
Acme Visible Records, Inc. 105 
Adams, Henry T., Mfg. Co. 145 
Allen & Co. 139 
Allen-Wales Add. Mach, Corp. 142 
All-Steel-Equip Co. 95 
Alma Desk Co. 126 
Amer. Autmtc. Electric Sales 
Co. 118 
American Can Co. 74 
Amer. Number. Machine Co... 144 
American Photo Laboratories.124 
Amer. Writing Machine Co 90 
Ames Supply Company 83 
Anderson-Hickey Co., Inc 125 
Art Metal Construction Co. 79 
Art Steel Co., Inc. 138 
Artility Metal Products, Inc 142 
Automatic File & Index Co 138 
Autopoint Co. 101 
B 
Bankers Box Co. 120 
Barkley, C. L., & Co 145 
Bassick Company 91 
Beach Publishing Co. 141 
Bentson Mfg. Co 123 
Bickett, L. M., Co. 140 
Bright Chair Co. 104 
Bristow, Stanley R. 144 
British Stationer 144 
Brown, L. L., Paper Co 141 
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Cc 
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Cushman & Denison Mfr. ¢ £12 
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Darnell Corp. 138 
Dawn Mfg. Corp., The 130 
Dick, A. B., Co. 61 
Dictaphone Corp. 7 
Downey, C. L., Co. 134 
E 
Efficiency Equipment Co 132 
Elliott Address. Mach. Co 142 


Elliott-Fisher Back Cover 


Esterbrook Steel Pen So 138 


offer 


their services in resolving any disagreements 


through the journal. 


Fr 
Faber, A. W., Inc. 
Fastener Corporation 
Faultless Caster Corp 
Free Hand Binder Co. 
Fulton Specialty Co 
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General Fireproofing Co 
Globe-Wernicke Co. 
Goes Lithozgraphing Co 
Graff, Geo. B., Co. 
Guide System & Supply Co 
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Scale Co 


Milo, Co 


Hanson 


Harding, 


Harriman-Welts Products Co 
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Hunt, John F., Co. 


Point 


Sales C 
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imperial Desk Co 


Imperial Mfg. Co 


Imperial Methods Co 


Indiana Cash Drawer Co 


Indiana Desk Co. 
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Ink Specialties Co. 
Interstate Metal Procu t: C 
Invincible Metal Furn ture 
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Jasper Office Furniture Co 
Jasper Seating Co. 
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Keller Mfg. Co 


Kilian Mfg. Corp 
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which result from relations established 
L Pronto File Corp. 114 
Leopold Co., The 118 Pruitt Co., The 143 
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Q 
M Quality Park Envelope Co. 110 
Manifold Supplies Co il RK 
Marble, The B. L., Chair Co 123 Raphael Shope, Ine. 138 
Markilo Co. 110 Reliable Tw. & A. M. Corp...141 
Markwell 2f%. Co 112 Rishel, J. K., Furn. Co. 116 
Meilicke Systems, Inc. 142 Rite-Rite Mfg. Co. 88 
Meta! Office Furniture Co 84 Rivet-O Mfg. Co. 145 
Meyer & Wenthe 182 Roberts, Weldon, Rubber Co.....140 
Mimeograph, The “ Rockwell-Barnes Co. 93 
Mitchell Binder Co. 137 Royal Metal Mfg. Co. 141 
Mittag & Volger, Inc 129 Royal Typewriter Co. 146 
Moore Push-Pin Co 140 
Multipost Co. 128 Ss 
Munson Supply Co. 103 St. Johns Table Co. 137 
Murphy Chair Ce 119 Sanymetal Products Co., Inc.....107 
Seat, Dr., Chemical Co. 138 
N Sheaffer, W. A., Pen Co. 80 
Nat’! Brief Case Mfg. Co 131 Shelbyville Desk Co. 131 
Nat'l Vulcanized Fibre Co i4l Sheppard, C. E., Co. 104 
Neidich Process Div 121 Sherman-Manson Mfg. Co. 89 
Neva-Clog Prdoucts, Ine 67 Sh'pman-Ward Mfg. Co. 137 
New Indiana Chair Co 133 Sikes Co., Ine., The 111 
Sm'th, L. C., & Corona Type- 
oO writers Ine. 63 
Old Town Ribbon & Carbon Southern Sales Co. OX 
( 6Y Speed Key Mfg. Co. 145 
Oxford Filing Supply Co 140 Speed-O-Print Corp. 99 
Stationers Loose Leaf Co. 103 
Pr Storms, H. M., Co. 122 
Pacific Cb. & Ribbon Mfg. Co... 97 Sturgis Posture Crair Co. 115 
Parrot Speed Fastener Corp 115 Sundstrand Back Cover 


Peerless Key-Imperial Mfg. Co... 94 
Peerless Steel Equ’p. Co 117 
Pelouze Mfg. Co 141 
Perfect Rubber Seat Cush‘on 

Co 143 


Phillips Process Co 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
furnishes 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle 
tin which is mailed frequently to leading manufac- 
turers, 


of its various 


pares advertising 


copy, 





In the execution 


this bureau calls upon 


list of desirable 


S. A. lines, and in many 





, 
Technygraph, The 143 
Toledo Metal Furniture Co 18 
Triner Scale & Mfg. Co. 134 
Troy Sunshade Co. 73 
Trussell Mfg. Co. 127 
Tubular Specialty Mfg. Co. 13.) 


t 
Elliott-Fisher 


Underwd. 


121, Back Cover 

U. S. Tw. Ribbon Mfg. Co. 136 
\ 

Vail Manufacturing Co 85 

Varat, Murray, Co. 112 

Victor Safe & Equ:pmen. C> 92 
Ww 

Wagemaker Co. 137 

Warshaw Mfg. Co. 139 

Webster Electric Co. 143 

Webster, F. S., Co. 2 

Wholesale Typewriter Co 122 

Wiggins, John B., Co. 145 

Wolber Dupl. & Supply Co. 119 


Y 


Yawman and Erbe Mfg. Co, 86, 87 





For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Adding Machine Parts 


Amer. Writing Machine ¢ ¥ 
Ames Supply Co S 
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Addirg Machines 
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Adding Machines, Rebuilt & t 
Pruitt Co., The 
teliable Typewr. & A. M 
Corp 


Adding Typewriters 
Underwood Elliott Fisher 


Co 121 Back €¢ 
Addressing Machines 
Elliott Address. Mach. €C 
Addressing Machines, Used 
Pruitt Co.. The 
Adhesives 
(See Inks Adhesives, ete.) 
Arch and Clip Board Files 
Amer.-Automatic Electr 
Sales Co 
Cushman & Denison Mfg 
co 
Free Hand Binder ( 
Globe-Wernicke Co 


Barnes C 


Erbe Mfg. ¢ 


tockwell 
Yawman & 


Ball Bearings for Drawer 
Slides, ete. 
Kilian Mfg. Corp 
Banker's Note Cases 
Art Steel Co 
General Fireproofing Co..64 
Globe-Wernicke Co 
Victor Safe & Equ 
Billing Machines 
Underwood Elliott Fisher 


Co flack C 


pt. ( 


Binders, Catalogue and Periodical 
114 


Acco Products, Ine 


Mitchell Binder C« 
Binders, Permanent Storage 

JZankers Box Co 
Binders, String 

fjankers Box Co 
Blank Books 


Rockwell-Barnes (« 


Blueprint and Plan File Cabinets 


All-Steel-Equip Co 
Anderson-Hickey Co 
Art Metal Construct 
Art Steel Co 
Browne-Morse Co 


Columbia Steel Equip. Co 


Corry-Jamestown Mfg. C 
General Fireproofing Co. .64 
Globe-Wernicke Co 
Peerless Steel Equip. Co 


Yawman and Erbe Mfg 
Co R¢ 

Hond Boxes 

Art Steel Co 

General Fire 
Wernicke Co 
Book Cases 

All-Steel Equip C 

Alma Desk Co 

Art Metal Construction 

Browne-Morse Co 

Corry 


Globe 


Jamestown Mfz 
General Fireproofing Co..64 
Globe-Wernicke C 
Peerless Steel Equip. ¢ 
Yawman and Erbe Mfg 

Co Rf 

Book Rings 
Adams, Henry T., Mfg. ¢ 

Bookkeeping Machines 
Underwood Elliott Fis 

Co Ba 

Box Letter Files 

Art 


(slobe 


Co 

Wernicke Co 
Rockwell-Barnes Co 

Brief and Zipper Cases 


Steel 


National Brief Case Mfg 
Cx on 
Varat Murray, ¢ 


aleuls 
Meil 


Reliable 


Co 14 
Caleulating Machines 
Allen-Wales Adding Ma< 
( 142 
Sundstrand Back C 
Calculating Machines, Used 
P ( The 14 
Relia rypewr. & A. M 
Corp 141 
Carbon Papers 
(See Ribbons and Carbons) 
Card Index Boxes and Trays 
All-Steel-Equip Co 9 
Art Metal Construction Co 79 
Art Steel Co 138 
Bentson Mfg. C 123 
oS un i Steel Equip. Co S 
Corry-Jamestown Mfg. Corp.10% 
G ral Fireproofing Co. .64, ¢ 
GG Wernicke Co 7 
Guide Syste & Supply Co.106 
Imper Methods Co 108 
Ir ble Metal Furn. C 10 
Metal Office Furniture Co 84 
Pe ss Steel Equipt. Co...117 
Wa iker Co 
W iw Mfg. Co 14% 
Y ind Erbe Mfg 
( S6. 8 
Cards, Business (Book Form) 
Wiggins, John B., Co 145 
Cash Boxes 
Art Steel Co 138 
General Fireproofing C 64 
Cash Tills 
Indiana Cash Drawer Co 100 


Casters 


iting Devices 
kK Systems, In 142 


Typewr. & A. M 


. Caster Bearings, 


Slides 
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Db ( Dp S 
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KK in Mfg. Corp l 
Celluloid Envelopes 
Mark Co 140 
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Bass i) 
Collie Keyworth Co 13 
Chair Mats 
Amer.-Automatic Ele« 
Sale ‘ l 
B i mM. Co 140 
GG e-Wernicke Cx 
Shipman-Ward Mfg 
Chairs, Office 
Art y Metal Pr icts 
Ir 142 
Bright ¢ ‘ 04 
Crar Air-Flow Chair 1'4 
Gene Fireproofing ¢ 64, ¢ 
H ( ) t 
High | I Bd. & Chair 
Ce 12¢ 
Jaspe ( i ( 70 
Jasp Seating ¢ 10% 
Marble The B. I Cha 
Cc 1 
Murph iir Co 11% 
N I ina ¢ i ( I 
Ral i Shops In | 
Roy Metal Mfg. ¢ j 
“ih It TI 
Sturge I ture ¢ ( 
[Tole Metal | ( 
Troy Su 1ade Co 
Chairs, Folding 
R il Metal Mfg. Co 
Chairs (Posture) 
Ame Automatic Elect! 
Ar Metal Products 
Br ( rcs 4 
Cr Air-Flow Chairs 144 
Ger il fF I fine ¢ 64. ¢ 
H ‘ 
Hig I Bd. & i 2 
Jaspe ( r Co 
Jas] Sea g C 0 
M e. 7 a 
Murphy Chair Cc 119 
R Metal Mfg. Co 
Sikes (x Ir 11 
Sture I ture ¢ rir ¢ 11 
, MI Furn. ¢ & 


Check Protectors & Writers 
Hall-Welter ¢ 130 
Check Protectors & Writers, 
Used 
Pruitt Co Th 14 
Reliable Typewr. & A. M 
Corp 141 
Checks, Stamped Metal 
Mever & Wenthe 132 
Coin Bags, Trays and Wrappers 
Art Stee Co 138 
Downey, C. L ( 13 
Copyholders 
Acco Products, Ir 116 
Amer Automa Electric 
Sales 118 
Dawn Mfg. Corp., The 130 
Costumers 
Peerless Steel Equip, Co 117 
Royal Metal Mfe. CC 141 
Sanymetal Pr nitude s ‘ 
In< 107 
Troy Sunshade ¢ i3 
Cushions and Pads, Chair 
Bickett, I M 140 
Perfect Rubber Seat Cushion 
Co 143 
Shipman-Ward Mfg. Co 137 
Cuspidor Mats 
Shipman-Ward Mfg. Cx 1 
Cuspidors 
Art Steel Co 138 
Dating Stamps 
Amer. Number. Ma 144 
Fulton Spe iltw ¢ 145 
Mever & Wenthe 132 
Rivet-O-Mfe ( 14 
Desk Coolers, Fan 
Southern Sale > GR 
Desk Pads & Tops 
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Sales ¢ 118 
Wagemaker (¢ 137 
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Acco Product Ir 116 


Desk Pen & Ink Sets 
Sheaffer W.A Pen Co 80 
Desk Trays 
Art Metal Constru n Co. 79 
Art Stee ( It 13% 
Automat. File & Index Co..138 
Corry-Jame Mfg. Corp.109 
General Fire} fir 64, | 
Globe-Werr } ( 
Impe 1 Me ( 108 
Pee Ste Eq ( | 
Yawma i Ert Mfz 
(¢ NF » 
Desk Work Distributors 
Art Steel Co I 128 
Br Ww Sta I 144 
Globe-We ( 7 
Vic Safe & I p. ¢ 2 
Desks 
\ i Desk ¢ 12¢ 
4 Metal n Co ) 
Automa F & x 138 
Ber i Mf ( 12 
Brow Mo ( 142 
‘ bia S I 1 ( 81 
Corry-J n Mfg p.109 
General 1 ne 4 
Globe-We } ( 
Imperial Des} 
Indiana Desk ¢ | 
Invi Me I t 0 
Jasy cof | ( 20 
Le = I 11% 
M Ott Fu ire Co 84 
Pe Ss Stee hq 117 
I ¢ I,K I t ( 11¢ 
R il M I Mf ( 141 
Shelbw D> l 
’ Sur de { 
\ rs & Equipt. Co 12 
Wagemaker (¢ 137 
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Cc 86 87 
Dictating Machines 
Dictaphone Cory 17 
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Speed-O-Print Corp. 
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Pruitt Co., 
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Heyer Corporation, The....147 
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Ink Specialties Co. ; 72 
Manifold Supplies Co... 71 
Mimeograph, The « or 
Mittag & Volger, Inc. ..... 129 
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Technygraph, The 143 
Victor Safe & Equip. Co 92 
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Envelope Openers (See Letter 
Openers) 
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Envelopes 
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Envelopes, Celluloid 
Markilo Co , 140 
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THE CLASSIFICATIONS 
(Continued from page 5) 
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Yawman and Erbe Mfg 
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Filing Supplies 
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Barkley, Cc. L., & Co 145 
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General Fireproofing Co..64, ¢ 
Globe-Wernicke Co 76 
Guide System & Supply Co.10t 
Hunt, John F., Co 14 
Imperial Methods Co 108 
Metal Office Furniture Co 84 


Oxford Filing Supply C { 
Pronto File Corp : 114 
11 


Quality Park Envelope © 0 
Rockwell-Barnes Co 9 
Victor Safe & Equip. Co 9 
Warshaw Mfg. Co 13% 
Yawman and Erbe Mfg 

Co 86. 87 


Finger Pads 
Parrot Speed Fastener Corp 


Filing Supplies) 


Folders (Se« 


Fountain Pens 








Esterbrook Steel Pen Co 138 
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Gummed Cloth Rings 

Graff, Geo. B., Co 134 

Warshaw Mfg. Co 13% 
Index Card Signals 

Cook, H. C., C It S 

Graff, Geo. B Co 134 

Victor Safe & Equipt. Co ) 


Index Tabs 


Barkley, ¢ L., & Co 14 
Cel-U-Dex Corp 14 
Globe-Wernicke Co 


Guide System & Supply Co..106 
Markilo Co 14/ 
Parrot Speed Fast. Corp 1] 
Victor Safe & Equip Co ’ 


Inks, Adhesives, Ete. 


Harriman-Welts Prod, Co..143 
Ink Specialties ¢ 
Rivet-O-Mfg Co 15 
Sheaffer W \ Pen Co & ( 
Inkstands 
Cushman & Deniso Mfg 
Co 14 


Intercommunicating Systems 


Webster Electr ) 14 
Knives, Office 
Autopoint Co 101 


Leads for Mechanical Pencils 


Autopoint Co 01 

Faber 4. W Ine 1 

Rite-Rite Mfg. Co S8 

Sheaffer, W. A., Pen Co 80 
Leather Goods 

Nat'l Brief Case Mfg. Cx 134 

Varat, Murray Cot 1] 


Leather Upholstered Furniture 


Bright Chair Co 104 
Jasper Chair Co : TO 
New Indiana Chair Co 13 
Raphae Shops Ir ts 


Letter Openers 

Multipost Co Inc 1298 
Letter Trays (See Desk Trays) 
Letterheads 

Goes Lithographing Co 143 
B.. 145 


Wiggins, Jo 


Library Equipment 


All-Steel-Equip Co ) 
Art Metal Construction Co. 79 
Art Steel Co 128 


Corry-Jamestown Mfe. Corp.109% 
General Fireproofing Co..64, ¢ 
Globe-Wernicke Cx 

Peerless Steel Equipt. Co 11 
Yawman and Erbe Mfg 


Co S6 ON 


_ Lockers and Storage Cabinets 


All-Steel-Equip Co ) 
Anderson-Hickey Co ] 
Art Metal Construction Co 

Art Steel Co 138 
Browne-Morse Co 14 
Corry-Jamestown Mfg. C 


General Fireproofing Co..64, ¢ 
Globe-Wernicke Co 

Metal Prod ) 
invincible Metal Furn, C 
Metal Office } t ; 
Yawman and E 


Co > 86. 8 


Interstate 
' 








Loose Leaf Books & Systems 
Adams, Henry T Mfg 0 
Sheppard, The C. E., Co 104 





: tioners Loose 
Trussel Mfg. 





Loose Leaf Envelopes, Celluloid 
Markilo Co { 


Loose Leaf Metals and Devices 
Adams, Her l M fx 
Loose Leaf Metals ¢ 


Stationers Loose Leaf ¢ 


Mail Distributors 


Bristow Stanle R 
Globe-Wernicke 
Victor Safe & Equipt. ¢ 


Map Tacks 
Graff, George B Cc 


Moore, Push-Pir 


Matched Office Suites 
Art Metal Construct 





General Fireproofing ( 64 
Globe-Wernicke Co 

Leopold Co., The 

Rishel, J. K Furr ( 

Royal Metal Mfg. C 41 
rroy Sunshade ¢ 


Memorandum Books 
Rockwell-Barnes C 


Trussell Mfg. C 


Memorandum Devices 


istow, Stanls R 


Mending Tape 
Warshaw Mfg. C 


Moisteners 
Rivet-O-Mfg. Co 


Numbering Machines 
Amer. Number. Ma 


Office Partitions and Railings 
Globe-Wernicke C 


Pads, 
Rocky 


Figuring 
vell-Barne Cc 
Paper 

frown, L. L Pape 


Paper Clips 
Acco Products, Ir 
Cook H & Cc 
Cushman & Denison Mf 


Fulto Specialt G 
Paper Fastening Machines 


Ace Fastener Corp 


Amer Autmt« Electr 
(‘oo 


Fastener Corp 
Hotchkiss Sales C 
Markwe Mfz. Co 
Neva og Produc I 
Parrot Speed F 
\ Saf & | 

Paste (See Inks, Ad 


Pencil Sharpeners 
Graff, George B ( 

Pencils, Wood Cased 
Faber, A. W., In 


Pencils, Mechanical 
Autopoint Cc 
Esterbrook Stee Pen ¢ 
Rite-Rite Mfg 

hea ffer W \ Pe ( 





Picture Hooks 
Moore Push-Pin C 


Pins and Pin Containers 
1 Mfg. Co 


Platens, Typewriter 
Amer Wr ng Ma 
Ames Sur . 


Shipman-Ward Mf 


Postal Scales 
Hanson S 








Scale & Mfg 


Publications 


tr s 
Punches 
\K Products, I 
Globe-Werrt <€ 
M ¢ Binder ¢ 
Push Pins 
Pus Pin Co 


Ribbons and Carbons 





Allen & C 
\me Writing Ma‘ 
\ ‘ Supply { 
Mfz. 
via I & { M 
Rib. & ( 
I Mfz 
N | > 
| R «& 
Ca & R M 
KK I " M 
I cess ( 
I ew! ( I 
“ ’ V i 3 ( 
‘ 1 ‘ 
H. M ( 


\ ' | S 


Ribbons & Carbon Testing 
Machine 
H i Engineerit { 
Kubber Bands 
} er \ W Ir 
Roberts, Weldo 
> pman-Wat! 





Rubber Stamps 
Mevye & Wenthe 


Rubber Type Outfits 





ru Sp l C 
Safes 
\ M il ! 
4 Fir Pp ‘ 
i Wernicl 
\ Safe & Eq 
Ya i ind | M 
C 


Scrapbooks 
qG e-Wern ke 


Secretary Desks 
\ Metal Cor 
Gens Firep f 


Shelving 


Smoking Stands, Office 
R i Meta Mf , 
Stamp Affixers, Postage 

ost | I 


Afvilt 
Miul 


Stamp Pads 


ru Di spec iit 

Mevye & We 

1’ Pr ess 

Riv O-Mfg. ¢ H 
I ¢ Barr 

\ sat & Eq 


Stands for Office Machines 
\ Equ ( 


S 


: 
we ke ( 
{ Corp 
Steel Equ 
( rr} 
i Mans Mtg 
s W \ ( 
Metal J 
S Mit ( 


Staple Extractors 
\ Fastene ( 
Markwe Mfe 
Staples and Stapling Machines 


Loe I 


H ss S ( 
\ k we Mfg. ( 
Ne we Pr I 
Pa t Sy Fa 
\ M fa iris c 


Stenographers’ Note Books 
R vell-Bart ( 





iss M > 
rransfer Cases 
nry T., Mfs 
\ St tq I 
\ Me ( 
| X { 
I & 
Mfre. ¢ 
Mor 
] \ Mf 
} r } ‘ 
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neral reproofing Co..64, 6& 
Globe-Wernicke Co 





Guide System & Su 106 
] é il Me od Co 108 
Metal Furr ( 0 
M Office Furr ( 84 
t S 1 Equ I Co 
File C ) 14 
Rockw l-Barne ) ; 
Wa ( 
i ker Mfg 
Store Fixtures and Equipment 
All-Steel-Equip Co. 9 
Swinging Typewriter Stands 
Ame W ng Mae Cc 90 
GG e-Wer ke Co 
Tables 
\rt Metal Construction Co 79 
\ S 1 ¢ 138 
I M Co 42 
James vn Mfg. ¢ p.10 
G F ’ ng 64. ¢ 
Wel! \ ( 
state Metal I d 12 
s St rq ( 17 
s J Ta 7 
\ Safe & Equipt. ¢ ' 
Telephone Accessories 
Victor Safe & Equipt. Co 9 
Telephone Stands 
Ar Metal Construction C 
\ Steel Co.. 8 
Ge eral |} eproofi yr Co 64, ¢ 
‘ We ke ¢ 
| ess S Equipt. ¢ 
Yawmal iE Mfz 
( j 86. 8 
Thumb Tacks 
Graff, George B ti 134 
Moore Pus Pin Co 140 
\ Manufacturing Co 8 
rrimming Boards 
Amer. Phot Laboratories 124 


Type, Typewriter 
Amer Writing Ma Co 0) 


Shipman-W 1 Mfg Co 
l'ypewriter Cleaning Material 
\ Writing Ma Co 90 
\ Suppl ‘o 8 
Clarotype ¢ 14 
I ig & Volg I ’ 
O-Mfg 14 
Sca LD ( 1 i 3S 
pman-Ward M ( 
WW er, F. S 
l'ypewriter Cushion Keys 
Amer Writing Mach, C 
Ames Supply Co So 


Munson Suppl ( 


Peerless Key-Imperia Mfg 


Co , 
yma Ward Mfg. C ‘ 
Speed Ke Mfg. Co 14 


Typewriter Cushion Knobs 
and Bases 
Amer Writing Ma 


Ame Suppl ( 83 
I } I M., ¢ +0 
é sk ] I Mfg 

Ss i Wa Mfg. ¢ 


rypewriter Parts and Tools 


\ er W ng Ma af 
Ames Supply Co e 
S ” n-Ward Mfs 
rypewriters, Mfrs. of 
o. ma Type rite 
i ( it 
Sn Bt a na Tws. ¢ 
I > ) Fis 
) B 
Typewriters Rebuilt and Used 
(mer Wr ng Mach, Co 90 
I 1itt Co Che . 14 
Reliable Tw, & A. M. Corp..141 
S pman-Ward Mfg. C 
Wholesale Typewriter Co 
Visible Systems Equipment 
\ e Card System C 
me Vis Re is, I 0 
\ Metal Constru { 
\ ma | & Index ¢ 8 
; We kK ‘ 
~ I y 1 ‘ 4 
\ Safe & Eq rt. Co { 
Ya 1 1 I eM 
Waste Baskets 
Ame n Car o i 
Ss ( & 
J s vn Mfg I 
il fing { 
We < © 
Meta ft , g 
N i | { 
t ste I }\ p 4 








WANTS AND tOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


years’ 
{ 
typewriters 


SERVICE ENGINEER with 15 


equipment field, including sales and service < 


Young mar 


SALES 
experience in the office 
Elliott-Fisher, 

and calculating 


AND 


Sundstrand and all makes of 
machines College 
Sober Excellent business and 


care Office App-iances, Chicas 


Burroughs, 


education Executive and promo- 


tion experience. haracter references. 


Address G-173, 
ADDING MACHINE years’ 
Knowledge of all 
permanent 


MECHANIC with eighteen 
makes of office equipment 


Address G-176, 


experience. 
Wishes to 
care Office 


types and 
mate connection References 


Appliances, Chicago 


SALESMEN WANTED 


profitable sideline in the 


banks, 
territory Our 


IF YOU SELL QUALITY—here’s the most 
field Ames filing and 
accountants, 


mailings upplies direct to lawyers, 


offices, etc. Liberal commission, exclusive 


send ful 


Mass 


representatives chosen carefully particulars about yourself. 
Ames Safety Envelope Co., Boston, 


SALESMEN: Amazing p-tented envelope sealer! 
Retails $3 No competition Big profits E 
trial! Red-E, 1037 Journal Bldg Boston, Mass 


Seals 3,000 hourly! 


clusive territories Free 


Must 
Country 


have 


TYFEWRITER AND 


proven sales record with at 


ADDING MACHINE SALESMAN 
) least four 


Address 


years with these lines. 


territory experience preferred Alexander Brothers, Limited, 


Honolulu, Hawaii, U.S. A 


WANTED: pecified territory to sell direct 


EXCLUSIVE AGENTS for 


© corporaticns, federal, state, county and city offices, as well as to 
individuals We have a new, fast-selling and most modern office 
specialty Large earnings for real salesmen Excellent opportunity to 


Money 
Write specifying 
Morris Co., 


build permanent income Ver small investment refunded if 


is returned to us You can't lose 
qualifications, to Bert M 


me>-chardise 
territory wanted, and siate your 


13 So. Olive St., Les Angeles 


OUTSIDE SALESMAN WANTED by 
ie of the smaller New Engl: 
filing eq 


established commercial stationery 
Must be well grounded 
uipment and systems, and other 


ind cities. 


nouse in o 





in loose leaf, office furniture, 


lines ordinarily sold in stationery stores. The opportunity is good for 


some one who is industrious and alert and has other necessary quali- 


ficat:.ons. Address V-160, care Office Appliances, Chicago 


SALESMEN WANTED Experienced office furniture, stationery and 


printing One city and one country ter 
opening In our organization for a man to manave our rece ntly enlarged 
Adams Printing & Stationery Co., 


itory open. There is also an 
stationery and furniture department 


343 Madison Ave Memphis, Tenn 


cleaner 


Address 


SALESMEN WANTED: For new improved style of type 


Sp endid vide line, protected territory Straight c 


Office Appliances, 


mmission 


v-1 » care 


MECHANICS WANTED 


adding machine 


le Street, Chicago. 


MECHANICS WANTED Typewrit« mechanic, also 
Pruitt Corporation, 425 North 





mechanic 


REPRESENTATIVES AVAILABLE 


SALES ORGANIZATION with capable staff, display and stockroom it 
Chicago, covering Nort Central tates now 
turers wishes additional line to sé stationers and office equipment 


Address G-174, car 


representing manutac- 


dealers. Commission and stock consignment basis 


Office Appliances, Chi 


conrect 


AN EXPERIENCED MAN avelir California s 


supp le man urer as sales representative 


Office Appli- 


with office specialty 


in California or Pacific N« Add re G-175 ace 


ances, Chicago 


REPRESENTATIVES WANTED 


NEW! PROFITABLE! NON-COMPETITIVE! Manufacturer of 
needed new office device t i!most u nited : a‘ion is currents 
« a snminms @XCiUSIVE Spec ty Sale encies t vuuvhout Sout In 
uiries eleomed from active tellivent salesmen with direct sel.in 
otlice specialty backgrounds 11 \ nia Caroi.nas, Geor i, Florida 
Alabama and Tennessee Not a side-line Full details required before 


Address V-156, are Office Appliances, Chicage 


intervie 


REPRESENTATIVES wanted various open territories coast to coast by 
manufacturer unique line fast-moving office appliances that sell daily 
at big unit profits; thousands of nationally known corporations and 
Prefer financially responsible 
established Specialty Men or Dealers now selling similar article direct 
Write for full interesting details and please state present 
Address V-157, care Office Appliances, Chicago. 


smaller firms already our customers. 
to consumer. 


sales setup. 
ONE IN A TERRITORY—Men selling direct to offices can do well 
with our typewriter product that $2.00 on a single unit sale. 
Every office is a p Larze companies bring many repeat orders. 
Write for d-tails. Address V-158, care Office Appliances, Chicago. 


pays 


rospect. 


A PROFITABLE SIDE 


rubber office 


LINE 


cushions—-is 


competitively priced 
availatle to manufacturers’ repre- 
Give full informatioa on the terri- 
V-162, Office Appliances, 100 


complete line of 
sponge 
seniatives cn a commission basis. 
please, Address 
{2nd St., New York 


tory you 
East 


cover, care 


SALES LETTERS 


LETTERS WILL BUILD SALES: For years I have built letters that 
pull sales. You need them more than ever now. Send me your data 
for new unsuccessful letters for reshaping. Particulars on 
Address H. M. Goldthwait, 123 Washington Ave., Santa Fe, 
New Me 1co 


etters, OF 


re.jvuest 


FOUNTAIN PEN REPAIRING 


ALL MAKES Pens, 
hour service Standard 


State 


Pencils, Desk Sets, etc. Repaired—usually 12 to 24 
Welty Pen & Repair Co., 38 South 


prices. 


Street, Chi 


PRINTING 


500 BUSINESS CARDS, 69c. 


$10.40. 


Envelopes, $1.60; 
Estimates furnished. 


Letterheads, 5,000 


Price list free Colorpress, 


Detroit, Mich. 


Samp'es 


12 Larned Bldg 


RETAIL BUSINESS FOR SALE 


FOR SALE TYPEWRITER STORE AND SHOP on the southwest 
sid2 of Los Angeles, Calif. Fully equipped. Living quarters. Nice 
stock cf parts. $1,000.00 cash. Address V-161, care Office Appliances, 


Chicaco 


ADDING MACHINE PARTS, TYPE, ETC. 


ribbons and type now 
Machine Parts Man 
aad, Caif. 


NEW PRICE LIST of adding machine parts, 
ready. Serd fe yours The Pioncer Adding 
I. A. Dehn, Jr., 1643 10lst Avente, Oak 


DICTATING MACHINE PARTS 


COMPLETE 


need paris, rite 


AND VARIED STOCK No c«rder tco small. 
Dictating Service, 2632 N. Western 
Koep. 


When you 
Ave., 


Central 


Chica Management G 


FOR SALE AND WANTED TO BUY 


Moon 
bought and scld. 


Adding 
Office 


Hopkins 
Chicago 


ELLIOTT-FISHER MACHINES— Burroughs 
Machines--Calculsting Machines 

Appliance Co S. Dearborn, Chicago. 
BURROUGHS, 
i:g Machines, 
number and we will highest cash prices. 
Appliances, Inc., 326 Broadway, New York City. 


MOON-HOPKiNS. Elliott-Fisher, 
and everything in the office machinery line. 


Remington Account- 
State model, 


quote International 


Machines, 


Calculators, 


ELLIOTT-FISHER Adding Machines, Comptometers, Bur- 
roughs and Monroe Typewriters and all office machines 
ought and sold. Teeter-Warsh Co., 849 N. 3rd St., Milwaukee, Wis. 


ELLIOTT-FISHER machines, calculating machines, adding machines 
il cfice eyuipmen btoucht and scld W. J. Crowley Company, 434 
vell Bldg Milwaukee, Wis 


Bookkeeping Machines, Kar- 


BURROUGHS — Duplexes, Moon Hopkins, 
de> l Typewriter 


le All types office machines bought and sold. Fort Pitt 
berty Avenue, Pittsburgh, Pa. 


MACHINES 25 and 85. Sell or trade. 
Frank E. Wilber Co., 591 Market 


ACCOUNTING 
Kardex 


REMINGTON 
VWant 


St.. San Francisco 


Addir Machines, 


WANTS AND FOR SALE—Continued on page 8. 








WANTS AND FOR SALE—Continued from page 7. 


FOR SALE AND WANTED TO BUY—Continued from page 7 
DICTAPHONES— EDIPHONES~— established 1923 Largest stock—-al 
Write for prices of machines and our Cleartone Cylinders 


models. 
American Dictating Machine Co., 235 Fifth Ave., New York, N 


DICTAPHONES, EDIPHONES, SUPPLIES headquarters 
Wholesale, Retail--Write 
S. Wells St., Chicago. 


bought, sold us Chicago 


chine Co., 28 


WE BUY AND SELL Dictaphones, Ediphones, Typewriters, 


Dictating 


Y 


machines 


Ma- 


Adding 


Machines Write us regarding what you have to sell and what you 
needs are. Prompt action. Mid-City Office Machines, 415 N. State St 
Chicago. 

KARDEX, ACME, POSTINDEX, etc., visible filing equipment of a 
types bought and sold. We specialize in this field and offer full 
operation to dealers. Commercial Card System, 395 Broadway, Ne 


York City. 


OFFICE APPLIANCES 


KARDEX, ACME, RAND, Post Index Visible Cabinets, Book Units and 
Panel Equipment Bought and Sold. Largest stock in the world. Uni- 
versal Office Equipment Co., Inc., 561 Broadway, New York City. 
ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 


Write for FREE Money Mak- 





Folders, Typewriters, Adding Machines. 
ing Cireular. Pruitt 7 Pruitt Bldg., Chicago. 
I AM INTERESTED in buying several Hooven Typewriters complete 


Hanover Street, 


ith stencil cutter, et« Eastern Typewriter Co., 61 

Boston, Mass. 

BURROUGHS Bank Posters model 2300 and, 13-13-02's with up feed 
tallys, for sale. Adding Machine Sales & Service Co., 1100 Prospect 


Ave Cleveland, Ohio 


MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 
riter ribbons Established over ten years. Write us, save money 
Lewi Co., 41 W. State St Milwaukee, Wis. 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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wants to know how to use the longer ones It is not uncommon for a 





— $$ . — way : hild who has learned to typewrite young to have a vocabulary three 
BUSINESS OPPORTUNITIE So four times as large as others. This makes for easier reading and a 
wider range of understanding, so that the child having learned to use 


the typewriter not infrequently becomes a fluent reader in school and 





vut The result is obvious. It frequently spells the difference between 
H : success and failure when a pupil attempts to master some more difficult 

Lines Wanted Abroad eee eee I 
Palestinian House Seeks American Office Equipment Lines A. Nin-Nun & So it is not surprising that Miss Richards has become an enthusiastic 
Company, office equipment merchants at Kingsway 41, Haifa, Palestine 1dvocate of the use of the typewriter both in the school and the home 
have expressed a desire to receive offers for all types of office equipment She classifies the typewriter as one of the most valuable tools of educa 
lines produced in the United States According to the company’s letter tion—in fact in many instances almost indispensable to any rapid 
head, the lines now handled include steel furniture, typewriters, adding progress And what applied to the younger pupils also applies to the 
machines, calculating machines, duplicating machines and visible records older ones to a considerable extent And many less-favored grown-ups 


uuld improve themselves greatly by the same means 


equipment 
Then there is the timid pupil, the pupil with eye-sight none the best, 


Lines Wanted for Cuba Ricardo Thieben, Malecon 41 Habana who ‘ a. 
formerly was in the office equipment business in Italy, located in Cuba ip shut ins and cripples jut then—the subject is endless—everyone 
a few months ago and would like to hear from manufacturers of office should have a typewriter.—SS 
equipment and supplies. He states that he is capable properly to repre > = 
sent manufacturers of bookkeeping equipment, filing equipment and sup : : a 
plies, visible systems, office machines, furniture, and commercial stationery 11th Report on Listed Corporations Issued 
in general. Mr. Thieben states that he is thirty-four years old, citizen ; 
of Hungary, with sufficient capital He gives several references which The Securities and Exchange ( mmission last month made public the 
Office Appliances will send to readers who are interested meee yo , pry of report os on gh Sein seo Administration 

= . projec nown as re census of merican tsted corporations. 

_ Business Opportunity Reported for Mexico—Distribuidora Woodstock " The report contains a summary of selected data A ten office machinery 
Sepensear Geum es ha id like % 4 saas amen 2 “y nang . ind equipment manufacturers registered under the Securities Exchange 

” e ompany, oul I ‘ oO contac i ‘ t s 0 i ous iin : ‘ 1, ate - ar 7 " . « ie 
of office aniane and machines, and particularly typewriter ribbons and < : ne Pe ge" gpa nets om — oo 2 Her ne Wate “auahe- 
carbon papers The company moved into its present quarters the first rey ae - ae Ht hall eae sepecneeale Bm oe ' eat : Fs pow 
of this year Should you have a different address on file, please chang rial includes a general survey, names of parents and su »sidiaries of each 
to the be ‘caem ti thke at aah . firr — aspen fener ae financial and a pees Papper 

' tlary data anc mAalance sheets for each company as we as pron ANIC 

General Lines Sought for South Africa A New York company report loss statements and surplus reconciliations 
that its South African distributor would like to hear from other manu The preface of the report points out that these summaries are an 
facturers seeking representation in the Union of South Africa For par ittempt to bridge the gap between the data available in the files of 
ticulars address Mes, 84, care Office Appliances, Chicago the commission and the many potential users to whom the data are 
Lines Wanted for Poland—The firm of Zaklady Bezposrednich w now relatively inaccessible 





ld The study was conducted as a WPA project in New York under the 

idministration of Col. Brehon B, Somervell and was carried out under 
the general supervision and with the advisory assistance of James (C. 
Buckley and Rexford C. Parmelee of the research staff of the commis 
sion. Copies of the summary are available on request to the Publications 
Unit, Securities and Exchange Commission, Washington, D. C 


Nowy Swiat 47/31, Warsaw, 1, Poland, writes as follows “We Ou 
like to get in touch with American firms interested in getting a suitable 
contact with a Polish firm engaged in export and import of various 
products your publication refers to."") Our only information about the 
company is what is contained in the letter Anyone interested in estab 
lishing a new Polish connection should write for particulars 

. 


Lines Wanted at Home 


Lines Sought by Dealer Planning Expansion: The Adams Printing Current Corporation Reports 


& Stationery Company, in business at 343-45 Madison avenue, Men Addressograph-Multigraph Corporation earnings for the first six months 
phis, Tenn., for the past sixteen years, is seeking to contact repre of 1989 should be close to those of the like 1938 period when net of 
sentatives of manufacturers of office desks, chairs and safes, these being $613,963, or 81 cents a share, was reported, according to Joseph Rogers, 
new lines the company will add when it takes occupancy of a large additior president, who returned to New York today from Europe. ‘‘From the way 
to its present building in September W. H. Adams, proprietor of the May ran, according to the reports I have received, and the way June 
firm, said he will be- glad to hear from manufacturers direct. Details of ks, I believe the company ought to earn its 35 cents quarterly dividend 
the building now under construction for the Adams organization appears during the period ending June 30,"’ he added. Mr. Rogers said he expected 
elsewhere in this issue earnings during the June quarter would be better than that of the March 
. - juarter when net amounted to $259,831, or 84 cents a share (Chicago 

, ; Daily News, June 9, 1939.) 
Selling Typewriters May business of The General Fireproofing Company, Youngstown, Ohio, 
was the best since the banner months of 1937, and business so far this 


The Schwabacher-Frey Stationery store in San Francisco is doing ar ‘ between 90 and 2 t al the first f montl f 1937 
outstanding job of typewriter promotion and selling, with Helen Richards a ee ae eee ee pee OVE URC HSy BVS MONS oO co 
‘ I I er | ‘ , ” innounced George ( Brainard, president of the firm, who said, “Our 


in charge Free typing lessons are given weekly, the pupils returning the M : 

copy to the store If there is defect in the work. it is suggested that prospects continue to be bright : Business is coming from all our usual 

perhaps the typewriter needs cleaning and readjusting. This also paves urces. It is equally fair in all lines of our products, such as steel office 
. ~ = - furniture, filing equipment aluminum chairs, ete.” The firm's Logan 


the way for the suggestion of a new typewriter if the old one is deficient 


The net result has been the sale of a typewriter to about twenty per cent ivenue plant is operating at seventy to seventy-five per cent of capacity 


with orders on the books and prospective business insuring operations at 





of the pupils There re now eight classes week with thirty-five 
forty ne ‘lass ps es —— this rate throughout the summer months AK 
Se . Marchant Calculating Machit omp s vote 0 re , p 
Miss Richards believes in being very frank. So she tells them that the fa oe cule ee tachi s “ ‘ senee has voted so revi the = 
" : Ss : utstanding issue of 25,000 shares of 7 per cent cumulative $10 par value 
are under no obligation to purchase a typewriter, but they are frank ae 1 > , T 
} : the referred stock, President Edgar B. Jessup announced yesterday. The 
oping that when they are ready to purchase, they will not forget redemption. aflactivs Sux “he botkholder ¢ record June 15, will 
S wabacher-Fre ‘ } don _ afc: - . : oe ete arg Bie os “ F 

. ubach Frey And they don't . be at par plus accrued dividend equivalent to 35 cents a share. The 

fiss Richards takes more than commercial interest in this work - nt ; . } senies . : 

: : ; irement will be made from cash surplus and will leave the company 
though that is not overlooked. She has had much experience, and ha vit 1 total eapitalization consisting of only common stock, of which 
discovered some things that are contrary to frequent belief She ha 96.642 shares are outstanding. Mr. Jessup stated that the action of di 
found that children using typewriters are better spellers than others rectors reflected the stron: isset position of the company, whose 
for they have to be accurate They are also better readers She has ratio of current assets to onvient inbilities is in excess of & roa 1. and 
seen delinquent pupils go rapidly forward, when they learned to cor whose cash position after retirement f the preferred stock will still 
centrate in order to use a typewriter correctly The same requirement represent more than 25 per cent of current assets. (San Francisco Chron 
of accuracy also makes them better pupils in mathematics le. Mav 19. 1939.) _ 

Teachers and club women have become interested in the results f Remington. Rand. Ine inufacturers of office appliances and equip 
the work, so that they send pupils to her; and, of course, they do not ment. reported vesterday to stockholders that operations in the vear 
feel at all aggrieved if some typewriter sales result ended March 31, resulted in a net profit of $1,750,931, equal to 59 cents a 

As to business colleges, they give all encouragement, for they consider hare The profit was less than half that earned in the preceding fiscal 
this preliminary training is but a stepping stone to the more thorougt veal when net totaled $4,509.78 r 82.32 a share (Chicago Daily 
training they are prepared to offer Tribune. June 1. 1939.) 

Perhaps the most surprising result has been to discover that the pra Directors of L. C. Smith & Corona Typewriters Inc today omitted the 
tice In typewriting also seems to produce a far better average wher dividend on the common stock at the present time The action was taken 
the stude nt turns to the use of a pen Here again greater clearnes in order to conserve cash for contemplated developments and extension of 
and definiteness has been developed, and that helps to grasp and repr the company’s business, directors stated. (Chicago Daily News. June 6, 1939.) 
duce the written form better With sales up thirty-four per cent over the last quarter of 1938, the L. E 

But the most noticeable result is probably in reading The young Waterman Company had their b first quarter since 1929, announced 





pupil soon becomes ambitious to write more than the simple words, at Elisha Waterman, executive vice president of the fountain pen company AK 
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PATENTS 


Copies of patents shown here can be odtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,160,080. Duplicating Machine. Ingwald M. New- 
gard, Glendale, Calif., assignor, by mesne assignments, 
to Gel-Sten, Incorporated, Wilmington, Del., a cor- 
poration of Delaware. Application April 22, 1935, 
Serial No. 17,630. Renewed February 6, 1939. 
Granted May 30, 1939. 

2,160,171. Card Punch. Edwin Roggenstein, Ilion, 
N. Y., assignor to Remington Rand inc., Buffalo, N. 
Y., a corporation of Delaware. Application November 
4, 1937, Serial No. 172,703. Granted May 30, 1939. 

2,160,250. Typewriting Machine. William F. Hel- 
mond, West Hartford, Conn., assignor to Under- 
wood Elliott Fisher Company, New York, N. Y., a 
corporation of Delaware. Application January 15, 
1936, Serial No. 59,168. Granted May 30, 1939. 

2,160,289. Business Machine Stand. Waiter T. 
Sagner, West Hartford, Conn., assignor to Under- 
wood Elliott Fisher Company, New York, N. | 
corporation of Delaware. Application October 8, 1937, 
Serial No. 168,046. Granted May 30, 1939. 

2,160,361. Calculating Machine. Stuart Hilder, 
Glencarlyn, Va., assignor to Monroe Calculating Ma- 
chine Company, Orange, N. J., a corporation of Dela- 
ware. Application March {!, 1931, Serial No. 521,624. 
Granted May 30, 139. 

2,160,392. Ring Binder Pencil Clip. Frank Stan- 
ley Sehade, Holyoke, Mass., assignor to National 
Blank Book Company, Holyoke, Mass., a corporation 
ef Massachusetts. Application March 3, (938, Serial 
No. 193,746. Granted May 30, 1939. 

2,160,514. Staple Driving Machine. Fridolin Pol- 
zer, Norwalk, Conn., assignor to The E. H. Hotchkiss 
Company, Norwalk, Conn., a corporation of Connecti- 
cut. Application February 20, {937, Serial No. 
126,794. Granted May 30, 1939. 

2,160,661. Penholder for Iinkstands. Edmond J. 
Huott, New York, N. Y. Application July 28, 1938, 
Serial No. 221,655. Granted May 30, 1939 

2,160,990. Bookkeeping Machine Stand. Walter T. 
Sagner, Wethersfield, Conn., assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a cor- 
poration of Delaware. Application September [!, 1937, 
Serial No. 163,445. Granted June 6, 1939. 

2,161,086. Eraser for Pencil and Holding Tip 
Therefor. Michael Pipi, Jersey City, N. J., assigror 
te Joseph Dixon Crucible Company, Jersey City, N. 
J., a corporation of New Jersey. Application Janu- 
ary 18, 1938, Serial No. 185,483. Granted June 6, 
1939. 

2,161,323. Lateh Mechanism for Desk Tops. Samuel 
S. Stephenson, New York, N. Y., assignor to The O 
M. Edwards Company, iInc., Syracuse, N. Y., a cor- 
poration of New York. Application August 15, 1938, 
Serial No. 224,922. Granted June 6, 1939. 

2,161,691. Fountain Pen Cap Latching Device 
Matt. A. Anderson, Dallas, Wis. Application July 
18, 1938, Serial No. 219,894. Granted June 6. 1939 

2,161,795. Moistening Device for Duplicating Ma- 
chines. Egidio Maria Benello, New York. N. Y. Ap- 
plication April 29, 1937, Serial No. 139,695. Renewed 
September 23, 1938. Granted june 13, 1939. 

2,161,843. Inkstand. Frank M. Ashley, Great Kills, 
N. Y., assiqnor to Lewis Gompers, as trustee. Appli- 
cation April 27, 1938, Serial No. 204,577. Granted 
June 13, 1939. 

2,161,856. Ribbon Mechanism Ralph C. Coxhead, 
New York, N. Y., assianor to Ralph C. Coxhead Cor- 
poration. New York, WN. Y., a corporation of Dela- 
ware. Application April 28, (937, Serial No. 139,425 
Granted June (3, 1939. 

2,161,889. Mechanical Pencil. Max Schaefer. Bloom- 
field, WN. J., assignor to Eagle Pencil Company, a 
corporation of Delaware. Application February 8, 
1937, Serial No. 124,530. Granted June (3, 1939 

2,162,153. Loose Leaf Binder. Edward H. Zerbe, 
Grosse Pointe Park, Mich., assignor to The Burk- 
hardt Company, a corporation of Mirbinaan. Aopplica- 
tion March 31, 1938, Serial No. {99,148 Granted 
June . 1939. 
2. 162,193. Manifoldina Register. William G. 
Rorchers, Hoboken, N. J., assignor to Autographic 
Register Company, Hoboken, N. J., a corporation of 
New Jersey. Application March 5, 1937, Serial No 
129.216. Granted June 13, 1939. 

2.162.223. Fountain Pen Barrel Gabriel Larsen, 
Springfield, N. J., assignor to L. E. Waterman Com- 
pany, New York, N. Y., a corporation of New York 
Application March 31, 1937. Serial No. [33,935 
Granted June 13, 1939. 

2,162,249 Selective Magazine Pencil Wilhelm 
Durrler, Pforzheim, Germany, assianor to Lutz & 
Weiss G. m. b. H., Silber & Metallwarenfabrik, 
Pforzheim, Germany, a limited-liability comnmary. An- 
nlication February {0, 1939, Serial No. 255,664. In 
Germany February 23, 1938. Granted lune 13, 1939 

2,162,346. Inking Mechanism for Duplicating Ma- 
chines. Sherlie E. Gregory, Aurora, Il!., assignor to 
The Heyer Corporation, Chicago. Ill, a corporation of 
Mlinois. Application July 29, 1938, Serial No. 221,874 
Granted June 13, 1939. 

2,162,491. Tracer for Duplicating Machines. Oser 
F_ Rosen, Detroit, Mich. Application December (5, 
1937. Serial No. 179,945. Granted June 13, 1939 

2,162,920. Inkwell. Lawrence A. Paul, New York 
Se Application January {8 1938, Serial WNo 
185,588. Granted June 20, 1939 

2,163,026. Envelope Opening Machine Edward J 
Dummer ard Azel Gav. Rochester, N. Y., assiaror 
te Multipest Company. Rochester. N. Y., a corporation 
ef New York. Application Octoher 7, 1937, Serial 
No. 187.773. Granted June 20, 1939 

2,163 515. Interchangeable tead Penell Kurt 
Fend. Pforzheim, Germany. Application tuly 22, 1937 
Serial No. 155,102 In Germany July 23, (936 
Granted June 20, 1939 


DESIGN PATENT 
115,288. Design for a Mechanical Pencil or Similar 
Article. Ned D. Fish, Fort Madison, ltowa, assignor 
to W. A. Sheaffer Pen Company. Fort Madison, lowa, 
a corporation of Delaware. Application November 12, 
1938, Serial No. 81,046. Granted June 20, 1939 
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EXECUTIVES OF THE NATIONAL TYPEWRITER & OFFICE MACHINE DEALERS ASSOCIATION, WHO 
INVITE DEALERS IN UNITED STATES AND CANADA TO THE ORGANIZATION'S 
14TH ANNUAL CONCLAVE AT CLEVELAND, JULY 24, 25 AND 26 


Top Row, left to right: J. Paul McWilliams, Midwest Typewriter Company, 
Kansas City, Mo., secretary; John Loser, Noiseless Writing Machine Service 
Company, New York, N. Y., president and governor of District No. 3; Mrs. 
Jessie |. Taylor, Globe Typewriter Exchange, New York, N. Y., treasurer. 


Second row, left to right: W. T. Corney, Thomas & Corney, Ltd., Toronto, 
Canada, governor, District No. |, and director; C. A. Muenze, Muenze 
Typewriter Company, Passaic, N. J., governor, District No. 4; R. H. Preston, 
Preston Typewriter Company, Knoxville, Tenn., governor, District No. 6, and 
director; E. A. Hug, University of Chicago Bookstore, Chicago, IIl., governor, 
District No. 8; L. H. Wittgraf, Typewriter Clearing Association, Minneapolis, 
Minn., governor, District No. 9; Harry Russell, Office Equipment Company, 
Des Moines, lowa, governor, District No. 10, and director; Robert Randazzo, 
General Typewriter Company, Kansas City, Mo., governor, District No. I/. 


Third row, left to right: J. T. Boyce, S. L. Ewing Company, Dallas, Tex., 
governor, District No. 12; William H. Burt, William H. Burt Typewriter 
Company, Seattle, Wash., governor, District No. 16; Theodore Schafer, United 
Typewriter Company, New York, N. Y., director: J. S. Morse, Morse Type 
writer Company, New York, N. Y., director; C. D. Bills, Typewriter Sales & 
Service Company, Washington, D, C., director; James P, Ward, Sr., Chicago, 


Ill., director; Elmer Young, Young Office Equipment Company, Chicago, Ill., 
director; Samuel Hutter, Check Writer Company, New York, N. Y., director. 


Fourth row, left to right: William F. Clausing, International Typewriter 
Exchange, Chicago, Ill., director; G. S$. Cambias, Cambias Typewriter Ex- 
change, New Orleans, La., director; H. J. Williams, lowa Supply Company, 
lowa City, lowa, director; F. C. Waltz, Waltz Typewriter Company, Cin- 
cinnati, Ohio, director; L. H. Grunden, E. W. Hall & Company, Seattle, 
Wash., director; Irwin Ritchie, Addressing Machine & Equipment Company, 
New York, N. Y., director; Gerald Martineau, Quebec, Canada, director. 


It is regretted that portraits of the following were not available at the 
time of going to press: James J. Sheehan, The Office Appliance Company, 
Providence, R. |., governor, District No. 2, and director; Howard Burke, 
Palm Typewriter Company, Miami, Fla., governor, District No. 5; F. Ketcher- 
side, Buckland Van Wald Company, Detroit, Mich., qovernor, District No. 7; 
C. F. Sanders, Los Angeles, Calif., governor, District No. 14; Lou Smith, 
San Francisco, Calif., governor, District No. 15; Frank Marin, Typewriter 
Sales & Service Company, Chicago, Ill., director; Irwin Vincent, Western 
Typewriter Company, Topeka, Kans., director; E. W. Hall, E. W. Hall & Com- 

pany, Seattle, Wash., director. 
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N.T.0.N. B.A. Convention Program 


, - BALANCED program 
of business sessions and recre- 
ational activities, spiced with fun 
and frolic, interesting sights and 
memories to take home awaits 
delegates to the fourteenth annual 
convention of the National Type- 
writer & Office Machine Dealers 
Association, to be held at Cleve- 
land on July 24, 25 and 26. 


No effort or expense has been 
spared by the various committees 
to make this assembly a success 
from every standpoint. Particu- 
larly has Irvin H. Dawson, chair- 
man of the speakers committee, 
done a splendid job in arranging 
a program of business. 


According to the program re- 
leased the first session will open 
on Monday with Fred Snyder, 
president of the Cleveland Type- 
writer Dealers association, intro- 
ducing Mayor Burton who will 
cfficially welcome the visitors to 
his city. After brief introductory 
remarks by General Convention 
Chairman Leo W. Adler, National 
President John Loser, Walter 
“Doc’’ Hanson and Past President 
Lamont Wood, the assembled dele- 
gates will hear one speaker before 
the noon recess for luncheon. He 
is Joseph Vander Lan of the 
United States Department of 
Commerce and his address will be 
“Knowing Your Markets”, a highly 
interesting and worthwhile sub- 
ject for those in the industry. 

During the luncheon period 
plenty of time will be allowed for 
a survey of the exhibition hall and 
its large number of manufacturers 
booths and displays. 

One of the features of the after- 
noon session will be the appear- 
ance as a speaker of James P. 


Full Three-Day Program Out- 

lined for July 24, 25 and 26. 

Cleveland Dealers Ready to 
Entertain Delegates 


(Jim) Ward, who joined the staff 
of the Reliable Typewriter & Add- 
ing Machine Corporation, Chicago, 
as this issue was put to press. 
“Modern Merchandising Methods” 
is the subject which Mr. Ward 
has chosen and one that he 
knows thoroughly. Mr. Ward will 
be followed by James Treanor of 
the Peerless Key-Imperial Man- 
ufacturing Company, who will tell 
his impressions of the industry as 
a whole by an address entitled 
“Forecast on the Future of the 
Typewriter Industry as an Out- 
sider Sees It.” An open discussion 
will follow the two speeches. 

In the evening a fleet of taxi- 
cabs will convey the delegates to 
the famous Alpine Village where 
will be held the annual reception 
for past and outgoing presidents 
and their wives. 


Tuesday Morning 


The Tuesday morning session 
will be one replete with valuable 
information for the dealer if the 
program of speakers is any cri- 
terion. The men chosen to address 
the delegates and their subjects 
are as follows: 

Gordon Laurence, “Fair Trade 
Acts”; William Farrar, manager, 
Cleveland Better Business Bureau, 
“Collective and Collaborative Ad- 


vertising”; C. H. Kellstadt, man- 
ager, Cleveland division, Sears, 
Roebuck & Company, “Typewriter 
Sales in Department Stores.” Be- 
fore the morning session breaks 
up Tom Conn, chairman of the 
convention hall and banquet com- 
mittee, will take the floor with a 
short message relative to the an- 
nual banquet and dance in the 
Hotel Cleveland, convention head- 
quarters. While the delegates 
lunch in the hotel, the visiting 
ladies will be taken to Nela Park 
where a special luncheon will be 
served them. 

Tuesday afternoon will be given 
over entirely to recreation. Golf, 
horse racing and visitations will 
be the order of the day with the 
delegates returning to the hotel 
to prepare for the banquet in the 
evening. 

The Wednesday morning session 
will be confined to two speakers, 
Clyde Jungbluth, Underwood El- 
liott Fisher Company, who will 
speak on “A Forecast on Business.” 
He will be followed by C. D. Fin- 
ney whose theme will be “Extra 
Profits in Carbons and Ribbons.” 
This will be followed by an open 
forum, report of the nominating 
committee and a discussion on 
resolutions before the lunch hour. 
The election of officers and selec- 
tion of the next convention city 
will take place in the afternoon. 

As in former years, a Question 
Box will be featured with the 
questions answered during the ses- 
sions. Delegates are invited to 
mail queries germane to their bus- 
iness at any time before the con- 
vention opens. Address questions 
to Leo Adler, Cleveland Calculat- 
ing Company, Cleveland, Ohio, 
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Typewriter Store Finds $1SO0 a Month for 
Street Car Signs Good Investment 


= CAR cards are pro- 
viding a most effective lead de- 
veloper and sales agent for Lou 
Smith, who operates The Type- 
writer Company of San Francisco. 
His business has so increased in 
recent months that he has been 
compelled to occupy larger quar- 
ters. The new store, at 528 Mar- 
ket street, is in a higher rental 
district where there is a greater 
potential number of people inter- 
ested in typewriters. 

“We have used street car cards 
with success for a number of 
years,” said Mr. Smith, “and we 
have just renewed a contract for 
five years. These cards and good 
window displays,” he continued, 
“account for the major portion of 
our volume.” 

Both of Mr. Smith’s promotiona' 
plans have interesting features, 
but to allay the fears of the dealer 
who may consider the car car‘ 
idea expensive, let us briefly view 
Mr. Smith’s case. 


Cost Includes Services of 
Advertising Agency 

He has what is termed “third 
run” service—every third street 
car in San Francisco carries one 
of his cards.. Cost of the service 
is $150 a month, but he believes 
its value has proven worth the 
expense. He has employed this 
form of advertising for eight years, 
and the satisfactory results have 
prompted his renewing the con- 
tract for another five years. 

The cost has included prepara- 
tion of the car card message by 
an advertising agency. Mr. Smith 
considers it practically essential 
to the success of an advertising 
program to have it handled by 
advertising experts. “It is highly 
important,” he declared, “that 
when one spends money for adver- 
tising or promotion the ideas put 
before people be original, yet based 
on tried and proven underlying 
principles.” Mr. Smith explained 
this statement by saying that 
“just anything” would not always 
bring results. In other words, the 
cards must carry punch in the 
way of clever selling phrases, and 


Lou Smith of The Typewriter 
Company, San Francisco, Tells 
How Car Cards and Window 
Displays Account for Most of 


the Firm's Business 
By E. R. CLINE 


they must be effectively composed 
to attract attention. Then, if the 
store or the management can be 
personalized, so much the better. 
An occasional rhyme or jingle, he 
pointed out, is highly effective be- 
cause it has a tendency to make 
people remember the store. 

When Mr. Smith decided to 
move to his new location, the card 
reproduced in the accompanying 
illustration was used. It occupied 
about one-half the regulation 
street car card space. A photo- 
graph of Mr. Smith’s face was 


superimposed on a hand drawn 
modernistic man carrying a type- 
writer, and “stepping out” briskly. 
The jingle, “I’m going to park it 
on Market!” and Mr. Smith’s smil- 
ing personality, both larger and 
more distinctive on the actual 
card, brought instant attention. 
He personalized the store and him- 
self by using his name. In an- 
nouncing his moving he told his 
location and made significant the 
new address. He created interest 
and confidence by mentioning 
“bigger and better quarters.” 
Then, he used the name under 
which he operates and prominent- 
ly featured rentals, ending the 
message with an _ exclamation 


point. 


Details of the Car Cards 
Carefully Planned 


t will be noted that there isn’t 
a wasted word on the card. Even 
the character ‘“&’, ordinarily and 
correctly used only in a firm name 
was employed to cut down the 
number of words and conserve 
space. It also is in harmony with 
the informal treatment of the ad- 
vertisement. Note the human in- 











I’M GOING TO PARK 
IT ON MARKET! 


Lou Smith, the big 
typewriter rental man, is 
moving from 106 Sutter to 
bigger & better quarters at 


928 MARKET 


THE TYPEWRITER CO. Phone SU 5186 








TYPEWRITERS RENTED : 3 MONTHS $5! 


ONE OF LOU SMITH’S ADS FEATURED IN SAN FRANCISCO STREET CARS 
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terest appeal in the animated, 
talking figure and his whimsical 
jingle. Underlying it all was the 
suggestion that Mr. Smith, who 
had done remarkably well at 106 
Sutter street, was going to a 
larger store at 528 Market street, 
where his company could do more 
business. 

Another jingle he uses on cards 
is, “Take it away for a nickel a 
day!”” Original or paraphrasing 
the old “apple-a-day” rhyme, it is 
good. The “nickel a day” referred 
to rentals on a ninety-day con- 
tract. There is another selling 
phrase for the “dime a day,” $3.00 
per month deferred payment plan. 
Each car card carries some spark- 
ling selling phrase. 

Sometimes the cards are large, 
sometimes small, but all of them 
personalize the company through 
Mr. Smith. One of the cards 
shows Mr. Smith upon an artist’s 
sketch of a body, back of a table 
pointing at a typewriter. When 
people come into the store, they 
recognize him. Sometimes cus- 
tomers say: “You’re Mr. Smith, 
aren’t you? I saw your picture 
in the cars. Others speak to him 
by name without the comment. 

In the store is a curved rack 
twice the width of those in the 
cars, and in the spaces are placed 
the current card being featured 


in the cars and those which have 
appeared within the year. These 
help to identify the store with the 
car card promotion. 

Each card is individualistic and 
inviting, briefly presenting the es- 
sential points. Sometimes there 
is a concurrent tie in with some 
popular movement or with popular 
slang of the day. One of the lat- 
ter, “There isn’t a jillopie in our 
lot!” cause@® considerable com- 
ment, according to Mr. Smith. It 
precipitated an argument over the 
coined word “jillopie.’”’” Some peo- 
ple, he said, insisted that the word, 
meaning a dilapidated old light 
car, should have been spelled “jal- 
lopie.”’ 


Window Displays Must Produce 


Referring to The Typewriter 
Company’s store window advertis- 
ing, Mr. Smith said, “If a window 
display doesn’t get response with- 
in a day or two, it is taken from 
the space and a new one replaces 
it.” 

Ordinarily, a window display, if 
effective, may be kept in place for 
as long as three weeks. There 
must be something different if not 
original, in these displays. 

One that brought in a large 
number of typewriter-interested 
people was more or less of a con- 
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ventional machine window with 
an unusual thing in it. This was 
a painted thermometer some five 
feet high and six inches wide. 
This thermometer specifically re- 
ferred, as will be seen by its 
phraseology, to some special type- 
writers. It read: “Some typewrit- 
ers reduced in price as much as 
one-fifth.” The thermometer 
showed divisions of five “degrees.” 
The top was white, the space be- 
low was red. This indicated a 
“big drop,” which was true in ref- 
erence to prices on some older 
models. 


Other Recent Windows 


Other recent windows that have 
commanded attention include one 
in which greatly enlarged photo- 
graphs of scenes at the 1915 San 
Francisco fair and the present 
Golden Gate fair were shown. 
Windows of this kind, Mr. Smith 
indicated, help to get attention 
and cause the prospective buyer 
who sees them to remember the 
shop, whereas a window with only 
typewriters and prices interests 
only those who might be shopping 
for a machine at the moment. 

“Windows must be bright and 
sparkling, carry a message of gen- 
eral interest and attraction, and 
put over a message for the type- 
jvriter,” concluded Mr. Smith. 


“World of Tomorrow for Prospects 


M4 AKING the World’s Fair book- 
let as well as the typewriter dem- 
onstration count in making sales 
of typewriters, Lowman & Hanford 
Company, Seattle, Wash., drew 
prospects to its special display of 
typewriters as well as to demon- 
strations in its Seattle stores by 
offering the picture books to those 
who would call and witness a dem- 
onstration of late-model machines, 
without obligation. 

Shortly after opening of the 
spectacular World’s Fair in New 
York City, the Lowman & Hanford 


organization called timely atten- 
tion to the fact that it would give 
away “The World of Tomorrow” 
illustrated pamphlets to those 
viewing the typewriter demonstra- 
tion and listening politely to a 
salesman “doing his stuff.” 

That was the only “pay” re- 
quired for a copy of the booklet. 
And they did not object to extend- 
ing such courtesy for the sake of 
securing the booklet. 

Showing what the machine can 
do and how it operates is a lot 
more important than talking 


about it, or having it idle in the 
window. And it’s more convenient 
to have folks call at the store for 
a demonstration than having to 
send the salesman out with the 
typewriter to office or home. Re- 
member too the good demonstra- 
tion is never lost. Such demon- 
stration is worth its weight in 
typewriter sales. Even if the pros- 
pect is not converted at once to 
the striking features of the new 
machine, the seed is sown and the 
worthy demonstration may sprout 
in subsequent sales—CML 


Some Thoughts for Salesmen 


The office boy of today may be the buyer of tomorrow. He will remember courteous 
treatment and consideration. 

A high-pressure salesman if often temporarily successful, 
spirit of keeping everlastingly at it wins in the long run. 

It is the last ounce of strength that usually wins the race; doing just enough to 
get by seldom carries one very far. 

File away the impressions and knowledge gathered today for use tomorrow. 
Develop a good memory. 


by H. P 


—From Address 


Rockwell, Vice-Presi-dent, Yawman 


but the plugger with the 


and Erbe Manufacturing Company. 
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Finding the Appeal for 
Sales Promotion and Personal Selling 


« 

VE YOU want bass, you have to 
go where the bass are; if you want 
trout you have to go to the trout 
streams, and you must suit your 
means, your bait and your tackle 
to the particular kind of fish you 
seek, because fish don’t know how 
much time and effort a fisherman 
may have spent to lure them to 
his hook. All the fish know is 
whether that bait looks good 
enough to eat.’”’ Thus Charles W. 
Mears, sales and advertising au- 
thority, presented a simile on suc- 
. cessful advertising appeal before 
the Chicago Retail Advertising 
Institute, sponsored by the Eve- 
ning American, some years ago. 

“Fish can’t and don’t change 
their habits just to suit the whims 
of any fisherman;” he continued, 
“they simply keep on in their own 
accustomed ways of being fish. 
And whenever a fisherman comes 
home from a trip empty handed, 
if he actually fished, you know 
one of two things: either he fished 
where the fish were not, or he 
fished with bait that the fish 
didn’t care for.” 

And so in business, Mr. Mears 
pointed out, many an advertising 
campaign fails because the ad- 
vertiser neglects to give his pros- 
pects the thing they like, or the 
proposition in a way that appeals. 
This principle applies to all types 
of sales promotion, as well as to 
personal selling. 


Why People Buy 


People buy things to satisfy a 
need or desire, which may be self 
inspired or induced by the seller. 
In either case it is essential to get 
the prospective buyer to see the 
value of the product or service in 
terms of himself. The impulse to 
buy is created solely by some ap- 
peal to self interest. Obvious as 
this may seem, sales promotion 
messages and personal solicita- 
tions are too often presented from 
the viewpoint of the seller, rather 
than from that of the prospective 
purchaser. The buyer of office 
equipment and supplies wants to 
buy wisely. So it is essential to 
show him why it will be to his best 
interest to buy from you. Show 


the prospect what Your product 
will do for him, or the advantages 
of your services. 

This, of course, does not mean 
high-pressure selling, even though 
the product may be urged for the 
buyer’s own good. But it does 
mean helping the prospect to buy. 


Sales Appeal and Buying Appeal 


Those concerned with selling 
should have a thorough under- 
standing of the significance and 
use of sales appeal and buying ap- 
peal. Roy C. Toombs and Atwell 
Jackson, in their manual, “Step 
by Step in Effective Sales Promo- 
tion,” describe sales appeal and 
buying appeal as complementary 
to each other but as being distinct 
and separate in their meanings. 
From their years of experience in 
sales promotion, these men point 
out that each has its individual 
place in the analysis, organization, 
and presentation of the message. 

Sales appeal defines the desir- 
able points and advantages of 
what you have for sale. It em- 
braces everything about your mer- 
chandise and service that you 
want to convert into dollars. 

Toombs and Jackson say, “The 
appeal of any product is best dis- 
covered after considering WHAT 
it will do, WHY it will do it, HOW 
it will benefit the buyer, and any 
and all other factors which tend 
to bring you and the buyer to- 
gether on common ground of in- 
terest and understanding. 

“To determine the sales appeal 
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ot your product, it is necessary for 
you to study the four factors which 
are basic in the consideration of 
any product or service. In combi- 
nation, these factors determine 
the selling points from which you 
can build up your buying appeal. 

“These four factors (in one form 
or another) are: PRICE, QUAL- 
ITY, TERMS, SERVICE. After you 
have made your enumeration of 
these features and have extracted 
from them those which most 
strongly emphasize a superiority 
in one or more of these factors 
over your competition, you have 
established the sales appeal of 
your proposition. . . . It is what 
your product embodies of these 
four factors which specifically de- 
termines WHAT YOU HAVE FOR 
SALE. 

But this falls short until it has 
been stacked up with what the 
prospect wants—the buying ap- 
peal. 

Buying appeal is what is con- 
tained in your proposition which 
will attract and interest the buyer 
from the standpoint of the appli- 
cation or use of the product. Buy- 
ing acceptance hinges on what the 
product or service will do for the 
buyer. 

The prospect is interested in 
four points: SAVING OF TIME, 
SAVING OF HEALTH, SAVING 
OF LABOR, and SAVING OF 
MONEY. By analyzing the extent 
to which your merchandise will 
do these four things, you can de- 
velop your buying appeals. 

Then the merits of the product 
from the standpoint of its factors 
of price, quality, terms, and serv- 
ice should be measured against 
what it will do to save time, 
health, labor, or money. 

“Like the auger which firmly 
establishes the point into the 
timber,” declare Toombs and 
Jackson, “and with its keen 
point of penetration goes deeper 
and deeper into the wood, so will 
your buying appeal, when once 
firmly established in the con- 
sciousness of the prospect, sink 
deeper and deeper into it—giving 
your product general acceptance 
and an established market.” 





Ly 

R. BUYER! We make no profit 
on our merchandise. We charge a 
service fee. This fee is a nominal 
one. Its purpose is to cover the 
cost above actual manufacturing 
and delivering our product to you. 
It pays our salesman’s expense to 
present, explain, describe the use 
of our articles, and tell why they 
were created. It defrays the ex- 
pense of advertising which puts 
before you in graphic form the 
products in our line that are avail- 
able to you. It includes a legal 
rate of interest on our investment 
in factories, equipment, and raw 
material, and a small portion goes 
for the mental power we employ 
to direct the activities of our com- 
pany. If the gods are with us, 
there may also be a little extra 
reward for our courage and the 
risk we took, but it is a very doubt- 
ful quantity. 

“So here we give you a product 
at factory cost plus a nominal 
charge—a service fee. No profit! 
That word is black-balled in our 
company. It has been ruled out, 
old-fashioned, distasteful, a thing 
of the past.” 

What an approach! Is this the 
way they do it on Mars? 

In every phase of life when 
something has outlived its useful- 
ness it is quickly relegated to the 
ranks of oblivion and a fitting sub- 
stitute replaces it. Why not the 
same fate for the word “profit’’? 

Today “profit” as a descriptive 
term is in much disfavor. Instead 
of the dignity which its position 
in business did and should com- 
mand it is decried by labor, 
frowned upon by the white-collar 
class, and shunned by the con- 
sumer. It’s that all potent barrier 
that prevents a harmonious rela- 
tionship between capital and labor. 


Profit Is Necessary 


The few who delight in its ap- 
pearance are heid in scorn and 
derision. They are looked upon as 
the select who live on the fat of 
the land, who worship the al- 
mighty dollar, albeit that margin 
called profit appears in every 
phase of production of every com- 
modity. It is as necessary as every 
day’s supply of oxygen. It’s the 
stimulus in the economic scheme 
of things. When profit is absent, 
the very life blood of purpose in 


No More Profit 


It Ils Suggested That the Term 
"Service Fee’ Be Substituted 
for the Word "Profit'’ 


By H. U. BITTMAN 


Sales Manager 
A. W. Faber, Inc., Newark, N. J. 














MR. BITTMAN 


industry is gone. Worry and dis- 
interest set in, retrogression fol- 
lows and ultimately stagnation. 
The incentive is gone, the driving 
spirit has vanished, the glittering 
edge is dulled. 


Profit Unwelcome? 


Nevertheless, regardless of its 
fundamental importance, “profit” 
today seems to be an unwelcom> 
guest. It is accused of existing as 
the prime mover in every commer- 
cial enterprise irrespective of what 
pride one may have in making and 
selling a good piece of merchan- 
dise. Almost every producer and 
distributor of merchandise is a 
target for the arrow of disesteem 
shot from the bow of the con- 
sumer. Yet, the success of a com- 
pany is judged by its net profit at 
the end of the year, although the 
size of that profit frequently de- 
termines the degree of criticism 
heaped upon the enterprise, espe- 
cially if the business involved 
smacks of monopoly. The service 


it rendered to the public by way 


of its product plays no significant 
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part in the people’s mind. Given 
the same company, rendering the 
same service, but showing a net 
loss, the public’s reaction will be 
nil. 

“Profit” is a single-edged sword. 
It invites attack, its absence stirs 
no comment. No one jumps up 
with sympathetic gestures and 
says: “Here, gentlemen, you lost 
money; let’s make it up to you. 
You have magnanimously given us 
a fine service and we appreciate 
it.” Never! Profit is denounced; 
failure is ignored. 


Pay a Service Fee 


Most everyone has an account 
with a professional man—a doctor, 
or a lawyer, or dentist, insurance 
broker, or one of a multitude of 
others in that category. Do we 
ever think of their profit when we 
pay them? Are we profit-con- 
scious when we hand over our 
money? No, because we pay for a 
service. Yet these gentlemen sold 
us a product, an intangible one, it 
it true, but a product nevertheless, 
and we pay them for it in the 
form of a fee. 

Imagination need not be 
stretched very far to see that 
everything bought is a service in 
one way or another. It just hap- 
pens that media differ. Some re- 
quire expression through steel, 
others plastics, some rubber, an- 
other wood, and so on. These are 
the manufacturers’ ways of giving 
people service. 

A bank charges interest on a 
loan. That interest contains a 
profit but no one says he paid the 
banker a profit. One will readily 
admit interest and even a bonus 
but never profit. 

If “service fee” is acceptable in 
the service industries and profes- 
sions, why not apply it to the com- 
modity group? The public may 
not understand, but indirectly it 
thrives on the profit system. If the 
system is essential and should be 
preserved, why not give it a new 
name? A change, a vacation, does 
everyone a world of good. In sup- 
port of this theory it is recom- 
mended therefore, that “profit” be 
given a leave of absence, and in its 
place we wholeheartedly welcome 
as its successor, “service fee.” Has 
someone the courage to try it in 
the stationery industry? 
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Chance Started This Business of Office 
Specialists in England 


A YOUNG office equipment spe- 
cialist in England is a particular 
admirer of America, and hopes to 
pay his first visit to that Conti- 
nent in the near future. 

He is Mr. John W. Kidd, a di- 
rector of Kidd’s Business Service, 
Ltd., which now operates in three 
of the most important industrial 
centers of the North of England- 
Middlesbrough, Newcastle-Upon- 
Tyne and Leeds. 

Mr. John Kidd manages the 
Leeds store—youngest of the trio 
of shops—while his father, Mr. 
Ernest W. Kidd, and a brother, 
Harold, attend to the Middles- 
brough business. A_ sister, Miss 
Molly Kidd, manages the store in 
Newcastle. 

The Leeds premises, situated in 
the centre of the city’s new fine 
thoroughfare The Headrow - 
completes three years of progres- 
Sive success in June. 

Choice of situation was justified, 
because while Leeds contains half 
a million consumers, there are an- 
other four millions within twenty 
miles radius, and thirteen millions 
within sixty miles. These figures 
are official. 

The parent store at Middles- 
brough is just sixty miles away, 
and so covers another big area, 
while that at Newcastle serves the 
more Northern districts. Areas 
covered by the firm’s travellers are 
thus evenly apportioned. 

Sudden, insistent demand for 
better and smarter office equip- 
ment on the part of business men, 
pushed Mr. Ernest W. Kidd into 
satisfying the need. The period 
was just after the Great War, 
when trade in Britain was boom- 
ing. Business men came to Mr. 
Ernest Kidd, who was head of an 
advertising agency in Middles- 
brough, and asked, “Can you help 
us?” Mr. Kidd travelled to Lon- 
don, and bought a number of 
typewriters of the latest makes 


OFFICE FURNITURE DISPLAY ROOM, 

KIDD’S BUSINESS SERVICE, LTD.—The 

firm operates retail stores in Middles- 

brough, Newcastle-Upon-Tyne and 
Leeds, England. 


Ernest W. Kidd, Advertising 
Agent, Became an Office 
Equipment Dealer When Ap- 
peals From Business Acquain- 
tances Revealed the Need and 
the Opportunity for Such An 


Enterprise 


By ENA FITZGERALD 


and took them back with him. 
Shortly afterwards, the Middles- 
brough store was opened to supply 
everything an office needed—sta- 
tionery, every kind of office appli- 
ance, and the newest types of 
comfortable office furniture. 

The Leeds business, under Mr. 
John Kidd, has attracted many 
hundreds of loyal customers by its 
own vigorous efficiency. When it 
opened three years ago, appeal 
was made to the younger spirit in 
commercial life. Kidd’s told the 


public in their publicity cam- 
paign: 

“Old age begins when a man 
dislikes improvements,” and “A 
youthful outlook is essential in 
business.” 


Kidd’s set out to offer every- 
thing needed in an office—every 
kind of stationery, loose leaf 
books, the latest utility files, the 
finest makes of typewriters, filing 
cabinets, adding machines, calcu- 
lators, duplicators, etc., that were 
known for their special efficiency. 
New ideas were eagerly sought 
everywhere. Office furniture which 
was considered most suitable for 
the big and small offices in North- 
ern industry, was chosen and 
tested. Complaints of shiny clothes 
caused by leather seats passed 
when furniture featured service- 
able fabric covering. Joy in work 
was accented by using chairs that 
offered fullest bodily comfort to 
the user. Kidd’s began to get a 
name in Leeds for turning out 
some of the smartest and most 
efficient offices in the city, even in 
buildings that were very old and 
Victorian in appearance. 


Field of Sale Still Large 

Mr. John Kidd realized that the 
number of offices which were below 
modern standard in the city and in 
the North generally, was enor- 
mous. “It will be a very long time 
before we reach saturation point 
in this country,” he said in an 
interview. “At present I reckon 
only twenty-five per cent of our 
offices are as fully equipped as 
they should be: There is another 
seventy-five per cent yet to reach.” 
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CHARMING “MISS 
PLUS” IS PRECED- 
ED BY THIS INTRO- 
DUCTION CARD TO 
LIKELY CUSTOM- 
ERS.—The card, be- 
ing an actual photo- 
graph makes an 
especially good im- 
pression. 








He admits that the old type of 
English office is wonderfully effi- 
cient, but he admires the way 
American business men have gone 
ahead in encouraging better and 
Still better office appliances and 
equipment in their own country, 
and is convinced we should fol- 
low suit. 

He is proud that the Leeds store 


holds a record for rapid service. 
A calculating machine in Brad- 
ford, ten miles away, was reported 
by telephone to have gone out of 
order. A mechanic stepped right 
away into a waiting automobile 
and had the machine working 
again in just thirty-five minutes 
from the time he left Leeds! 
Customers requiring anything 
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from a box of clips to a fresh sup- 
ply of any kind of stationery, 
typewriter requisites, etc., can be 
sure of the same rapid response. 
Particularly charming young 
ladies act as demonstrators for 
calculating machines. “Miss Plus,” 
as she is called to customers has 
her photo on a card of introduc- 
tion—a very attractive photo! This 
is believed to be the only firm in 
the country pushing machine sales 
in quite this unique and personal 
way. Kidd’s do big business in 
office machines, for “Miss Plus” is 
very successful in her offer to 
demonstrate “for a few minutes.” 


Recently, the firm has completed 
big schemes in refurnishing and 
re-equipping offices of public bodies 
on the Tyne, Tees and in the fam- 
ous woolen centers of the West 
Riding of Yorkshire. A large al- 
bum of photographs of these re- 
organized offices, with brief cap- 
tions, lies in the Leeds showroom, 
and is good publicity. 


Summer Sales Contest 


Variety Contest With Race Track Setting Held by Lucas Brothers, Baltimore 


A HELP keep up sales during 
the months of June, July, and 
August, Lucas Brothers, Inc., of 
Baltimore, Md., is conducting a 
“Variety Contest” for its sales or- 
ganization. Both the outside and 
inside sales people are included in 
the plan, according to Robert L. 
Thomas, sales manager. 


This year the contest employs 
the setting of a race track, with 
appropriate paraphernalia and 
sporting atmosphere to give it 
added zest. The salesmen’s names 
are listed on the board, and each 
person is represented by a differ- 
ent color to show the positions of 
all in the race. Colored push pins 
are used for this purpose. 


The items to be sold are also 
listed, and in this list there is in- 
cluded nearly everything of any 
importance in stationery, loose 
leaf, and office equipment; even 
one item of printing. Specifically, 
the list covers 33 stationery items, 
10 loose leaf items, 8 in the office 
furniture department, and one in 
the printing plant. 


If a salesman sells something of 
everything on the list, he will 
average around 1,000 points, which 
wins the race. All items listed 
must be sold at regular prices. 


Each item counts for a certain 
number of points. Because some 
require more selling effort than 
others, they are rated accordingly. 
Hard to sell items count 25 points, 
next hardest 15, others 10, 5, and 3 
points for the comparatively easy 
lines. For instance, selling a copy- 
holder gives the salesman 15 
points, while gem clips, which are 
always in demand, count for only 
3 points. The list also includes 
stenographers’ note books, which 
sell comparatively easily, while 
notebook holders are a little more 
difficult. 


Thus the list of contest mer- 
chandise comprises a variety of 
items in use, price, and saleabil- 
ity. Such a list provides an incen- 
tive for the salesmen to “shoot at 
the whole works.” 


Only one sale of each item 
counts in the contest. For exam- 
ple, if a salesman sells one quart 
of writing fluid today, it counts 
10 points. But if he sells more of 
the same item tomorrow, that 
does not give him additional points. 
The salesman gets his regular 
commission, however. The contest 
objective is to sell at least one of 
everything. 


The awards for the contest are 
monetary. The salesman who com- 
pletes the race before the end of 
the period gets $10, and does not 
participate further. He is out of 
it, but the others race right along. 

Whoever is ahead at the end of 
August receives $10 for second 
place. The next highest gets $5, 
and the next $3. 


This organized form of competi- 
tive selling, with its incentives, 
keeps the members of the selling 
staff on their toes. It encourages 
suggestive selling and pushing the 
whole line of selected items. 


Mr. Thomas explains that the 
list is made up from the general 
line, and includes many related 
items. “The idea,” he points out, 
“is that when a customer says, 
for instance, ‘I would like to get a 
box of carbon paper,’ the salesman 
will try his darndest to sell rib- 
bons and typewriter paper, and 
whatever else might go with it.” 


Lucas Brothers, Inc., ran the 
same type of contest idea last 
year, but on a much smaller scale 
and on a different principle, and 
the results were gratifying. With 
the expanded plan this year, the 
company anticipates even greater 
success. 
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Coordinating Sales and Credit Work 


By ANY enterprise the key to 
success is cooperation. In sales 
and credit work, cooperation is 
vital to success because these 
functions are so closely related 
that only by “everlastin’ team- 
work” can best results be ob- 
tained. 

We must recognize, however, 
that credit and sales are but two 
of many departments and that, 
when deliberating on policies and 
plans for either, effects on the 
organization as a whole must be 
considered. The progress of any 
company is retarded the moment 
that any department becomes 
self-centered in its viewpoint. Dif- 
ficulties appear when any function 
fails to recognize that it can bene- 
fit by cooperation. Grandstanding 
has no more place in the business 
house than on a ballfield. 

By way of illustration, it is true 
that sales keep the wheels of the 
business turning, but sales are not 
the accomplishment of one de- 
partment alone. Sales come 
through the cooperative effort of 
all the divisions that make up a 
company. 


Asked Two Questions 


When preparing the materia! 
for this article, I asked for com- 
ments from the personnel of the 
sales and credit departments. 
They were asked two questions: 
“How can the credit department 
help the sales department?” and 
“How can the sales department 
help the credit department?” 


The comments on my questions 
under the two principal headings 
given are classified in each in- 
stance under three subjects: first, 
things that are a part of our 
standard procedure; second, work 
not always included in standard 
procedures; and third, educational 
plans. 

First let us review the things 
that a credit department can do 
to help the sales department. 
Under “Work that is a part of our 
Standard procedure,” we have: 


Keep the sales department ad- 
vised of all credit changes. 
Furnish the sales department 
with copies of all letters to 

customers. 

Immediately advise the sales 
department of any orders be- 
ing held up due to unsatisfac- 
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tory credit or to the need for 
more information on the credit 
condition of the order. 
Furnish the sales department 
with credit information on 
prospective customers. 


Under “Work that calls for ex- 
tra effort and produces good will,” 
we have: 


Use diplomatic letters that will 
get the results you are after 
and at the same time build 
up our good will with the 
customer. 

Cooperate in giving extra service 
when passing upon emergency 
rush orders. 

Refer to the sales department 
any prospects that members 
of the credit department ob- 
serve in magazines, news- 
papers, or learn of through 
their friends. 


Included under educational work 
are the following items: 


Point out to the sales depart- 
men how it can work with the 
credit department in handling 


credit matters successfully and 
tactfully. 

Furnish the sales department 
with a definite outline of the 
credit information needed on 
various types of transactions. 
(Don’t expect the sales repre- 
sentative to anticipate all of 
the information needed by the 
credit department to enable it 
to make a decision.) Cooper- 
ate with the sales department 
in conducting meetings at the 
weekly sales training school on 
the subject of how the credit 
department and the sales de- 
partment can best codordinate 
their work. 

Through conferences and letters, 
continually educate the sales 
department on the harmful 
results of selling weak credit 
risks and overselling moderate 
or good credit risks. 


How Sales Department Can Help 


Now, reviewing answers to the 
question, “How can the sales de- 
partment help the credit depart- 
ment?” we have these items under 
the subheading “Work that is a 
part of our standard procedure”: 


Check all price inquiries with 
the credit department before 
making a quotation. (Credit 
ratings indicate to the sales 
department the amount of 
time and money that it can 
afford to spend in going after 
each prospective order. In the 
majority of cases where the 
credit is unfavorable, it is well 
for the sales department to 
recognize this fact and to con- 
centrate its efforts on more 
attractive business.) 

Furnish the credit department 
with a list of quotations 
(While the sales department 
is attempting to close the sale, 
the credit department can be 
following through for the final 
detailed information that is 
needed to pass on the order.) 

The sales department should do 
a thorough and accurate job 
of furnishing the credit de- 
partment with detailed infor- 
mation. (For example, secure 
and give the customer’s cor- 
rect name and address; state 
whether the organization is a 
corporation, partnership, or 
sole proprietor, etc.) 

A sales representative who is 
properly trained in the tech- 
nique of obtaining informa- 
tion can obtain for the credit 
department a vast amount of 
confidential facts that it is not 
possible for the credit depart- 
ment to get through corre- 
spondence. (Too often the 
salesman will send in an or- 
der and little or no credit in- 
formation. This holds up the 
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fabrication of the material, 
results in poor service to the 
customer, and lessens our 
chances on future business.) 


Sales representatives should un- 
sell customers on their re- 
quests for preferential dis- 
counts and terms. (It isn’t 
fair for a sales representative 
to accept tentatively an order 
involving some _ preferential 
discount or terms and then 
forward it to the office with 
the notation, “either accept 
discounts or terms specified 
or cancel the order.” In a 
large percentage of cases the 
salesman can obtain the busi- 
ness on his regular terms and 
discounts if he will do the 
proper type of selling.) 

The subheading of educational 

work included: 


Educate the sales department 
on the idea that the credit 
department is its friend, help- 
ing it to make sales. Work 


with the credit department 
and do not attempt to obtain 
good results from it through 
arguments. 


Train the sales department in 
the technique of obtaining 
confidential information 
needed to make credit deci- 
sions. 

Sales representatives should sell 
themselves on the work of the 
credit department and do the 
same sales job in selling the 
credit department to the cus- 
tomer. When a sales repre- 
sentative criticizes his credit 
department to a customer, he 
is destroying some of the com- 
pany’s good will and at the 
same time indicating a lack 
of coordination between the 
credit and sales departments. 


Differences between departments 
should be worked out through 
intelligent discussion of facts 
and not argued out on per- 
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sonal ideas or arbitrary con- 
clusions. 


Obtain Maximum Coérdination 


Summing up the material under 
the three subheadings, it is appar- 
ent that maximum codrdination 
can be obtained, first, through the 
sales and credit departments hav- 
ing a complete understanding of 
each other’s functions and then 
doing their part in executing their 
own functions; second, through 
codrdination between credit and 
sales, which can be further in- 
creased when both departments 
make an effort to do the extra 
things that will result in sales; 
third, through a definite educa- 
tional program which embraces 
two objectives—to make the credit 
department sales-minded, and to 
make the sales department credit- 
minded. 


Paper Cups and Towels Are Good 
Lines for Summer Sales 


| years ago, along about 
this time of the year, we were 
headed for the usual summer 
slump, but for once we decided to 
do something about it. That it was 
ruinous to our business to have 
such a let-down in sales for two or 
three months of the year was re- 
peatedly called to our attention by 
the auditing department. 

Our first thoughts ran some- 
thing like this: What can a sales- 
man offer customers that would 
sufficiently interest him at this 
time of the year to grant a gener- 
ous interview? When the temper- 
ature hovers around 90 to 100 
degrees, a prospective buyer has 
to be coaxed; he is no “pushover.” 
This we all know from personal 
experience. 

After going over hundreds of 
items, we decided on paper towels 
as a hot weather sales booster. But 
is this item really a stationer’s 
item? Frankly we did not Know. 
We did know, however, that when 
we were hot and tired at the end 
of the day, and we washed up be- 
fore going home, a good soft paper 
towel felt clean and refreshing. 
We had used them ourselves for 
years. We concluded that there 
must be many offices that would be 
glad to know all about paper tow- 
els and their many advantages. 
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So we contracted for 100 cases of 
a well advertised towel. 

In a short time we had our sales 
campaign well under way. The 
results were so gratifying that be- 
fore August of that year we had 
ordered our first car of paper 
towels. Our volume has increased 
every year since, and what started 


out as a hot weather sales booster 
has become an all year ‘round 
profitable item. 

The following year, a paper cup 
salesman called on us in the 
Spring and sold us on the idea of 
adding paper drinking cups as a 
companion’ item to paper towels, 
using it as a sales booster that 
summer. 

We put in a modest stock of 
paper drinking cups that year and 
started a sales campaign. Before 
long we qualified as a full fledged 
paper cup jobber, and are doing a 
neat volume of business in cups. 

While qualifying as all year 
‘round items, paper towels and 
cups are best featured in hot 
weather. Every summer we start 
a sales campaign on both at the 
same time, because we found that 
the two work well together. Usu- 
ally a salesman will close an order 
for both at the same time. 

We keep a record of every towel 
and cup customer; when he buys, 
and how much, and can tell from 
our record when he will be in the 
market again. This information 
we pass on to our salesmen at the 
proper time. Such a follow-up 
method helps to hold our custom- 
ers so that we seldom lose an ac- 
count to a competitor unless he 
sells only on a price basis. 








Gifts Offer Stationers Means to 


hee to the gift market 
offers a means to additional sales 
for the commercial stationer that 
merits careful consideration. The 
American public spends approxi- 
mately a billion, two hundred mil- 
lion dollars a year for gifts, and 
there isn’t any reason why the 
average stationer should not get 
more of this business than he has 
in the past. 

There are numerous things in 
the commercial stationer’s line 
which can be featured as gifts, 
without increasing inventory. 
Many of these items are not es- 
sentially commercial items, but 
they are carried as standard stock 
to serve the trade. There are 
also many commercial items which 
are adaptable to the gift market. 
Some of this merchandise is ow 
sold for use as gifts and as prizes 
for such occasions as bridge par- 
ties and golf tournaments. But, 
except in certain seasons, the 
average dealer has not actively 
pushed these items as gifts 
throughout the year. 

We are not unmindful of the 
dealers that are concentrating a 
portion of their sales efforts on 
gifts regularly—in some cases with 
very fine gift departments. We be- 
lieve, however, that these concerns 
are the exceptions rather than 
typical of the trade. It is on the 
basis of their successful experi- 
ence and the potential business 
available to the average commer- 
cial stationer that the idea is 
strongly recommended. 


Appeal to the Individual 


Said one stationer who recently 
has made up his mind to capital- 
ize on the opportunity, “Hereto- 
fore, the stationer has gone in for 
this business just around Christ- 
mas—and a few other seasons or 
special days—but since he has the 
same merchandise the year ‘round 
he might well feature gifts con- 
Stantly. We are now getting ready 
to install a window which will be 
devoted entirely to gifts and per- 
sonal use items. We are doing this 
despite the fact that the last of 
the peak gift seasons—graduation 
time, brides’ month, and Fathers’ 
Day—are past.” 

This dealer enthusiastically de- 
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ard Stock 


scribed his plan for an all-gift 
window designed to appeal to the 
people on the street who do not 
come into the store at all. “We 
get our share of the commercial 
business now, through our other 
window displays, the patronage of 
our regular customers, and 
through the efforts of our outside 
salesmen,” he said. 

“We believe many additional 
sales can be had by featuring 
items for which the individual has 
the buying power,” he continued. 
“The situation often prevailing in 
sales of items for office use is that 
the person who comes to the store 
to make a selection must get an 
okeh from his office before mak- 
ing the actual purchase. But with 
things for gifts or personal use, 
the individual’s decision is final 
when he has made his choice, and 
the sale can be consummated 
without delay. This means a re- 
duction in selling cost, as well as 
the additional sale. Moreover, the 
majority of the merchandise lines 
suitable for gifts are among those 
which are most profitable. When 
featured as gifts, many of the 
items offer higher units of sale. 


A Window Display Plan 


For about a year this dealer has 
given one of his front windows 
over to fountain pens and leather 
goods, displayed alternately for 
two weeks at a time. The result 
has been increased sales of these 
products. Now he plans to include 
a gift display in this plan of alter- 
nation. With all the favorable cir- 
cumstances, it should also stimu- 
late his sales of a broad range of 
goods which will be purchased 
especially for gift and personal 
use. This idea might well be 


adopted by others interested in 
developing a gift department. 

The important thing is for the 
stationer to become gift conscious. 
Once he has turned his mind to 
the possibilities for additional sales 
by appealing to the individual 
with the buying power, he will 
readily devise ways of featuring 
the suitable merchandise. 


Establish Gift Department 


Installing a gift department is 
the ideal tie-up with a gift window 
and other logical methods of sales 
promotion which he may employ. 
The feasibility of devoting much 
space to such a department does 
depend, of course, upon the store 
space available and the location 
of the store with reference to 
Street traffic. 

Tf attractive gift departments 
were established in the commer- 
cial stationery stores, this should 
help to promote the idea of peo- 
ple giving the more practical gifts. 
In buying for the gift days, peo- 
ple frequently spend considerable 
sums for ccmmodities which are 
not very practical. But everybody 
likes to receive the gift which is 
useful and lasting. Most all of 
those the stationer has to offer are 
in this category. 

Among the _ stationer’s items 
suitable for gifts are the follow- 
ing: Fountain pens, pencils, and 
desk sets; portable typewriters; 
leather goods; address books, cal- 
endars and diaries; scrap books, 
stamp books, and photo albums; 
telephone book covers and in- 
dexes; desk files, blotter pads, 
work organizers; desk lamps, ash 
trays and smoking stands; world 
globes, dictionaries; social station- 
ery, recipe books and files, pictures 
and frames; as well as desks for 
home and office use, and other 
items of equipment and office ac- 
cessories. 

It might be well for some manu- 
facturers to take a leaf out of the 
fountain pen manufacturers’ note 
book by offering units or packages 
that will fit into the pattern of the 
gift department. 

We are reminded that right now 
is the time for the dealer to so- 
licit the Christmas gift business of 
commercial enterprises. 
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Sales Appeal In 
Recent Windows 


FEATURING LEATHER GOODS WEEK. 
—This large and attractive window at the 
Conway building store of Horder’s, Inc., 
Chicago, was made up as part of the 
company’s observance of Leather Goods 
Week. The main feature, of course, is 
leather with the principal piece being a 
side of cowhide and considerable win- 
dow trim loaned for the occasion by the 
Stein Bros. Manufacturing Company, 
Inc., Chicago. The window displayed 
the Stein Stebco lines of zipper port- 
folios, zipper ring binders, brief cases, 
billfolds, memo books, etc. 


YANDE FURNITURE TIES IN WITH 
CLOTHING ADS.—A large department 
store recently evolved the unique idea 
of advertising its line of dresses and 
other pieces of apparel under a general 
slogan of “Career Girl’s Wardrobe.” The 
clothing ran all the way from evening 
gowns to serviceable dresses for the 
office, the latter item being cleverly 
stressed by showing an office girl seated 
at a Yawman and Erbe Manufacturing 
Company's new Style Master Associate 
desk. The steel desk together with the 
giant shorthand pads bearing the slogan 
letters bring home the idea forcibly. 


“DRAMATIZE YOUR IDEAS!”—So says 
the sign in the back of this Stevens, 
Maloney & Company (Chicago) window 
devoted recently to a fine display of the 
G. J. Aigner Company’s new line of 
display binders. The binders, in various 
shapes and sizes, were placed symme- 
trically in the window, some open and 
others closed. Those which were opened 
carried pieces of advertising matter or 
photographs illustrating by sight alone 
how the binder line can best be put to 
use by practically every profession 
whose selling is increased by showing. 
The slogan “Seeing is Selling’ aptly 
bears out the entire theme. 
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Testing Office Furniture 


' NOTE.—Practically all office fur- 
niture manufacturers maintain 
experimental departments whose 
functions include testing the 
equipment they produce. They can 
provide interesting data to dealers 
for use in sales promotional work. 
The tests described by Mr. Carr in 
the appended article are similar 
in purpose, although they may 
vary in methods from those used 
by office furniture producers. 


Is THESE days of rapid change, 
development by the slow process 
of cut and try obviously can have 
no place. A- manufacturer who 
attempted it would soon pass from 
the picture. There are two courses 
to follow. One is to place products 
upon the market untried and trust 
to luck that they will stand up. 
The other course is to pretest 
them in ways that will yield clues 
as to how they are likely to with- 
stand use and abuse and the de- 
teriorating effects of time. 


The first course obviously is not 
recommended. While no test can 
discount time with absolute cer- 
tainty, with wise choice of method 
and correct interpretation of re- 
sults, it is possible in most cases 
to arrive at reasonably safe con- 
clusions. At any rate, there cer- 
tainly will be much less danger of 
financial and other losses than if 
no tests be made. In general, the 
article tested should be subjected 
to treatment similar to, but more 
severe than the treatment it 
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would receive in actual use. This 
treatment should, however, be ad- 
ministered under reproducible, not 
haphazard conditions, so that all 
articles will be treated alike. We 
shall discuss test methods in more 
detail later. 


Tests for Sales Promotion 


This does not necessarily mean 
tests of competitive products. 
Speak of testing to a manufac- 
turer, however, and nine out of 
ten instinctively think of it as a 
means of ‘knocking’ competitive 
products. For some reason, the 
suggestion seems to produce ro- 
seate visions of the client’s prod- 
uct showing up decidedly the best, 
thereby vanquishing competition 
and probably justifying higher 
prices in the minds of salesmen 
and prospects. It is hard to un- 
derstand why he should not see 
that tests of his product alone can 
be utilized to show what it can do 
for his prospect and that, too, 


without suggesting that there are 
competitive products. Also, that 
they give his salesmen more to 
talk about and his copywriters 
something besides adjectives for 
advertising material. 


We said earlier that tests should 
be similar to usage. Probably the 
most universally used article of 
office furniture is the chair. Let 
us take an ordinary office chair 
and see how we would test it to 
predetermine if it is likely to with- 
stand usage. The rigidity of the 
chair is important. If we affix a 
weight to the seat of a chair, ar- 
range a motor-driven device to tilt 
it until its front legs clear the 
floor several inches, then allow it 
to fall forward and continue to do 
this several times per minute, we 
will be giving that chair a very 
practical test. 

Suppose we attach a counter to 
the mechanism and continue the 
test until the chair fails. Then 
suppose also we find that another 
chair of different design and 
cheaper to manufacture’ with- 
stands a greater number of tilt- 
ings before failure. We will know 
that not only has an improvement 
been effected but a saving in cost 
has been made as well. 


When one drops into a chair he 
exerts force upon it in a different 
way. So to simulate this, we hoist 
and drop a sand bag upon its seat 
repeatedly from a height of a few 
inches. As we can not run the test 
for thirty years, we drop the sand 
bag so that it will exert a greater 
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impact than a person would exert 
in sitting down. We also drop the 
bag on it ten or twelve times per 
minute to help make up for the 
fact that our test will run for only 
a small fraction of thirty years. 
By testing chairs known to be 
good ones in comparison, we are 
able to judge the merit of the new 
or unknown chair. A variation of 
this test is simply to lower the 
bag upon the chair seat and then 
to hoist it, repeating this opera- 
tion many times. 

If the chair is of the swivel type, 
then we place a weight on its seat 
and oscillate the swivel. If the 
seat can be tilted back, then a 
device would be arranged to 
simulate that motion time after 
time. If the chair has a leather or 
imitation leather seat, then pieces 
of the seat cushion will be sub- 
jected to a series of tests one of 
which would be a rubbing or wear 
test. 

Testing a Desk 


A desk is subjected to a number 
of tests, among which are: 

Tests to determine rigidity by 
lifting it repeatedly at a corner 
and also by anchoring its feet, 
then exerting a horizontal thrust 
or force against its top several 
times per minute for a long period 
of time. 

Load tests, by placing it in a 
large testing machine and then 
breaking it down. 

Tests to determine the load that 
drawers will support when pulled 
out. 

Tests to determine the force re- 
quired to operate loaded drawers. 

If the desk is of wood, tests 
should be made to determine the 


effects of humidity upon the op- 
eration of drawers, upon glued 
joints and upon veneer. 

Tests to determine the effect of 
water and cleaning materials upon 
finish. 


Testing a Filing Cabinet 


A filing cabinet is tested to de- 
termine: 

1. Strength of drawers. 

2. Farce to operate filled 
drawers. 

3. Number of operations that 
loaded drawers will with- 
stand before operation be- 
comes too difficult for a file 
clerk. 


Testing a Table 


A table is tested by anchoring 
its feet and then exerting a force 
or push against it several times 
per minute for a long period of 
time. 

Its finish is tested in the same 
manner as that of desks. 


Its strength can be determined 
if desired by placing it in a test- 
ing machine in the same way that 
a desk is tested. 


Testing a Safe 


Testing a safe means a fire test 
or a test to determine burglar re- 
sistance. These are both highly 
specialized tests. Fire tests can be 
made at but a few places in the 
country, such as Underwriters 
Laboratories, The National Bureau 
of Standards, and at a few fac- 
tories. Burglary tests outside of 
factories are made only at Under- 
writers Laboratories, so far as the 
writer knows. 
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A fire test is made by placing the 
safe in a furnace and subjecting 
it to standardized fire conditions 
until the temperature inside it 
rises to 300 degrees F. A similar 
safe is heated in the furnace for a 
certain length of time, then hoist- 
ed thirty feet and dropped, after 
which it is again placed in the fur- 
nace and again subjected to fire. 
The criteria are that records in 
these safes must be legible and 
usable after the tests. 

Burglary tests are made by de- 
termining the time required by ex- 
perienced testers to effect entrance 
to a safe when using certain pre- 
scribed facilities. 


Testing a Locker 


A locker is tested by: 


1. Determining the force re- 
quired to pull its door open when 
locked. 

2. By turning it up-side-down to 
see if it can then be opened. 

3. By examining it to see if 
screws can be removed when the 
door is locked, thereby permitting 
entrance. 

4. If the locker is made of wood, 
the finish is tested as in the case 
of desk and table tops. 

5. If it is made of metal, a sam- 
ple of the latter is subjected to a 
bending test to determine if the 
finish cracks. 


Testing Is Engineering 


The testing of furniture is just 
as truly a piece of engineering as 
the testing of an electrical gen- 
erator. The purpose is the same— 
to find the facts about the per- 
formance of each. 





SOME FURNITURE TESTS IN PROCESS.—At the left is pictured the method of 
loading the end ‘of a-desk drawer to check the weight it will support when pulled 
out. At the right is shown the arrangement for making the impact test on a chair. 
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Posture 


WO v0: twelve salesmen on the 
staff, two of them furniture men 
and the others covering stationery 
and printing, Meyer & Thalheimer 
in Baltimore decided it would be 
a good idea if all the salesmen 
sold furniture. So they tried to 
get their sales force more inter- 
ested in the furniture department, 
and in selling more of these prod- 
ucts such as desks and chairs. In 
looking around for an item that 
could be used as a leader they de- 
cided on posture chairs as posses- 
sing selling features most likely to 
elicit favorable attention. 

So they schooled the men thor- 
oughly in the merits and qualities 
of the posture chair line they 
stocked. They inaugurated a plan 
of putting them in offices on ten 
days’ trial. At the end of that pe- 
riod they checked up to see if the 
idea had worked. 

The results were most gratify- 
ing. The impressive thing about 
it was that every one of these men, 
who were formerly afraid to sell 
furniture and felt they knew 
nothing about it, actually went 
into many offices cold turkey. And 
in many such instances, as well 
as when calling on their regular 
accounts, secured permission to 
put in posture chairs on trial. 

As a result they were able to 
give their prospects good sales 
talks on furniture, which they 
were never able to do before. 

“The ordinary chair back is un- 
comfortable,” explained Kaufman 
Thalheimer, general manager, 
“and the tendency is to slouch and 
sit forward in the chair when the 
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back is not properly adjusted. A 
posture chair supplies a backrest 
at a particular part of the back 
that is necessary for good posture. 
It is adjustable to fit the individ- 
ual’s needs and prevents slouching. 

“The salesmen got enthusiastic 
about the idea and we feel that we 
are now really utilizing our sales 
force to the greatest advantage, 
by getting them interested in sell- 
ing everything used in a business 
office. 

“Their initial attempts were en- 
couraging enough to warrant con- 
tinuation. Out of eighteen 
attempts they got thirteen trials. 
Out of every ten trials they aver- 
aged seven sales. And since each 
chair involves replacement in an 
office and buying a new item, the 
results might even have been bet- 
ter the first two weeks if general 
business conditions were not what 
they are. Almost every stenog- 
rapher goes wild over the idea 
They want anything that will 
make them more _ comfortable 
while they work and _ prevent 
backache. 

“This posture chair idea has 
also accomplished another worth- 
while thing. It has weaned the 
salesmen away from that mental 
barrier where they were afraid to 
even mention furniture because 
they didn’t know anything about 
it and thought they could not sell 
it. Now they are all taking more 


Chairs Sell If Pushed 


interest in the furniture depart- 
ment and are really trying to sell 
the lines we carry.” 

Meyer & Thalheimer also made 
a nice window display of the post- 
ure chair and tied it up in the 
store with a similar display. Here 
they use a platform six feet wide, 
ten feet deep and ten inches high, 
carpeted and rugged, as an island 
display near the elevator (their 
furniture department being on the 
second floor). Of course, in com- 
mon with other stationery stores, 
they find that transient trade at 
the store is not buying this type 
of furniture at sight. It has to be 
sold by demonstration, actual use, 
and persuasive sales talk. So they 
went out after the business, con- 
sidering it a good item, worth 
talking about and something with 
a decided sales appeal. 

However, that does not mean 
that their platform idea has not 
sold office furniture (for which it 
is used exclusively), for it has 
actually sold several office outfits 
just by having it on the main 
floor. A number of people said 
they did not Know the store had a 
second floor for the sale of office 
furniture. 

The reason is that only one in 
every 200 coming into the store 
will go upstairs to the furniture 
department unless he wants fur- 
niture. But by having it on dis- 
play the traffic can not help notic- 
ing it. And that isolated display 
does attract attention. 





CUSTOM-BUILT GF FURNI- 
TURE ON THE SS PANAMA, 
—Pictured is the clubroom, 
one of the several public 
rooms on board the ship 
equipped with aluminum 
framed chairs made by the 
General Fireproofing Com- 
pany. Youngstown, Ohio. 
The furniture involved in 
the installation includes 
chairs, sofas, stools, cock- 
tail tables, dining salon ta- 
bles and even child's high 








are of welded construction 
with finishes ranging from 
plain colors to satin alum- 
inum and grained to har- 
monize with room color 
schemes. All chairs and 
sofas are upholstered with 
foam rubber cushioning. 
Contract for this extensive 
order of metal furniture was 
secured by J. A. Houston 
and G. A. Shea of the Gen- 
eral Fireproofing Company 
branch in New York City. 








chairs. Most of the pieces 
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Among the Recent Installations 








COUNCIL ROOM FOR THE CITY OF GRAFTON, GRAFTON, 

N. D.—This installation of Leopold Century suite director's 

table and Stream Line chairs was handled by the S. J. Bina 
Company, Grand Forks, N. D. 





BOARD ROOM OF AGFA ANSCO CORPORATION, BING- 
HAMTON, N. Y., FURNISHED BY MR. F. L. VANDEMAN, MAN- 
AGER OF REMINGTON RAND’S BINGHAMTON OFFICE.— 
Special chairs were manufactured by Jasper Chair Company, 
Jasper, Ind. Tables and bookcases by Stow-Davis, Grand 
Rapids, Mich. 


THIRTY MORE 
AUTOMATIC LET- 
TER FILES FOR IL- 
LINOIS UNEM- 
PLOYMENT REC- 
ORDS. — These 
thirty standard 
grade automatic 
five drawer files 
are destined for 
the State of Illi- 
nois. They are part 
of a steadily grow- 
ing installation of 
Automatic five 
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STOCK STEEL FILE EQUIPMENT AND CUSTOM-BUILT WOOD 
CABINET WORK COMBINED.—The order was secured by the 
Covington Stationery Company, Globe-Wernicke representa- 
tives and the equipment was installed in the Second Federal 
Savings and Loan Association, Covington, Kentucky. 
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B. L. MARBLE CHAIRS IN COLFAX COUNTY COURT HOUSE, 

RATON, N. M.—Some of the chairs, particularly those for the 

judges, clerk and the bailiff are of special design with elaborate 

inlays on the tops of the backs. Order was secured through 

Wilhide Equipment Company. This firm specializes in public 
building installations. 


drawer files in this 
department. More 
than 100 of this size 
are now in use in 
the Unemploy ne... 
Division alone. 
Grouped in a bat- 
tery arrangement, 
thesee files are 
shown prior to 
shipment in the 
packing depart- 
ment of the Auto- 
matic File & Index 
Company, factory. 
Green Bay, Wisc. 
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EDITORIAL 


Government Investigates Typewriter 
Business 
@&@ NEWSPAPERS on June 13 reported the be- 
ginning of a Federal administration anti-trust 
investigation of the typewriter business. Four 
companies, Remington Rand, Inc.; Royal Type- 
writer Company, Inc.; L. C. Smith & Corona 
Typewriters Inc, and Underwood Elliott Fisher 
Company, were said to be under scrutiny. Thur- 
man W. Arnold, assistant attorney-general in 
charge of monopoly investigations, is reported as 
saying that the Woodstock Typewriter Company 
was the only concern in the United States manu- 
facturing typewriters in addition to the four 
major companies. To Mr. Arnold is also credited 
the statement—‘“twenty years ago there were 
twenty-five companies producing typewriters. At 
the present time there are only five such pro- 
ducers in the United States”’. 

To the five manufacturers listed above must 
be added International Business Machines Cor- 
poration, manufacturers of the International 
typewriter, an electrically operated machine; the 
Burroughs Adding Machine Company, manufac- 
turers of the Burroughs typewriter, and Vari- 
typer division of Ralph C. Coxhead Corporation, 
manufacturers of the Varityper, which in its 
original form was known as the Hammond type- 
writer. 

Search of our files failed to discover Mr. 
Arnold’s “twenty-five typewriter manufacturers”’ 
doing business in 1919. The index of advertisers 
that year discloses the “Blickensderfer’’, a port- 
able which flourished for a number of years but 
gave way to more modern typewriter construc- 
tion. The “Molle’’, another small machine which 
struggled against more substantial mechanisms 
for a while, but, affording nothing new in func- 
tion or quality, failed to achieve public favor. 
The “National” met similar fate apparently for 
the same reason. The “Oliver”, an excellent ma- 
chine with unique type bar and one letter visible 
had a substantial place on the market for several 
years. But, as the public became used to the 
fully visible written line and the modern four- 
bank keyboard, resistance to sales made its man- 
ufacture unprofitable. The business was discon- 
tinued and the plant sold. An English company 
which had been foreign agents took over the 
patents, later redesigning the machine into a 
visible writer. The “Victor”, which had entered 
the market a few years before 1919, as a stand- 
ard machine, afforded no advantages over other 
models and lacked some qualities by which the 
others had been established in the favor of the 
users. The Fox Typewriter Company established 


a fair business which lasted through a number 
of years, a substantial portion of which was said 
to have been lost through the war when the com- 
pany went into the manufacture of munitions. 

In the list was also included the Rex, sold a 
few years under that name. It then underwent 
changes of mechanism, was remodeled and re- 
named the Demountable. While never becoming 
a factor in the United States market, some ma- 
chines were and still are, we believe, sold abroad. 

In the Noiseless typewriter, introduced twenty- 
nine years ago, something like a million and 
three-quarter dollars were invested. When the 
machine was put in practical usage it was dis- 
covered that the movement by which the pres- 
sure was given to the type bar at the printing 
point was inadequate. Those who had first ven- 
tured in the enterprise were not disposed to 
finance the reorganization which changed the 
mechanism. Efforts to profitably establish the 
machine with the public exhausted the capital 
of the reorganized company and patents for the 
Noiseless were sold to other manufacturers. 

In the typewriter graveyard are many tomb- 
stones far beyond twenty years ago. For some 
years after the introduction of the writing ma- 
chine, prejudice against “printed letters’ re- 
tarded its progress. As that was gradually over- 
come and the typewriter accepted as a necessary 
instrument of business, many ventured into their 
manufacture. But besides the highly developed 
mechanisms of the older companies, achieved 
by years of research and improved technology, 
new entrants in the industry were handicapped 
by lack of organizations to service machines 
scattered over the country. 

The typewriter, little brother of the printing 
press, not only revolutionized business communi- 
cation. It inspired many other office machines, 
systems of account and record keeping and their 
attendant utilities and supplies. It was the foun- 
dation of the office equipment industry. And 
is the supporting part of its super-structure. 

The writing machine opened the way for 
women in the business world and thus con- 
tributed more than any other influence to her 
advance toward economic freedom. To which 
observation we append a toast to women in one 
of Hoyt’s plays, long ago. “Here’s to woman! 
Once our superior, now our equal”’. 
> 


The Industry Pushes Ahead 


#® ONE WHO turns the pages of this number 
will be impressed with the numerous reports of 
meetings and other gatherings which took place 
within the industry during the past month. 
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While the significance of any one meeting may 
not be of industry-wide importance, the signifi- 
cance of the whole is that the office equipment 
industry, in all its divisions, is pushing ahead. 
convention at St. Louis 
is reported as the most successful ever held. 


HERE AND THERE 


The ‘‘wholesalers 


TYPEWRITER COLLECTOR MEETS 
TYPEWRITER COLLECTOR 


It isn't often that two men, both 
owning a world-renowned collection 
of ancient typewriters, meet in a 
common interest. But it happened 
in Milwaukee recently. 

In the famed Wisconsin city dwells 
Alderman Carl P. Dietz whose exhibit 
of 150 old typewriters is deemed 
one of the most representative and 
complete in existence and is on dis- 
play in the Milwaukee museum. 

In Zurich, Switzerland, lives August 
Baggenstos, a typewriter dealer who 
owns the largest collection of similar 
outdated machines in his country. 

Last month Mr. Baggenstos, en 
route to the San Francisco World's 
Fair stopped in Milwaukee to see 
Alderman Dietz and his collection. 





FINDS CALIGRAPH STILL IN USE 


There are many models of the old 
Caligraph in existence but most of 
them are museum pieces. So it was 
that the Baltimore store of the Amer- 
ican Writing Machine Company, 
New York City, sat up and took no 
tice when a report came in that such 
a machine was in every day use down 
in Reidsville, N. C. 

Arriving in Reidsville the Baltimore 
representative was made acquainted 





AN OLD-TIMER BUT STILL SERVICE- 

ABLE.—Pictured here is E. F. Hall, of 

Reidsville, N. C., operating his Cali- 

graph which, although more than fifty 

years old, is still giving good service 
for its owner. 


with E. F. Hall, a dignified gentleman 
who politely led him indoors. There 
for the benefit of his visitor Mr. Hall 
who is almost blind, operated his Cal 
igraph and did a fine job of working 
the machine which nearly fift 
years old. 


TWO UEF OFFICIALS BECOME 
"ROSARIANS" 


When Alfred E. Jensen, account 
ing machine division sales manager 
for the Underwood Elliott Fisher 
Company, and W. M. Coffman, UEF 
Pacific district manager, dropped 
into Portland, Ore., for the annua 
Rose Festival, they were on the road 
to knighthood but they didn't know 


+ 


Neither did they correctly esti 
mate the 


enthusiasm of Jean 





KNIGHTS OF THE ROSE OR SOME- 
THING!—Two UEF officials are 
dubbed “Sir Knight” when they visit 
Portland, Ore., during Rose Festival. 
(Upper) Alfred E. Jensen, UEF ac- 
counting machine division sales man- 
ager, and (lower) W. M. Coffman, 
UEF Pacific district manager. Queen 
Jean of Rosaria did the honors in nam- 
ing them Royal Rosarians. 


crowned Queen of Rosaria for the 
occasion. Anyhow, before Messrs. 
Jensen and Coffman knew what it 
was all about they found themselves 
before Queen Jean who waved a rose 
above their heads and pronounced 
them Royal Rosarians. The ceremony 
was witnessed by C. J. Sourbier, as 
sistant comptroller of the company. 


MISS DOUGLAS TO BE ELGIN 
HOSTESS AT N. Y. FAIR 

Chosen to represent Northwestern 

University, Miss Sarah Louise Doug 
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The N.S.A. Third District meeting at Atlantic 
City brought the regional series to conclusion 
with a flourish. Perhaps this lively spirit at the 
vpening of summer indicates that we are not 
likely to suffer from that chronic ailment of the 
past—summer dullness. 


las, twenty-year-old daughter of H. 
Dorsey Douglas, prominent Oklaho- 
ma City stationer, is one of the "Big 
Ten" university girls who will act as 
hostesses at the Elgin watch observa- 
tory at the New York World's Fair 
this summer. 

While in New York Miss Douglas, 
who specializes in education at 
Northwestern, will be royally enter- 
tained and with chaperons provided, 
will visit current Broadway plays and 
meet several prominent men and wo- 


men.—EVH 





HOBSON HEADS CHURCH 
SUNDAY SCHOOL 

J. B. Hobson, Ft. Smith, Ark., 
branch manager for the Remington 
Rand Business Service, assumed addi- 
tional duties last month when he was 
appointed general superintendent of 
its Sunday school by the First Pres- 
byterian Church of Ft. Smith. 

Mr. Hobson was appointed at a 
meeting of the church Sunday school 
council to succeed C. A. VerBeck 
who resigned after five years in the 
office. 

The new Sunday school superin- 
tendent is well known in Fort Smith 
and for a considerable time has been 
actively engaged in religious work 
there. 
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COLUMBIA RIBBONERS GO FISH- 
ING.—With the gratifying results 
shown above which constituted a 
half-day’s catch at Leach Lake, Minn. 
The happy members of the Columbia 
Ribbon & Carbon Manufacturing 
Company, Inc., are (L to R) R. C. 
Moore, Ray Fagen and Ed. F. Perkins, 
of the Minneapolis branch; Henry 
Graff, of Glen Cove, N. Y., and Jack 
Boran, of the Minneapolis branch. Mr. 
Moore, who resides in Kansas City, 
has charge of both that branch and the 
Minneapolis office. 











BROWN & SAENGER, INC. CELEBRATES 50TH 
ANNIVERSARY 

When the state of South Dakota joined the Union 
on November 2, 1889, the firm of Brown & Saenger, 
Inc., had been engaged in the stationery and printing 
business in Sioux Falls, S. D., for a period of six 
months. It was a small and modest beginning but one 
destined to grow into an impressive organization in 
the years to come. 

Since the stationery and printing house opened its 
doors fifty years have passed and to celebrate its 
golden anniversary Brown & Saenger recently held an 
extensive business show within its own store. More 
than 1500 business men and women visited the store 
during the three-day show and took advantage of the 
opportunity to inspect the latest in office systems, 
supplies, machines and furnishings; the model print 
shop, occupying the entire second floor, and the newly- 
equipped business offices furnished throughout with 
Yawman and Erbe Manufacturing Company’s line of 
Style Master Associate steel desks. 

Among the manufacturers whose products were on 
display were the following: A. B. Dick Company, 
Thomas A. Edison, Inc., Acco Products, Inc., Mimeo- 
craft, National Blank Book Company, F. S. Webster 
Company, Friden Calculating Machine Company, Seng- 
busch Self-Closing Inkstand Company, Victor Adding 
Machine Company, Yawman and Erbe Manufacturing 
Company, B. L. Marble Chair Company, Jasper Office 
Furniture Company, Mosler Safe Company, Hunter 
Electro Copyist. 

J. P. Adams and V. A. Hanson, president and man- 
ager of the company, respectively, expressed them- 
selves as highly pleased with the business show not 
only as an educational venture but as a means of 
stimulating new business as well. 

Coincident with the celebration the company pub- 
lished a fiftieth anniversary souvenir booklet which 
was presented to friends of the firm. Besides a brief 
history of the company the booklet contained photo- 
graphs of the executives and employes, various de- 
partments of the establishments and a great many of 
the products it carries. 





OFFICE APPLIANCES 


POSTINDEX PROMOTIONS 


Change in “Postindex” sales executive personnel 
made last month puts J. Arthur Johnson, for the last 
few years manager of agency sales, in full charge of 
the P-I Division with title Manager of Agency Sales, 
and puts W. P. Hoy, formerly assistant manager in 
charge of stock equipment sales for Art Metal in New 
York, in Jamestown as Manager of Branch Sales in 
the Postindex division. Both men are admirably quali- 
fied for their new responsibilities by training and long 
experience in the sale of business systems. Both have 
been connected with the company a number of years. 

Postindex has national distribution through dealers 
in approximately four hundred cities, the majority of 























J. ARTHUR JOHNSON W. P. HOY 


those agencies being also Art Metal sales agencies of 
long standing. Their continuing and increasing success 
with Postindex is promoted through the manufacturing 
company’s agency and sales promotion departments. 
Postindex was acquired by Art Metal in 1926 and 
some years ago was made a Division of the Art Metal 
Construction Company, although it continues to have 
its own manufacturing and sales personnel. Many 
important additions have been made to the basic line 
which offers four types of cabinets: ‘Rapid Stacks”; 





INTERIOR VIEWS OF THE BROWN & SAENGER STORE DURING 50TH ANNIVERSARY CELEBRATION 


part of the business show which featured the anniver- 


(Upper left) Business offices of the company newly 
equipped and furnished throughout with Yawman and 
Erbe Style Master Associate steel desks in the “YandE” 
No. 640 gray finish. (Upper right) Display booth of the 
Sengbusch Self-Closing Inkstand Company which was 


sary celebration. (Lower left) Another section of the 

Brown & Saenger business offices. (Lower right) Dis- 

play booth of the National Blank Book Company, which 
also was part of the business show. 
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“Drawer Cabinets” and numerous types 
The forthcoming new Postindex 
catalogue will announce a new “shallow tray cabinet” 
in two sizes in the Drawer Cabinet line. All types of 
forms are available. The company attributes the popu- 
larity of its lines to “exclusive Postindex features of 
trunnion wire card holder and four page folded forms.” 


“Flat Books”; 
of reference files. 


Mr. Johnson and Mr. Hoy take up their new duties 
with enthusiasm. 
me - _ 
OFFICE EQUIPMENT EXPORTS SHOW DECLINE 
IN APRIL 


Exports of office equipment and supplies during 
April, 1939, were valued at $462,600 less than those for 
April one year ago, according to a report issued by the 
Specialties division, Bureau of Foreign and Domestic 
Commerce, Department of Commerce. This decrease, 
together with a decrease of $146,500 in athletic and 
sporting goods, more than offset the gains noted in 
most of the other specialties groups. 

einstellen 
CVOPER ON LONG TRIP FOR CODO 

Frank Cooper, president of the Codo Manufacturing 
Corporation, Chicago, Ill., and Coraopolis, Pa., last 
month started on a long trip through Kansas, Okla- 
homa and Missouri where he will visit dealers on be- 
half of his organization. Mr. Cooper is expected back 
in Chicago about July 15. 
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RYAN & WILLIAMS IN 25TH YEAR 

Back in 1914 when Martin J. Ryan and Harry J. Wil- 
liams opened a store at 82-84 Pearl street, Buffalo, 
N. Y., in which to conduct a stationery business they 
laid the foundation of a business which was to become 
one of the largest and best-known in the state of 
New York. 

As proof of that statement is the twenty-fifth annual 
celebration held by Ryan & Williams, Inc., at the same 
Pearl street address, in which hundreds of visitors and 
the entire personnel of seventeen persons participated, 
and watched the presentation of handsome wrist 
watches to three employes who have been with the 
company throughout the entire quarter century. They 
are Louis A. Fries, Frederick R. Straub and Louis A. 
Becker. 

When Mr. Ryan and Mr. Williams opened their es- 
tablishment for business on June 1, 1914, they occupied 
only a small portion of the building in which their 
store was housed. But business was good and grew so 





AUTOPOINT “REAL THIN” LEADS MAKE 
ATTRACTIVE DISPLAY.—The ingenious 
Autopoint window display was shown by 
the J. R. Weldin Company, Pittsburgh. 
featuring the new Autopoint pencils for 
“Real Thin” leads. It was designed by 
General Manager John Brown and Buyer 
E. J. Buddemeyer and made clever use 
of the real-thin-lead-pencil boxes to form 
an “A” for Autopoint. Hand-lettered cards 
illustrated the value and uses of the 
pencils and the display was arranged 
by F. P. Horad. 
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fast that at the end of six years the partners had pur- 
chased the entire structure. 

In 1916 Mr. Ryan died and the firm was incorporated. 
The estate of Mr. Ryan was inherited by his five 
daughters, Mrs. Peter J. Murrett, Miss Isabelle C. Ryan, 
Mrs. Daniel F. Ganey, Jr., Miss Loretta W. Ryan and 


TATIONERS, COMPLETE OFFICE OUTFITTERS 


at a 


£4 st ch it 
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RYAN & WILLIAMS Inc. 








STORE OF RYAN & WILLIAMS, INC., BUFFALO, N. Y., WELL- 
KNOWN OFFICE OUTFITTING COMPANY WHICH RECENTLY 
CELEBRATED ITS TWENTY-FIFTH ANNIVERSARY 


Mrs. Charles S. Desmond. They, together with Mr. 
Williams conducted the business, until the death of the 
latter in 1932 when the Ryan estate purchased the 
Williams interest. 

which today employs seventeen men 
is under the management of Miss Isabelle 
Peter J. a vice- 
and Thomas J. Burke, secretary. 


The company, 
and women, 
Ryan, president and treasurer; 
president, 
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ENTERPRISING OFFICE EQUIPMENT DEALERS ON THE CALL LIST OF E. T. SHEPARD, MANAGER OF 
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THE AMERICAN WRITING MACHINE COMPANY BRANCH AT BALTIMORE, MD. 


Mr. Shepard's territory was recently extended to 
include North Carolina. On his first trip to that state 
he carried his camera and took snapshots of several 
dealer establishments enroute. Despite diminutive 
size, the pictures reveal the substantial character of 
the businesses. Unfortunately, two or three of the 
pictures carry reflections of the buildings across the 
street, and some are light struck or lack sharpness. 

The companies behind the store fronts pictured are: 


) 
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Typewriter Sales & Service Company, Norfolk, Va. 
Thomas Office Supply Company, Goldsboro, N. C. 
Suffolk Office Supply Co., Suffolk, Va. 
Tidewater Typewriter Exchange, Norfolk, Va. 

J. A. Moore Office Equipment Company, Norfolk. 
C. S, Taylor and one of his salesmen, Norfolk, Va. 
Carnegie Office Appliance Company, Norfolk, Va. 
Camera failure caused a bad light streak. 

A. C. Simms, Norfolk, Va. 





GODWIN FEATURES COLUMBIA’S “WORLD'S FAIR” DISPLAY.—Stimulated efforts 
of salespeople and sales volume have resulted from this display of Columbia carbons 
and ribbons in the stationery department of the Godwin Stationery Company. 
Birmingham, Ala. The rear section of the display provides “World's Fair’ atmosphere. 





FULLY, 
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THE NEW YORK WORLD'S FAIR MEETS THE MIMEOGRAPH.—This beautiful and 


impressive display of the A. B. Dick Company, featuring the Mimeograph in a 


modernistic setting, greets visitors to the 


New York World's Fair. At the far end 


of the display is a clock which indicates the next performance of “Writer's Cramp”, 


styled as a review in a little theater. 


Operators are on hand to demonstrate the 


Mimeograph to the visitors as they pass through the exhibit. 





“<p ie 
INTERIOR VIEWS OF THE REDECORATED YA 


The Yawman and Erbe Manufacturing Company re- 
cently completely redecorated and refurnished its San 
Francisco branch office at 50-60 Fremont street and has 
done a job of which Branch Manager R. H. Harris is 
justifiably proud. (Top left) Private office of Mr. Harris 
finished in walnut with a 4900 Style-Master executive 
desk in walnut to match. Floor covering is in medium 








WMAN AND ERBE SAN FRANCISCO BRANCH 


blue with drapes and chair leather upholstery in deep 
red. (Top right) Ground floor display showing the 
Style-Master Associate and Suspension desk lines. 
(Lower left) Island displays showing Style-Master 
executive desks and Harter chairs in an attractive 
setting. (Lower right) Entrance and window displays 
equipped with a handsome glass brick background, 
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NEW MACHINES AND DEVICE >. 




















NEW ROYAL PORTABLE LINE 


The Royal Typewriter Company, Inc., has announced 
the introduction of a completely new line of portable 
typewriters—the Magic Margin Royal portables. 

The new front line, as the machines are termed, 
includes three models—the Quiet DeLuxe, retailing at 
$64.50; the Aristocrat, retailing at $59.50; the Arrow, 
retailing at $54.50. 

Embodying unusual advances in design and appear- 
ance, the Magic Margin Royal portables represent a 





THE NEW ROYAL PORTABLE TYPEWRITER 


significant forward step in portable typewriter con- 
struction. 

The appearance of the new portables resembles the 
lines of the easy-writing Royal Standard office type- 
writer introduced last October. Termed Dyna-Flow 
streamlining, the design is completely modern in ap- 
pearance, perfectly designed for strength and beauty, 
with all operating mechanism carefully protected from 
dust and dirt. 

The finish is glare-proof with lustrous chromium 
trimming. The top is smooth, unencumbered, with 
nothing to interrupt the line of vision. The type mech- 
anism is virtually concealed up to the printing point, 
protecting the operator from “Typebar Blur” and the 
top itself is hinged, permitting easy access for cleaning 
type bars and changing ribbons. 

The three new features claimed for the Royal line 
are “Magic Margin,” the locked segment shift freedom 
and the shock absorbers. The first eliminates the hand 
setting of the margin stop by means of a small lever 
conveniently located on the carriage. By use of this, 
the margin is set automatically. The second feature 
on the locked segment shift freedom eliminates both 
the fluttering carriage and the floating segment and 
in shifting for capital letters, the segment drops in- 
stead of the carriage moving up and down. The shock 
absorbers are steel leaf springs mounted on live rubber 
vacuum pads which act as feet and prevent tilting or 
tipping, securing the typewriter at all speeds and soft- 
ening the key stroke. 

a? —- 


HEYER’S MODEL D LETTERGRAPH 


The Heyer Corporation, 901-911 West Jackson boule- 
vard, Chicago, has just announced the addition of a 
new model to their line of Lettergraph stencil dupli- 
cators. This new duplicator, Lettergraph Model D, is 
basically the same as the popular Model C Letter- 
graph which Heyer introduced about a year ago. The 


D, however, has several added features in 


Model 
answer to a demand for a more completely automatic 
duplicator in the low-price field. 

The most prominent feature of the Model D is the 
automatic roller release incorporated in its construc- 
tion, an unusual feature to be found in such a low 


priced machine. This mechanism keeps the impres- 
sion roller inactive until paper is fed into position 
and assures a clean impression roller at all times. It 
also eliminates the necessity of manually throwing-off 
the impression roller each time a stencil is put on or 
the machine re-inked. Another attractive feature is 
the positive paper stripper which is in action before 
the paper feeds into printing position and gives a 
positive stripping action at all times. This practically 
eliminates the possibility of paper adhering to the 
printing drum and also directs the paper at the 
proper angle into the receiving tray. 

The newly designed receiving tray of the Model D 
hooks into place and therefore the machine can be 
set on a smaller table with the tray projecting over 
the edge. 

Other attractive features of the Model D are a 
take-on plate which protects the top of the stencil, 
an adjustable, universal button bar which takes either 
slot or button-hole punched stencils and a newly 
designed, cast aluminum feed arm. 

The Model D is sturdily constructed with cast alu- 
minum side frames, and steel table, tray, and is 





MODEL “D” LETTERGRAPH 


beautifully finished in a rich metallic brown crackle 
on the side frames and a satin finish of the same 
color on the table and tray. Other parts, such as side 
guides, cylinder, handle, etc., are chromium plated. 
The machine is a full legal size stencil duplicator 
that will automatically feed from post card to full 
legal size at speeds of 120 or more copies per minute. 
Adjustments are few and simple and very little service 
is required. The Model D is sold complete with 
initial supplies such as stencils, ink, stylus, brush, 
etc., at $39.85 complete. Slightly higher west of the 


Rockies. 
—- © 


TWO NEW SIZES IN PRECISE TRIMMING BOARD 


The American Photo Laboratories, 28 Loomis street, 
Chicago, has just announced the manufacture of two 
new sizes of its well-known line of “Precise” adjustable 
trimming boards. The two new items are the Nos. 5 
and 6 which are equipped with 15’) and 18% inch cut- 
ting knives respectively. The entire line, which runs 
in size from 6! to 18% inches and ranges in price 
from $2.50 to $17.50, was fully described and illustrated 
in the May issue. 
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THREE NEW AUTOPOINT PENCILS 
Three new Autopoint pencils for “Real Thin” leads 
have been announced by the Autopoint Company, 1801 
Foster avenue, Chicago. Designed for those whose 
work requires clear, legible writing, the pencils have 
the company’s Grip-Tite tip which holds the leads 


firmly and prevents them shaking or falling out. 
The No. 110C “Standard” pencil has a slender bar- 





AUTOPOINT “REAL THIN” LEAD PENCIL 


rel of black Bakelite molded material with decorative 
black eraser cap and silvonite trim. The No. 148 “De- 
luxe’’ model has an oversize barrel of the same mate- 
rial with black “diamond-cut” eraser cap and gold- 
filled parts. The “Double-end” Autopoint—No. 108- 
for black, red or blue Real Thin leads has two tips, 
for black and red, red and blue or two degrees of 
black. 

The pencils are featured in combination sets with 
a smart modernistic box of 50 extra leads and six 
extra erasers. 

- —_- 
MARKWELL’S NEW STAPLE REMOVER 
ANNOUNCED 

The Markwell Manufacturing Company, 200 Hudson 
street, New York City, has recently announced a new 
and efficient staple remover. Compact and handsome 
in appearance the staple remover is featured by an un- 
usually fine leverage action which enables the device 











MARKWELL STAPLE REMOVER 


to work easily on heavy as well as light papers. The 
staple remover, which will not tear or mutilate cor- 
respondence, will retail at sixty cents. 
*—- 
OLD TOWN ANNOUNCES NEW CARBON AND 
STENOGRAPHIC BACKING SHEET 

The Old Town Ribbon & Carbon Company, Inc., 
Johnson and Prince streets, Brooklyn, N. Y., has re- 
cently announced two new numbers to its well-known 
line of ribbons, carbons and stenographic supplies. 
They are a backing sheet and a double-duty carbon 
paper. 

Named the “Perfect,” the new backing sheet is of 
a special composition material in black with gold let- 
tering. In use it combines the proper amount of resili- 
ency and resistance so that while it offers a perfect 
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support in making copies it does not interfere with 
the touch of the operator. It is especially recom- 
mended for (1) typing hectograph masters—either 
fluid or gelatin process, (2) improving originals and 
copies made on various model machines, and (3) cut- 
ting clear stencils or doing stylographic work. 

The Double Duty carbon is the latest addition to 
the Old Town line and is a special sheet which gives 
an impressive performance both with standard and 
noiseless machines. Beautifully trade-marked with a 
Silver imprint the Double Duty is offered in 4, 5% and 
7 pound weights. 

- oe 
DAWN INTRODUCES THE DAWN LITE 

The Dawn Manufacturing Company, division of the 
Hall-Welter Company, Inc., 181 St. Paul street, Roches- 
ter, N. Y., has recently placed on the market a new office 
light named the Dawn Lite. The device is made in two 
styles, the Copyholder model and the All Purpose model. 

The Dawn Lite illuminates the entire working area 
of a desk with a soft, concentrated ray, free from glare 
and shadow. Its constant use produces the minimum of 
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DAWN LITE FOR COPYHOLDERS 


heat radiation—a special feature for the hot summer 
months. 

The Copyholder model is made to be attached rigidly 
to any copyholder while the All Purpose model meets 
general application with or without a copyholder and is 
flexible for permanent installation on any desk. 

<> 

MULTIPOST ANNOUNCES NEW MODEL LETTER 

OPENER 

The Multipost Company, 51-55 Centre Park, Roches- 
ter, N. Y., has just announced a lower priced, motor- 
operated letter opener known as the Model B and 
manufactured to sell for $110 f.o.b. Rochester. The 
Model B is the lowest priced, automatic feed, motor- 
driven letter opener offered by the company and is a 
companion number to its heavy-duty Model A. 

Capable of opening 200 envelopes per minute the 
new machine is ideal for the average size office. It 
handles all sizes and thicknesses of envelopes without 
the necessity of special adjustments and possesses 
many features of the Model A which has been on the 
market for the past three years. 

An outstanding feature is a specially-constructed 
feed belt pulley which causes the belt when carrying 
envelopes forward to twist in such a manner as to 
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create the greatest possible tendency to hold the en- 
velopes against the knives, assuring clean cutting. 
Other features are: standard “V” design motor driven 
belt said to be virtually indestructible, cutting knives 





THE MULTIPOST MODEL B LETTER OPENER 


of carbon tool steel and knife and other shafts running 
in graphite impregnated bearings of an oilless type. 
The belt fits loosely thus eliminating strain on motor 
and shaft bearing. 

All bright parts are made from either stainless steel 
or solid nickel castings, easily cleaned, wear resistant 
and with a permanent finish. Fully guaranteed, the 
Model B is sold complete with receiving hopper for 
the envelopes as they leave machine. 


—- — 
NEW LETTER FOLDER BY MULTISTAMP 

The Multistamp Company, Inc., Norfolk, Va., is in- 
troducing to the trade a new, portable office letter 
folding machine in the popular-price range which is 
an addition to its line of stencil duplicators. 

Named the Multifolder, the machine takes up about 
the desk space of a typewriter and weighs only 37!>5 
pounds, with electric motor attached. Both hand- 
driven and electric models are portable and both have 
an automatic paper feed. 

The Multifolder is capable of making all the custom- 
ary folds, nearly all of them in one operation and, 
with rare exceptions, all textures and weights of 
paper, up to card stock, are handled with equal fa- 
cility and ease. The speed of the Multifolder is from 
3000 to 5000 pieces per hour, depending upon the type 
of fold required. 

Other features claimed for the device include maxi- 
mum and minimum folding capacity of 10x16 inches 
and 2!2x5) inches, respectively, easy adjustment for 
all folds, ability to stack folder paper in perfect rota- 
tion and a durable construction. The machine carries 





THE MULTIFOLDER 


a one-year factory guarantee against mechanical Ce- 
fects, and is noiseless in operation. 


*—- © - 

NEW DESK COOLER UNIT APPEARS 
A recently-designed unit which presents a new and 
novel method of individual air conditioning for office 
workers has been introduced to the trade by the South- 
ern Sales Company, 130 West Third street, Oklahoma 

City, Okla. 

The unit, known as the Universal Desk Cooler, con- 
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sists of a specially designed high-speed, noiseless fan 
with chromium blades permanently mounted in a 
metal baffle having walnut finished uprights and base 
and designed so that it can be easily placed at the 
back of the knee opening of any standard wood or 
metal desk. It is provided with an external push- 
button switch easily attached in a position to assure 
easy accessibility to the user. 

The cooling unit is purposely placed at the rear of 
the open compartment because it serves a twofold 
purpose of picking up the cooler air which is always 
near the floor and distributing it in a widely-diffused 








THE UNIVERSAL DESK COOLER.—The device is placed under 
desk as shown by arrow. 


manner assuring a constant flow of cool air to the 
desk user without creating a strong draft. 
Further details of the device, which is priced at 
$7.95, are available to dealers on request. 
ae en 
HAIDA ANNOUNCES RIBBON WINDING MACHINE 
The Haida Engineering Company, 145 West Twenty- 
fourth street, New York, N. Y., last month announced 





THE HAIDA RIBBON WINDING MACHINE 


to the trade a new ribbon winding machine capable of 
‘ewinding typewriter ribbons from large rolls on ribbon 
spools. The machine is equipped with a device which 
detects splices and other imperfections, stopping the 
winding operation, and with a dial indicator which 
shows the yardage wound on the spool. The machine 
has a production capacity of approximately eight 
cozen ribbon spools per hour. 
: Se 
IBM TRANSFER POSTING MACHINE 

A transfer posting machine which transfers entire 
lines of typed or imprinted data, one at a time, from 
a master sheet to individual sheets or cards with 
absolute accuracy and at a speed of from 500 to 1,000 
items an hour, has been added to its line of electric 
accounting machines by International Business Ma- 
chines Corporation, 270 Broadway, New York, N. Y. 

Although particularly suitable for use in connection 
with journals and other lists of transactions prepared 
from punched cards on the company’s high speed 
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electric accounting machines, the transfer posting 
machine will also post data from master sheets pre- 
pared on the electric writing machine or an ordinary 
typewriter. Such master sheets or lists of transactions 
may be printed as a first carbon copy of regular 
reports, or originals to serve as regular reports after 
the posting operation, or as separate tabulating or 
listing operations. Two legible, fade resistant and non- 
smudging postings may be made from each item on 
the master sheet. 
a 


TWO NEW B. L. MARBLE CHAIRS 


The B. L. Marble Chair Company, Bedford, Ohio, is 
introducing to the trade two new posture chairs listed 
as the Nos. 40124 and 71%. The former is a “Super 





B. L. MARBLE CHAIRS NOS. (L to R) 4012'/2 and 71'/ 


De Luxe” model for senior executives and the latter 
an all-wood chair for junior executives. 

Both numbers have flexible, tilting backs which are 
adjustable forward and backward and up and down so 
that the chair can be fitted to various physical propor- 
tions of the user. 

The No. 401244 has an underneath upholstering in 
seat and back of air foam rubber, providing the maxi- 
mum comfort for the office worker. Its design is such 
that it can be used with almost any other type or de- 
sign of furniture. 

The No. 71% is featured by the elimination of the 
center spindle in the back which prevents pressure on 
the spine of the user. It is regularly equipped with 
the inset rubber bumper on the front of the seat and 
rubber bumpers on the arm pillars to prevent damage 
from contact between chair and desk. 

— PP «¢ - 


PAPER CUP DISPENSING PACKAGE 
A new Self-dispensing package of cone-shaped cups 
has just been announced by the Universal Paper Prod- 





SELF-DISPENSING CUP PACKAGE 


ucts Company, 1104 South Wabash avenue, Chicago. 
The package was designed particularly for the office 
appliance dealers and eliminates the necessity for a 
dispenser. 

The user merely tears out the bottom of the package. 
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The dispensing insert has been placed in the package 
at the factory. The cups come from that package one 
at a time. It can be hung from any nail, hook, or other 
convenient projection. 

The cup that is used is the double-wrapped, triple 
rigid VeeCup popular among cone-shaped cup users. 

The self-dispensing package holds the same as the 
standard package—250 VeeCups. There are 20 pack- 
ages—or 5000 cups—to the carton. The cups in the 
self-dispensing package, moreover, are sold by the 
manufacturer at the same price as the standard 


package. 
—_--— 
NEW STATIONERY AND MAIL RACKS BY 
EFFICIENCY 


The Efficiency Equipment Company, 360 West Su- 
perior street, Chicago, has recently introduced to the 
trade fourteen new items of office equipment including 
a desk stationery rack and a mail rack. 

The mail rack is a device for the speedy sorting of 
mail, 12 inches wide, 14 inches high and 8% inches 
deep. It has plenty of clearance between shelves and 
four vacuum feet prevent injury to furniture or desk. 
It is furnished in green, oven-baked, hard krinkle 
finish with walnut or mahogany slightly higher than 
the standard price of $3.50. 

The desk stationery rack is a handy device for hold- 
ing stationery, carbons, second sheets, envelopes, etc. 





(L TO R) MAIL RACK AND DESK STATIONERY RACK 


Dimensions are: 914 inches wide, 10% inches high and 
11 inches deep. Like the mail rack, the desk stationery 
rack is finished in green krinkle, is equipped with four 
vacuum rubber feet and sells for $3.50. Slightly higher 
in mahogany or walnut. 


_ 


EBERBACH ANNOUNCES THE PORTAPRINT 


Said to produce positive prints direct from the orig- 
inals in four minutes and at a cost of less than two 


er 





THE PORTAPRINT OPEN FOR OPERATION 


cents each, a new duplicating device, known as the 
Portaprint, has been introduced to the trade by the 
Eberbach & Son Company, Ann Arbor, Mich. 

The Portaprint is a portable machine, the operation 
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of which embraces several new and novel features. It 
can duplicate drawings, plans and specifications and 
operates on 110-volt A.C. current, or D.C., if desired, 
at the same price of $49.95. 

In operating the Portaprint the user merely places 
the paper on a soft felt backing, with the sensitive 
side up, lays the original on top of it and then closes 
and latches the door. Inside the device are six special 
high-power lamps which glow for one minute or 
90 seconds and the printing is done. The print is then 
slipped into a dry developing tube without the neces- 
sity of resorting to a dark room. 

The paper used for making prints is a special type 
which allows the prints to be developed in chemical 
fumes only, thus keeping the print dry at all times. 
The developing tube has a small space at the bottom 
for liquid and an upper and large space for insertion 
of the paper. The two compartments are separated 
by a screen so that no liquid touches the print. The 
special printing paper can be supplied for blue, brown 
or black lines in the finished print. Blue is regularly 
shipped with the Portaprint which comes completely 
equipped. 


—- 
NEW ITALIAN ADDING MACHINE 


Ditta E. Lagomarsino, Piazza Duomo 21, Milan, Italy, 
has recently placed on the market a new adding- 
listing machine named the Totalia. The device is 
marked by a new type of keyboard with the keys ar- 
ranged in three rows. 

Other features of the Totalia include (1) non-adding 
key which permits listing of a number without adding 





THE TOTALIA ADDING MACHINE 


or subtracting it, (2) repeat key for repeating a num- 
ber in performing multiplications, (3) release key for 
raising number depressed in error and a “C” key which 
indicates capacity of machine and is used for clear- 
ing. There are also subtraction, sub-total and grand 
total keys. The capacity is ten-figure 1 umbers for 
operations and eleven for results. 

{[Ditta E. Lagomarsino is the oldest and completest 
Italian organization specializing in adding, calculat- 
ing, accounting and addressing machines. The busi- 
ness was established forty-five years ago. It surveys 
and systematizes business enterprises and provides the 
forms and mechanisms best adapted to the require- 
ments of any particular business. Besides its manu- 
facturing departments, the company markets address- 
ing machines, adding and computing machines of 
many models. Headquarters are in Milan with branches 
and service staffs in eight other Italian cities.] 
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The Guest Book 


David Wengrinowitsch, manager of The Palestine 
Orient Company, Ltd., Tel-Aviv, Palestine, agent for 
Underwood Elliott Fisher Company there, making his 
first trip to this country, gave us the pleasure of a 
call on June 8. In Chicago chiefly for the pleasure 
of acquainting himself with the mid-western city, with 
which he was much impressed, and to look in upon a 
few manufacturers here. Mr. Wengrinowitsch estab- 
lished his business in Palestine fifteen years ago, and 
has seen Tel-Aviv created by enterprise and industry 
on a comparatively desolate strip of land (as was Gary, 
Indiana) develop into a flourishing, modern city, im- 
portant trading center of the country. Immigration 
into Palestine of people from so many countries has 
brought thirty languages to the little state, 100 or 
thereabouts miles in length and 70 at the widest point. 
Which makes it apparent that one conducting a busi- 
ness there must be acquainted with several languages. 
Mr. Wengrinowitsch speaks eleven. Among them Rus- 
sian—he was born in Moscow—and German, having 
lived twenty years in Germany. His other languages 
are French, English, Polish, Czechish, Bulgarian, Ser- 
bian, Italian, Arabic and Hebrew. Happening to be at 
the purser’s office on the SS Queen Mary when coming 
over, and being able to be useful to a passenger who 
spoke no English, he was called upon several times 
during the voyage to act as interpreter for others. 
Mr. Wengrinowitsch was delighted with his visit at the 
headquarters of the Underwood Elliott Fisher Company 
and was impressed with the city of New York and the 
great fair. With his family, a wife and daughter of 
twelve, he spends the summer and early autumn in 
Europe. There he has attended the French, English 
and German fairs but as an architectural spectacle, 
and for artistry of display of the great variety of 
products and for the dramatic presentation of other 
features, he considers the New York fair the greatest 
he has even seen. From Chicago he went to Buffalo 
for a view of Niagara Falls, thence to Toronto, Mont- 
real and Quebec, turning south for Boston, whence 
he is to leave for New York to sail on July 5 on the 
SS Queen Mary. 

Besides the Underwood Elliott Fisher lines and other 
articles of office equipment, The Palestine Orient Com- 
pany handles air conditioning apparatus, refrigeration 
and radio. The main office is in Tel-Aviv. Branches 
are maintained in Haifa and Jerusalem. 

Mr. Wengrinowitsch is finding enjoyment on his trip. 
Taking away good impressions of the places visited. 
He spoke interestingly of the developments in Pales- 
tine through the period of his residence there. 


J. W. Densford, Pecos, Tex., proprietor of the Pecos 
Typewriter & Adding Machine Company, affixed his 
Signature to the Guest Book on June 8. In Chicago for 
a day en route to Washington, D.C. Old timer in the 


business with whom we had an hour of pleasant 
reminiscence. Entered the typewriter business as 
salesman for No. 6 Remington “way back when.” 


Twenty-five years in Kansas City, then an interim of 
several years in the public utility field but through 
the period retaining an interest in the typewriter busi- 
ness with brothers in Tulsa, Okla. Among the treas- 
ures accumulated in an active career, eight children, 
one of the older boys being graduate of Annapolis 
and now an Officer in the navy, and another, graduate 
of West Point now connected with the army air serv- 
ice. The latter, incidentally, has achieved fame as the 
world’s champion pistol shot, which title he now holds 


Henry H. Valpey and C. Riley Myers of Gaylord, 
Mich., called upon us on June 8 to show model of a 
foot or hand control line-spacing copyholder with a 
glass line finder. The device is to be manufactured in 
Gaylord and will be ready for the market soon. Both 
gentlemen, mechanical engineers, are enthusiastic 
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about its prospects. The plan of marketing the article 
has not been determined, but it will probably be sold 
through dealers. 


Ben Garlinghouse of the Buchanan Stationery Com- 
pany, Wichita Falls, Tex., in Chicago with Mrs. Gar- 
linghouse for a week, called upon us on June 8. In St. 
Louis for a day on the way up and with a stop for 
two days at Burlington, Iowa, upon return to attend 
The Leopold Company’s dealer meeting. Impressed 
with the information acquired and his reception by 
Associated Stationers Supply Company, Bankers Box 
Company, Johnson Chair Company, Frank Mashek & 
Company, Frederick Post Company, Sanford Manufac- 
turing Company, Speed-O-Print Corporation and Wil- 
son-Jones Company. Business in Wichita Falls con- 
sidered about normal for circumstances of the times. 
Oil sales which have considerable influence upon com- 
mercial activities there, although affected by recent 
fluctuations, fairly satisfactory. Genuinely interested 
in the business and enthusiastic about the Buchanan 
Stationery Company, Mr. Garlinghouse made the most 
of his opportunity to increase his knowledge of the 
lines he saw. 


H. H. Popham, office furniture and equipment dealer 
in Ottawa, Canada, signed the Guest Book Monday, 
June 12. Vigorous in mind and body, Mr. Popham was 
in Chicago on business, gathering ideas and tapping 
sources of merchandise supply. His visit afforded us 
a pleasant and informative half hour. 


0. H. Davison of San Francisco arrived in Chicago 
Saturday, June 10, too late to visit the office of this 
journal, so he made contact by telephone a few min- 
utes before the office was closed for the day. He was 
on his way to New York to visit the Old Town Ribbon 
& Carbon Company whose wares he is selling to the 
trade in the western states. He also represents Neva- 
Clog Products, Inc., and intended to call upon that 
company after completing his stay in New York. He 
reported excellent business with the prospect of fur- 
ther improvement during the latter part of the year. 


George R. Whitney, Artility Metal Products, Inc., 
manufacturers of posture chairs at Elkhart, Ind., 
checked in on June 13. Artility business doing capitally. 
Some models being furnished with new upholstery. Out- 
look encouraging. Friend Whitney of the opinion that 
office chairs of whatever model are too casually consid- 
ered in many quarters; too frequently thought of as 
part of other office equipment. He believes that sales 
could be increased substantially by more specific culti- 
vation; an opinion voiced by others who have observed 
results from that procedure. 


Milton Shuster of Pottsville, Pa., who travels in the 
fifth district for Smead Manufacturing Company, reg- 
istered in the Guest Book by telephone June 13. He 
had finished a swing through his territory and stopped 
over in Chicago with Mrs. Shuster on his way to the 
Smead factory in Hastings, Minn. He expressed his 
satisfaction at the reception of the Smead line by the 
dealers upon whom he calls. 


H. R. Savage of Southern Sales Company, Oklahoma 
City, Okla., signed the Guest Book June 14. A jobber 
in radio equipment, he was in Chicago to attend a 
radio convention but took some time off to show a new 
fan he had developed for office use, which is described 
elsewhere in this issue. He was enthusiastic about the 
sales possibilities which the fan offered. 


James and Lennis Baker, of The Baker Company, 
Lubbock, Tex., gave us the pleasure of a visit on June 
17. In Chicago on their way home from a three-weeks 
trip calling on sources of supply in many cities. 
Traveling over 6,000 miles on Pullmans at night, and 
stopping at the industry’s key market places by day. 
Visited an average of two factories a day, where they 
enhanced their wide knowledge of office equipment 
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and supplies with information on new developments 
and methods of merchandising. The enterprising 
Baker Brothers make such a trip about every two 
years, this year working in a few days at the New 
York World’s Fair. The Bakers have keen interest in 
ideas for improvement of operating practices and 
increasing service to customers. With their genial 
Texan personalities they recharged our energy for 
continuing our ingathering of useful information for 
members of the industry. 


Mr. George Sarrafian of Beirut, Syria, engaged in the 
stationery and office equipment business there, called 
upon us on June 22. In Chicago for a few days en route 
to Fort Madison, Iowa, whence he proceeded to Waco, 
Tex., to join his wife and two children, who are visiting 
Mrs. Sarrafian parents there. About eight years ago 
Mr. Sarrafian completed his courses at Columbia Uni- 
versity in New York. There he became acquainted with 
a charming young woman from Waco, Tex., who ‘was 
a fellow student. She said “yes.” So they were married 
and soon on their way to Beirut, where Mr. Sarrafian 
took up in the business which his father and some 
partners had founded a number of years before. Upon 
the death of his father two years later, the partners 
having passed away, the business was reorganized and 
came under the management of Mr. Sarrafian and his 
brothers, the former taking responsibility for the sta- 
tionery and office equipment division, the brothers 
taking management of the other divisions which in- 
clude medical instruments, cameras and_ supplies, 
leather goods and precision instruments of various 
kinds. In the office equipment division are handled 
Royal typewriters, Sheaffer pens, Kee-Lox ribbons and 
carbons, Victor adding machines, General Fireproofing 
products, Speed-O-Print duplicators and other lines. 
All lines of the different divisions are marketed in the 
principal commercial centers of the Near East by a 
staff of traveling representatives from headquarters 
in Beirut. 

Although Mr. Sarrafian lived in the States for six 
years, four of which he attended Columbia University, 
this is his first trip to Chicago and to Waco. On his 
way out he stopped at Toledo, Detroit and Cleveland 
on business missions. Returning to New York from the 
Waco holiday, he expects to have the pleasure of a 
trip to Youngstown. With his family he will probably 
remain on this side for several months. 


Richard Weiniger, Amsterdam, Holland, and Mrs. 
Weiniger gave us the pleasure of a call on June 22. 
In Chicago for a few days whence they go to Detroit, 
Buffalo, Toronto, Montreal and Quebec before turning 
south for a stop at Boston on their way to New York, 
whence they will sail for home July 25. It is some- 
thing more than thirty years since our last visit with 
our old friend, from whom Time has taken but little 
toll, without reducing the visitor’s interest in and 
enthusiasm for business, in which he has been so 
long engaged. Through the years Mr. Weiniger has 
dealt extensively in ribbons, carbons, duplicators and 
their supplies and small office utilities. A careful 
observer and student of business conditions and well 
acquainted with the chief market centers of the Conti- 
nent, he is well informed upon the business conditions 
of Europe. Although having been on this side three 
times, Mr. Weiniger credits Mrs. Weiniger with his 
having seen more of the country on the trip thus 
far than ever before. Both were delighted with Wash- 
ington which they consider the most beautiful city 
ever seen. Mrs. Weiniger is so favorably impressed 
with her experience that she expresses hope for a 
return visit within a couple of years. But Holland her 
native land, she considers the grand country. So 
thought our own John Lathrop Motley, who wrote 
the interesting history, The Rise of the Dutch Republic. 
It was pleasant to have from Mr. Weiniger a message 
from Mr. F. W. Heythekker, our oldest friend in 
Holland. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters. 


The staff at the main office, 


20 North Wacker Drive, Chicago and the staff at 


the branch in charge of C. H. Everly at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 


York, will be happy to be of any possible service. 
there will be 


While the facilities at New Vork are not so many as at Chicago, 
found the 


same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 


t 


upon Vincent Jackson at 22 St. Andrews street, London EC4. 


Mr. Jackson’s 


contacts with the trade and its organizations afford him information valuable to 


those desiring to cultivate the British market 


London, 5th June, 1939. 

It was a pleasure to meet and welcome last week Mr 
A. Lorne Colpitts of R. R. Colpitts & Son Ltd., Moncton, 
N. B., Canada. Mr. Colpitts is a reader of “OFFICE 
APPLIANCES” and had noted our London address for his 
trip to Europe which embraced England and France 
Certainly Mr. Colpitts (who was accompanied by his 
wife and son) travelled England, Scotland and Wales 
well for they hired a car and went right round this 
little Island of ours. It is good to know “OFFICE APPLI- 
ANCE” readers note the address at head and call in 
to shake hands. (Incidentally Mr. Colpitts’ company co- 
Operates with Savoy & Sons of St. John’s, P. Q., the 
associate company of Kenrick & Jefferson Ltd., West- 
bromwich, England, so our friend was doubly welcome.) 

* * + 

Percy Jones (Twinlock) Ltd., have recently issued 
literature and propaganda advocating “Bookkeeping 
by Typewriter”. In effect, they cater to the smaller 
firms who have insufficient volume of work to warrant 
fully mechanised accounting. The system suggested is 
the same as that in general use with bookkeeping ma- 
chines, but involves the use of an ordinary front feed 
typewriter and a simple adding machine in conjunction 
with Twinlock Poste Haste Accounting Ledgers. The 
idea should appeal to small firms, especially as the 
design of the forms is such that they would be more 
or less suitable for immediate adaptation to fully 
mechanized eauipment. 

There is a live monthly magazine published in the 
interest of local government officials called “Local 
Government Journal and Officials Gazette” which pub- 
lishes from time to time articles pertaining to office 
systems and machines. In the April issue is an article 
by Mr. J. H. Burton, F. I. M. T. A., A.S. A.A. The writer 
deals with all aspects of mechanisation in municipal 
offices as well as such appliances as ticket issuing and 
manifold registers in (for example) museums, art gal- 


leries and swimming baths. In fact, Mr. Burton lists 
the various local government activities and suggests 
equipment that might be adopted for each. Following 
his article are general notes and illustrations of several 
well known office machines and systems. 

+ 7 ~ 

The Powers Samas magazine in its May issue intro- 
duces a new feature—a technical description with dia- 
gram of the Powers Hand Verifier. This should inter- 
est the mechanically minded who want to know “how 
it works”! 

* + * 

Block & Anderson Ltd., who market Ormig, Marchant, 
Victor, Facit, Brunsviga, Mercedes and mailroom equ.p- 
ment, have recently held a sales conference which was 
quite a “full blooded” affair. Managers were called 
up from: 

Belfast, Bristol, Cardiff, Glasgow, Birmingham, Man- 
chester, Nottingham, Southampton, Newcastle, Shef- 
field and Liverpool. 

In addition, several sales managers from their Lon- 
don sales force took part and assisted with short talks 
on various subjects. The most important item on the 
convention programme was the introduction of the 
“Marchant” calculating machine (taken over by B.& A. 
on April 1st of this year); discussions on methods and 
plans to sell the “Marchant” and a report and talk 
from their service manager, Mr. A. J. Wright, on his 
recent visit to the New York office of the Marchant 
Company. At the end of the conference a cable was 
despatched to the Marchant factory at Oakland ex- 
pressing very keen enthusiasm about the qualities of 
their machine and a hope for a large volume of busi- 
ness in our market. The conference closed with a din- 
ner at Frascati’s restaurant followed by a visit to the 
London Palladium. Mr. W. E. Block, one of the direc- 
tors. reports that although they must not be over opti- 
mistic, already there has been an increase of orders 
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from the Provinces! Shows what “mass enthusiasm” 


can do! 
” > . 

The industry has recently lost two well-known figures 
in the death of Alderman Percival H. Reed, J. P., and 
Mr. R. G. Tann. 

Alderman Reed was managing director of Olympia 
Typewriter Company Ltd. and was a member of the 
executive of the Office Appliance Trades Association 
and chairman of the Development Sub Committee. He 
was also on the Council of the Typewriter Traders 
Federation. As an alderman of the City of London and 
a Justice of the Peace, Mr. Reed had wide municipal 
interests. His sudden death will be keenly felt in many 
directions. 

Mr. R. G. Tann was the “right hand man” of Mr. 
E. A. Weborg, managing director of Art Metal Con- 
struction Company Ltd. Mr. Tann resigned from the 
executive committee of the Office Appliance Trades 
Association just over twelve months ago owing to ill 
health, but his passing away was unexpected.—VEJ 

I - 


GARLICK’S, OF CAPE TOWN, ANNOUNCES CHANGE 
OF TRADING NAME 


Known since its founding forty years ago as the 
Remington Typewriter Agency, the well-known office 
equipment and furniture house of Messrs. Garlick, 
Ltd., Cape Town, South Africa, has changed its name 
to The Garlick’s Office Equipment Company (Reming- 
ton Typewriter Agency). 

The change was announced by A. S. Little, general 
manager of the company, in a lengthy statement set- 
ting forth the many reasons necessitating it, the chief 
of which was the fact that since the company has 
acquired other important connections the former name 
has become unsuitable. Mr. Little’s statement read 
in part: 

“... Then many people are under the impression 
that we are a direct branch of the Remington Type- 
writer Company and an American concern; and as 
this country with its rapid growth is fast acquiring 
national ambitions we considered we should have a 
style which at least would not mislead our clientele in 
this respect and which would possess a more South 
African significance.” 

Mr. Little also explained that the business is owned 
by Messrs. Garlick Limited, a private company of 
which all the shareholders are members of the family 
of the late John Garlick, founder of the organization. 

The House of Garlick has grown with amazing 
rapidity, keeping pace with the progress of South 
Africa itself. In addition to the home offices in Cape 
Town the firm maintains branches at Johannesburg, 
Durban, Pretoria, Port Elizabeth, East London, Bloem- 
fontein, Bulawayo, Salisbury, Pietermaritzburg, Kim- 
berley and Springs. 

Besides Remington Rand, the firm now represents 
among American manufacturers the following: Dalton 
Adding Machine Company, Art Metal Construction 


NEW BLIKMAN & SARTORIUS BRANCH 
IN ARNHEM.—The Blikman & Sartorius 
office furniture and supply house of 
Amsterdam, recently moved its Arnhem 
branch store from Stationsplein to Wil- 
lemsplein. The photograph shows the in- 
terior of the branch’s display and show- 
room which is reported to be one of the 
largest of its kind in the country. 
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Company, Postindex Company, Inc., International 
Business Machines Corporation, Thomas A. Edison, Inc., 
Marchant Calculating Machine Company, Elliott Ad- 
dressing Machine Company, Lyon Metal Products, Inc., 
A. B. Dick Company, Felt & Tarrant Manufacturing 
Company, Johnson Fare Box Company, Bates Manufac- 
turing Company, Hall-Welter Company, Sturgis Pos- 
ture Chair Company and the Scripto Manufacturing 
Company. 
ee 
GOVERNMENT OFFICE DESIGNATES PRICE 
REDUCTION ON GERMAN TYPEWRITERS 


That branch of the German government which 
regulates prices within Germany has announced under 
date of January 5, 1939, the following price reductions: 
Standard typewriters—RM 390. to RM 351. Portables 
from RM 234. to RM 210.60. In both cases, the reduc- 
tion is a straight ten per cent. For machines with wide 
carriages, the new price is 20 RM less than the former 
fixed price. No other reduction in connection with 
these officially stipulated prices is allowed, except a 
three per cent discount for cash. For portables in the 
lower price range, no reductions have been announced. 
Large buyers, governmental orders, as well as training 
schools or community orders will have an allowance 
of ten per cent on price list prices and three per cent 
for cash.—ERB. 

er ee 


ANNUAL CONVENTION OF OFFICE MANAGERS 


As this issue of our journal goes to press the Federa- 
tion of Office Managers of France and colonies is in 
session. This body is an important factor in the 
French business field, and has a rating somewhat sim- 
ilar to that of our associations in the range of business 
practice. 


— 


BUSINESS SHOW IN ZURICH 
Reichsverbands Nachrichten, the official organization 
of the German office equipment field, states that the 
business equipment houses in Switzerland will conduct 
a business show at Zurich from September 21 to 24, 
in the new Congress building. 
o—— es > 


GREECE LIFTS QUOTA RESTRICTIONS 
From commerce reports we learn that the Greek 
government has lifted entirely the quota restrictions 
on office machines, a favorable indication for Ameri- 
can accounting machines, typewriters and fountain 
pens. 
——>-. 


NEW TYPEWRITER COMPANY IN YUGOSLAVIA 

In Belgrad, Yugoslavia, a new typewriter company, 
‘Olympia Biro Masine a. D.” was founded with a stock 
capital of 1,1 million Dinar. The new company sells 
Olympia typewriters manufactured by Olympia Buro- 
maschinen A.G., Erfurt, Germany.—ERB. 
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Wholesale Stationers Meet at St. Louis 


Meeting Date Honors Wielandy's Birthday on June 5— 


Koeller is Elevated to Association Presidency by Unani- 


mous Approval. 


The twenty-fourth annual convention of the Whole- 
sale Stationers Association was held at Hotel Chase, 
St. Louis, June 5, 6 and 7. The date and the city were 
selected in honor of Paul J. Wielandy, former presi- 
dent of the W.S.A., whose seventy-fifth birthday was 
on the fifth. The convention program was built around 
The Nichols Distribution Survey compiled by Frederick 
J. Nichols, business analyst, and president of the F. J. 
Nichols Company, Dayton, Ohio. 

The local committee went the limit in taking care 
of their out-of-town visitors. The general chairman 
was Herbert Held of Blackwell-Wielandy Company. 
Other committee chairmen were Frank H. Wielandy, 
publicity; George Dyson, Mittag & Volger, Inc., enter- 
tainment; Asa Wallace, Wallace Pencil Company, ban- 
quet; G. C. Dure, U. S. Playing Card Company, prizes 
and souvenirs; Newell Augur, Wallace-Pencil Company, 
golf; Bob Lewis, Dennison Manufacturing Company, 
transportation. The chairman of the program commit- 
tee was H. C. Whittemore, secretary and general man- 
ager of the association. 

The meeting was called to order by President Pier- 


Seer fate 





pont. He called upon Paul Wielandy, who expressed 
a very cordial welcome on the part of the city of St. 
Louis and members and friends of the association 
located there. Referring to a party given the night 
before in honor of his seventy-fifth birthday he stated 
that it was the greatest joy in his life. Mr. Pierpont 
followed with the president’s address. Mr. Whittemore 
gave the manager’s report, “The Year in Review,” and 
also told of the excellent condition of the treasury. 

Next followed Mr. Nichols’ report which was incor- 
porated in his keynote address, ‘““Wholesale Distribu- 
tion in the Stationery Industry,” covering current prob- 
lems and recommendations for their solution. 

Mr. Nichols started by listing a number of the prob- 
lems affecting the industry, among which were the 
following: Lack of sufficient sales volume; wholesaler 


does not satisfactorily serve manufacturer or retailer: 
direct selling to retailer or user by manufacturer; hazy 
and hasty thinking about product; overemphasis on 
volume; 
manufacturer; too 
satisfaction, he 


of retailer and wholesaler by 
taxes, etc. There is little 
the current condition. 


overloading 
many 


said, with 
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BANQUET SCENE OF THE WHOLESALE STATIONERS CONVENTION AT ST. LOUIS, MO. 





PART OF THE REGISTRATION AT THE CONVENTION 
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SCENES AT THE WHOLESALE STATIONERS CONVENTION AT ST. LOUIS. MO. 


come to the delegates and escorted association executives to the 
hotel headquarters. 
8. Dave Koeller, new president, W.S.A.; Herbert Held, general chair- 


1. Front Row: George E. Dyson, Mittag & Volger. Inc.; Mrs. Dyson: 
W. G. Whittemore. American News Co., Inc. Rear: Ben Josephson, 
Josephson Mig. Co.; J. J. McDonough. Plymouth Rubber Co.; H. S. 
Heffley: Henry Bowman, American Pencil Co. 

2. W. L. Mezger. A. C. McClurg & Co.; Gil Dure, U. S. Playing Card 
Co.; i, P. Moriarty, E. Morrison Paper Co.; Sam Walker, B. F. Good- 
rich Co. 

3. Albert Duban, Blackwell-Wielandy Co., attending horse and surrey. 
General Manager Harold Whittemore and several other New York 
visitors and Paul Wielandy rode in the surrey from the Union Station 
to the Chase hotel. a distance of several miles. 


4. George E. Dyson. Mittag & Volger. Inc., and Mrs. Dyson. members 
of the “‘Hillbilly’’ reception committee. 

5. Julius Kahn, David Kahn, Inc.; Charles Underwood, Fulton Specialty 
Co.; C. C. Shee, Oakville Co.; Mrs. Harold Whittemore; Bill Gold- 
berg. David Kahn, Inc.; Lou Tavernier, Fulton Specialty Co. 


6. Harry Heyman, Eagle Pencil Co.; W. G. Whittemore, American 
News Co.; Leo Solinger. Eagle Pencil Co.; John R. Davies, Moore 
Push Pin Co.; C. B. Hohmann, M. Hohner Harmonica Co. 

7. The ‘“‘Hillbilly’’ reception which served a noisy and amusing wel- 


Manufacturers, he said, owe it to the wholesalers to 
enable them to build profitable volume. He stated that 
the manufacturer should not only give over to the 
wholesaler business from scattered small dealers which 
he cannot handle profitably, but let the wholesaler 
have the larger dealers as well, including department 
stores and others which buy in quantities 

“Sales Promotion” or “Fundamentals of Selling” was 
covered by H. J. Kleefisch, manager of sales promo- 
tion for the Cupples Company, St. Louis, Mo. Extracts 
from Mr. Kleefisch’s address will be presented as a 
special article next month. 

The first afternoon session opened with a continued 
analysis of the Nichols Survey as relating to manage- 
ment and overhead in relation to sales. H. G. Horder, 
of Associated Stationers Supply Company, spoke on 
“Keeping Step with the March of Time.’ 


Wielandy, former president. 
Co.; M. G. Pierpont. 
arry Yager, member of 


man, convention committees; Paul ]. 
W.S.A., all three with Blackwell-Wieland 
Loewy Drug Co., Inc., retiring president; 
golf committee. 

9. E. C. Vevier. Loose Leaf Metals Co.; Carlyle Feldman, Feldco Sys- 
tems; E. A. Koelling. Loose Leaf Metals Co. 

10. Standing: S. Terstegge. R. T. Gemmell, H. J. MacNeill, Binney & 
Smith Co.; H. L. Chandler, Adams, Cushing & Foster, Inc.: E. T. Mac- 
Intyre, Defiance Sales Corp. Seated: J. P. Moriarty. E. Morrison Paper 
Co.; Arthur Osborn, Osborn Paper Co. 

ll. Jim Bradley, Charles M. Higgins & Co.; Fred Pitt, Wilson-Jones Co.; 
Izzy Voda. Wallace Pencil Co.; Harry Chandler, Adams, Cushing & 
Foster, Inc.; Abe Keller. Wilson-Jones Co.; Gene Mitchell, manu- 
facturers representative. 

12. George Griffith, Noesting Pin Ticket Co.; Bob Sainberg, Sainberg 
& Co.; Lou Tavernier, Fulton Specialty Co.; Rube Baxter. manufac- 
turers representative: Harold Whittemore, secretary. W.S.A.; R. N. 
Vail. Vail Mig. Co.: M. G. Pierpont. Loewy Drug Co.., Inc., Baltimore. 


A sales promotion forum followed. It was conducted 
by Secretary Whittemore who spoke on the association 
publication “Modern Retailing” and its dealer service. 
He reported that 54,761 dealers were using “Modern 
Retailing.” The association’s dealer service program 
was explained by charts which Mr. Whittemore had 
prepared for the occasion. The forum was completed 
by David Manley, editor of Modern Stationer and asso- 
ciate editor of Modern Retailing, with suggestions for 
the future in which he told of plans for a new associ- 
ation or foderation of the wholesalers’ dealer cus- 
tomers. 

The second day started with two group conferences— 
one by the wholesalers and one by manufacturers. 
The wholesalers considered ways to apply recommen- 
dations from the Nichols Distribution Survey and also 
ideas on putting over the dealer confederation plan 











presented by Mr. Manley. The manufacturers dis- 
cussed fractional discounts to wholesalers and methods 
of being of greater help to wholesalers in the distri- 
bution of the manufacturers’ product. 

The second afternoon session began with a discus- 
sion on “The Salesman’s Attitude and Impression.” 
This was a review of questionnaire reports received 
from wholesalers’ salesmen by Secretary Whittemore. 

The principal business on the third day was the 
election of officers. David Koeller, Jr., of Blackwell- 
Wielandy Company, first vice-president, was moved up 


OFFICE APPLIANCES 


VISITORS TO THE WHOLESALE STATIONERS CONVENTION. 


1. Mrs. D. Koeller, Jr.; Murray Vernon, S. E. & M. Vernon, Inc.; 
Mrs. C. F. Schwarz; Mrs. Melvin Pierpont:; Mrs. M. Wittelshofer: 
Mrs. William Lipner; Frank H. Wielandy. Blackwell-Wielandy Co.; 
Mrs. E. B. Baehr; Harry Horder, Horder’s Inc.; Mrs. H. C. Whitte- 
more; Paul J. Wielandy, Blackwell-Wielandy Co. 

. Mrs, William Lipner, Mr. Lipner, Koh-I-Noor Pencil Co. 

. Frank Palmer, Levison & Blythe Mig. Co. 

Tom Emerson and V. J. Riley, The Wahl Co. 

. Fred Christensen, S. E. & M. Vernon, Inc.; Harry Horder. Horder’s 
Inc., Chicago, who seems to be getting it in the neck with Murray 
Vernon, S. E. & M. Vernon, Inc., sanieing the pressure. 

6. J. L. Musgrave, W. A. Sheaffer Pen Co.; William Schmiederer, 
Buxton & Skinner Ptg. & Staty. Co., St. Louis. 

7. }. P. Moriarty, E. Morrison Paper Co.; Mrs. Moriarty: E. J. Huott. 
Frank A. Weeks Mig. Co. 

8. Elmer Krumwiede, Art Steel Co., and G. J. Aigner Co.; Robert 
Wood, Esterbrook Steel Pen Co. 

9 Esterbrook Steel Pen Co.; 
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. H. L. McFarlan, Irving Levy. Art 


Steel Co. 

10. B. McDowell, Pelouze Mfg. Co.; Frank Hughes. Automatic Pencil 
Sharpener Co.; Tracy Higgins, Charles M. Higgins & Co. 

ll. Dave Manley, Modern Stationer; E. M. Berry, Loring. Short & 


Harmon. 

12. Roy Purdy, Tuttle Press Co.; Ray Weissenborn, General Pencil Co. 

13. Mrs. William Lipner; F. Underwood, Fulton Specialty Co.; 
Mrs. Underwood; Mrs. F. Warman, Harley Wantz and Mrs. E. 
Macomber, Skinner & Kennedy Staty. Co., St. Louis. 

14. Lou Wingert. General Pencil Co. and Defiance Sales Corp.; 
Willard A. Cunningham, Butler Bros.; Arthur Bingham, Boorum & 
Pease Co.; Ted Barthel. Boorum & Pease Co.; J. L. Musgrave. 
W. A. Sheaffer Pen Co. 


to the office of president, succeeding Mr. Pierpont, who 
held the office for two years. 

The place for the next convention was left open, to 
be decided by the executive committee later. 

Most enjoyable weather prevailed throughout the 
convention. The following morning a persistent rain 
set in. Paul Wielandy was inspired after the conven- 
tion to write the following verse: 


“The Guardian Angels who live in the moon, 
Mourned over the Convention ending too soon, 
They shed heavy tears when the guests left by train 
It drenched our city and we called it rain.” 


The reception committee was on the job Sunday 
morning, a day before the convention was to open. 
Dressed as “hillbillies,” the members of the committee 
were at the Union Depot where they met a large dele- 
gation from New York. The reason given for the “hill- 
billy” welcome was that some of the eastern people 
thought in the West it was customary to kill an Indian 
before breakfast and the special attire was thought 
particularly appropriate. Some of the New Yorkers 
were taken by Paul Wielandy in a horse surrey several 
miles from the railroad station to the hotel, which is 
opposite Forest Park. Some played golf Sunday after- 
noon. Almost everyone participated in the birthday 
party for Mr. Wielandy Sunday evening. 

Monday evening the visitors were taken in private 
cars and buses to the municipal opera in Forest Park, 
where they had an opportunity to hear “Rose Marie’”’ 
presented by a cast of ninety-two, with the orchestra 
of fifty pieces. 

On Tuesday evening the party had a ride on the 
Mississippi River, a plate supper being furnished on the 
boat. The trip was delightful. 

The annual golf tournament was held Wednesday 
afternoon, June 7. It was held at Meadowbrook Coun- 
try Club. Numerous prizes were awarded. 

Special entertainment was provided for the ladies. 
On Monday they went to the St. Louis Zoo, the Art 
Museum with the huge equestrian statue of Louis IX 
of France, after whom the city was named, in the 
foreground; the Jefferson Memorial with its Lindbergh 
trophies, and other points of interest. Luncheon was 
served at Glen Echo Country Club. 

Tuesday afternoon was given over to a sightseeing 
trip. On Wednesday many of the ladies and some of 
the men not playing golf visited the Anheuser-Busch 
Brewery. For the evenings one program was provided 
for all, the ladies joining with the men in all evening 
activities. 
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WIS-ILLERS RAINED OUT AT FIRST GOLF MEET 


Despite the occasional threat of rain in the skies 
on Wednesday, June 21, sixty stationers and manu- 
facturers’ representatives registered for golf at the 
first Wis-I1l Club tournament of the year, held at the 
Westward Ho Golf Club. In the early afternoon, the 
weather cleared sufficiently to convince the golfers that 
finishing eighteen holes would be a pleasurable cinch. 
Ere long the clouds gathered, the thunder rumbled, 
lighting flashed and the rains fell. The record for the 
day was sixteen holes played by some early birds. 

Clothes got wet but spirits could not be dampened. 
Various types of indoor sports were indulged in until 
dinner was served at six-thirty. The genuine golfers 
stuck their heads out-of-doors at regular intervals in 
hopes that the rains had moderated. None, however, 
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had the courage to brave the elements again. 

Twenty-four members of the industry who had 
secured advance information concerning the weather 
arrived at the club in time for dinner. Following the 
meal, Herb Walsh, president of the Wis-Ill Club, intro- 
duced A. C. Van Horne, chairman of the outing com- 
mittee. Van in turn presented the members of the 
committee, George Cormack and Gordon Kickels. He 
also introduced those hard working non-golfers, Tom 
Gillice and Ray Eichenlaub, secretary and treasurer, 
respectively, of the Wis-Ill Club. 


Because no player finished eighteen holes, the com- 
petition for the Wis-Ill Club cup was declared void. 
It was announced that another tournament would be 
held later in the year when it was hoped that weather 
conditions would permit competition for the trophy. 





SOME SHOTS BEFORE THE DELUGE AT THE WIS-ILL CLUB GOLF TOURNAMENT. 


1. Charles F. Underwood, Fulton Specialty Co.; L. O. Rose, National 
Blank Book Co.; Irving Anderson, Chandlers, Inc.; Clark Roland. 
Marshall Jackson Co.; Gordon Kickels, The Globe-Wernicke Co.; 
W. L. Schuster, Utility Supply Co.; John Smythe, Andrew Geyer, 
Inc.; J. Czarnecki, guest; Bill Smith, Ace Fastener Corp. 

2. W. G. Pankonin, and J. Femal, Ace Fastener Corp.; Benny 
Allen, American Pencil Co.; R. L. Larson and Wm. F. Weber, Ace 
Fastener Corp.; Roy Geyer. guest; Clarence Hinkle and Ernie Lund, 
Englewood Blueprint Shop. 

3. John Uden, Boorum & Pease Co.; B. J. Powell and Ralph Maneval, 
A. W. Faber, Inc.; A. C. Holt, guest. 

4. A. C. Van Horne, Eberhard Faber Pencil Co., chairman of the outing 
committee. 

5. Roy Kirk, Office Supply Co.; Al Baugher, Carter’s Ink Co.; Dun- 
can Conklin, Boorum & Pease Co.; Art Olsen, Cless O. Burras 
Stationery Co. 

6. Walter Snelling, Horder’s Inc.; Frank Ryan, manufacturer's repre- 


sentative; Peyton Barkley, C. L. Barkley & Co. 

7. Ray Eichenlaub, Service Steel Products Co.; Tom Gillice, Rock- 
well-Barnes Co.. who functioned in their usual capacities as 
handlers of finances and records. 

8. A. J. Peters. Horder’s Inc.. Bob Overend, Eagle Pencil Co.: S. W. 
MacDonald, Commercial Stationery Co. 

9. Jerry Johnson. Chandlers. Inc.; George 
Co.; Elmer Krumwiede, G. J. Aigner Co.; A. 
Inc.; Herb Walsh. Southworth Paper Co. 

10. Charles A. Hofstetter, Ace Fastener Corp.; S. Hurtig, Wicker-Park 
Stationers. B. Feldstein, Western Bank & Stationery Co.; M. 
Rosenthall. Wicker-Park Stationers. 

ll. Harry Sturdevant. Ace Fastener Corp.: Charles Ziesk, Stevens. 
Maloney & Co.; George Aigner. G. J. Aigner Co. 

12. George Herrmann, The Heyer Corp.; C. H. Carlson. Horder’s, 
Inc.; Al Skibbe. Associated Stationers Supply Co.; Jack Johnstone. 
Wallace Pencil Co. 


Cormack, Wilson-Jones 
Kutok, Chandlers, 





Fifth Regional Meeting at Louisville 


Leonard is New District Governor—Large Crowd Wel- 
comes Garvin and Hampton—Delegates Make Record 


Attendance at Business Sessions 


Stationers from the fifth district N.S.A. gathered at In commenting on the business man’s office, Mr. 





Louisville May 25 for their annual two-day meeting. 
A year before in Cleveland Governor William P. Kelly 
made the statement that “We in Louisville enjoy life.” 
He and his committee made life enjoyable for all who 
were present. 

A welcome on behalf of the city of Louisville was 
extended by Palmer Van Arsdale, substituting for the 
mayor who was away on city business. Harold 
Hampton, president of N.S.A., spoke on the “Future 
Outlook for the Commercial Stationer.” General Man- 
ager Charles P. Garvin, delayed because of the merger 
of a train and an automobile, arrived in time to pre- 
sent his address, “Malice in Wonderland.” Golds- 
borough Robinson, an accountant and engineer, pre- 
sented “A Statistical Approach to the Improvement 
of Marketing Performance.” He put important man- 
agement facts in a humorous style. Each person 
present was given a pamphlet of eighteen or twenty 
drawings to illustrate the points in his talk, one of 
the principal subjects of the illustrations being the 
well-known bull, Ferdinand. 

The first afternoon session was a closed one for 
dealers only. The first talk was “Prestige or Profit, 
Which Shall It Be?” by E. R. Kochheiser of the Charles 
Ritter Company, Mansfield, Ohio. Mr. Kochheiser is 
an eloquent speaker with sound ideas on the merchan- 
dising of office equipment and supplies. Other sub- 
jects were covered in open discussion followed by a 
summary by Mr. Garvin. 

Governor Kelly presided at the banquet which was 
a most enjoyable event. Jack Kuresman of the Pouns- 
ford Stationery Company, of Cincinnati, acting on 
behalf of Mr. Pounsford, presented a beautiful bouquet 
of pink and white peonies and red poppies to Mrs. 
Kelly. The flowers were from Mr. Pounsford’s own 
garden. 

On the second morning the Indiana State Station- 
ers Association had a breakfast meeting. A similar 
one was held by the Ohio stationers. The day’s pro- 
gram started with Herb Walsh, president of the Wis- 
Ill Club, talking on “The Traveling Man and His 
Problems.” President Hampton and General Manager 
Garvin followed with their dialogue, “Talking It Over.” 
A. R. Skibbe, sales manager, Associated Stationers 
Supply Company, gave his illustrated talk, “As the 
Public Sees Your Business Through Your Window Dis- 
plays.” With his pictures he got over excellent ideas 
on window display which every dealer can use to 
advantage. 

John Millar, vice-president of Stow & Davis Furni- 
ture Company, presented an excellent address entitled, 
“Golden Opportunities.” 

As an introduction, he pointed out to his audience 
that the potential demand for good office furniture 
in this country is tremendous, also that the market 
can be successfully tapped only with the use of in- 
telligent salesmanship on the part of the dealer and 
his sales staff. In this connection he urged the dealers 
to send their salesmen to the factory for a few days 
so that essential information might be acquired there 
“How,” asked Mr. Millar, “can a dealer’s salesman 
discuss the subject of office furniture unless he knows 
the facts? Unless the salesman has these technical 
facts he is too prone to resort to price as a selling 
tool.” 


Millar said that an attractively appointed, comfortably 
furnished office was the sign of successful business 
and the sales appeal to the executive should empha- 
size the value of getting the better things out of life, 
things that every business man has worked for and 
to which he is rightfully entitled. 

During the address a number of large scale office 
furniture installations were listed, indicating again the 
potentialities and promise in this field. The speaker 
also passed out,a quantity of reprints from “American 
Business” which describes and illustrates in detail the 
“World’s Most Modern Office,” the new home of the 
S. C. Johnson & Son, Inc., Racine, Wis. The designer 
is Frank Lloyd Wright. 

The final session opened with Charles G. Conso- 
dine, vice-president of N.S.A. last year until he re- 
signed to enter another field, talking on “The 1939 
Patriot.” It is time, he said, to get a real patriotic 
organization. Prosperity and goods go hand in hand 
with happiness. They do not come from price cutting, 
bringing out the point that price cutting works against 
the best interests of all and is not patriotic. Bidding 
against one another on prices, he said, is dangerous. 
Real competition is not with other dealers in the same 


ON OPPOSITE PAGE—OFFICERS, DELEGATES AND FLOWERS AT 
THE FIFTH REGIONAL MEETING. 


General Manager Charlie Garvin. 


1. Talking over last year’s tours. 
]. C. Consodine 


President Harold J. Hampton; Charlie Consodine. 

Co.; Harry Nichols, Weis Mig. Co. 

. Russ Thompson. of the Anderson store of Decker’s, Inc. 

. Seated: Mrs. M. J. Bisig: Margaret Clines, Office Equipment Co.; 
Mrs. J. William Spanyer, all of Louisville. Standing: George Litch- 
field, Jasper Chair Co.; M. J. Bisig. J. W. Spanyer and E. J. 
LeBlanc, all Office Equipment Co. 

4. Ken Boyer. Newell B. Newton Co., Toledo, and John Duncan and 
William Block. Victor Safe & Equipment Co., in a serious con- 
ference. 

5. Herb Walsh holding his audience! Herb Walsh. Southworth Co., 
with gun in hand; Frank Von Ritter, Stationers Loose Leaf Co.:; 
Folger Fellowes, Bankers Box Co.; Skibbe, Associated 
Stationers Supply Co.; Hy Linden. Ace Fastener Corp.; Bill Smith. 
Ace Fastener Corp., seated: Ralph Henriques, Bates Mig. Co.; 
H. A. Mohrdieck, Associated Stationers Supply Co.; Paul Cheney. 
Southworth Co., seated. Herb was first speaker on the program 
for the second morning. At the appointed hour only travelers 
were present, Indiama and Ohio dealers being busy at breakfast 
meetings. 

6. Seated: Carl Denzer, C. F. Denzer Co., Sandusky. Ohio; H. P. 
Frederick. All-Steel-Equip Co.; C. W. (Neal) Leonard, Leonard & 
Co., Detroit, governor-elect. Standing: W. R. Diehl, Jr.. Diehl 
Office Equipment Co., Columbus; Paul Hooker. Decker’s, Inc., 
Lafayette, Ind.; Charles E. Hess, All-Steel-Equip. Co. 

7. From an old tintype. General Manager Charlie Garvin seated: 
Harry Nichols, Weis Mig. Co., and Charlie Consodine. J. C. Con- 
sodine Co., all three members of last year’s NSA troupe. 

8. Jim Dryden. Redeker & Dick. Inc., Cincinnati; Herman Shade, 
George G. Fetter Co., Louisville. 

>. Beautiful basket of peonies and red poppies given Mrs. Kelly by 
Mr. Pounsford. 

10. T. Carl Smith. Columbus Blank Book Co; Fran» Von Ritter, Sta- 
tioners Loose Leaf Co.; Charles Lipman. George B. Graff Co. 

ll. H. O. Praetorius. John P. Morton & Co.; Mrs. Hilda Michot, Louis- 
ville Convention Publicity League; Alexander Lewis, Lewis & 
Parsons Co.; V. E. Teeter (standing), John P. Morton & Co.; Mrs. 
Lady King. Louisville Convention Publicity League: Ray Eichen- 
laub, Service Steel Products Co. 

12. Howard Decker, Decker’s Inc., Lafayette, Ind.; Paul Hooker and 
Art Fontaine. also Decker’s. Inc.; Andy Kienly, Royal Typewriter Co. 

13. Seated: Mrs. Tom Riendl, Detroit: Mrs. H. C. Dick. Cincinnati. 
Standing: H. C. Dick. Redeker & Dick. Inc., Cinc’nnati: Tom Riendl. 
Peerless Key-Imverial Mig. Co.; E. ¥’. Haller. F. S. Webster Co.; 
M. A. Buffo, Office Equipment Co., Canton. Ohio; Bill Beyer, Ox- 
ford Filina Supply Co. 

14. Mr. and Mrs. Jack Kuresman. Pounsford Staty. Co., Cincinnati. 

15. Seated: Mrs. Ronald Tope. New Philadelphia. Ohio; Cap Evans. 
manufacturers representative; Mrs. Claude Allen. Youngstown. 
Ohio. Standing: Ben Stapleton. Transylvania Ptg. Co., Lexington. 
Ky.; Ronald E. Tope, The Tope Book & Office Suoply Co., New 
Philadelphia. Ohio; William Diehl, Jr.. Diehl Office Equipment Co., 
Columbus; Claude Allen. The General Fireproofing Co. 
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ON OPPOSITE PAGE, MORE SNAPSHOTS FROM FIFTH REGIONAL 
MEETING 


1. Seated: Jack Kuresman. Pounsford Staty. Co., Cincinnati; Charles 
T. Boone, Boone Bros., Louisville; A. R. Skibbe and Jack Lydiard, 
Associated Stationers Supply Co. Standing: Bill Lipner, Koh-I-Noor 
Pencil Co.; Joe Holmes, Frank Mashek & Co.; Ed Manning, Stein 
Bros. Mfg. Co.; George Aigner. G. J. Aigner Co.; Harry Short, 
Oakville Co. and Columbian Art Works Co.; Bob Vojta, Frank 
Mashek & Co. 

2. Seated: R. N. Thomas, The B. L. Marble Chair Co.; Ronald Tope, 
The Tope Book & Office Supply Co., New Philadelphia, Ohio; 
Claude Allen, The General Fireproofing Co.; D. L. Burns, Mans- 
field Typr. & Office Supply Co., Mansfield, Ohio. Standing: Dorn 
Crile and M. A. Buffo, Office Equipment Co., Canton. 

3. R. R. Hen - Columbia Ribbon & Carbon Mfg. Co.; H. O. 
Praetorius, fo P. Morton & Co., Louisville; Harry Morton, Indi- 
sosouns Office Supply Co.; Carl Land, Columbia Ribbon & Carbon 

g. Co. 

4. Harry Balch, Quality Park Envelope Co.; M. L. Rudin, American 
Writing Machine Co.; Charles Hess, All-Steel-Equip Co. 

5. Paul Hooker, Decker’s, Inc., Lafayette, Ind., president, Commercial 
Stationers Association of Indiana; J. O. Henderson, J. O. Henderson. 
Inc., Bloomington, vice-president and treasurer of the Indiana 
association; W. B. Brass. W. C. Brass & Associates, director. 

6. William Kelly, Pat O’Connor, Norman Watts and Al Gorman, Office 
Equipment Co., Louisville; Bob Pearce, Electric Blueprint Co., 
Louisville. 

7. Mark Peacock, Lincoln Paper Co. 

8. W. J. Black, Domore Chair Co. 

9. Seated: Mrs. J. Kuresman, Cincinnati; Mrs. E. L. Thompson and 
Mrs. T. Carl Smith, Columbus. Standing: George Wolcott and 
Matt Dimmitt, Wilson-Jones Co.; Jack Kuresman, Renantenh Staty. 
Co., Cincinnati; Tommy Thompson, Eagle Pencil Co. 

10. Robert Kochheiser, E. R. Kochheiser. Charles Ritter Co., 
field, Ohio. 

ll. A serious conference. General Manager Charlie Garv'n, Former 
Governor Ken Boyer, Newell B. Newton Co., Toledo; Ed L. Little. 
Wabash Cabinet Co. 

12. Jim Bradley, Charles M. Higgins & Co. 

13. Seated: Norman Watts, Office Equipment Co., Louisville. Stand- 
ing: Bob Pearce, Electric Blueprint Co., Louisville; Dixie Carroll. 
Eberhard Faber. 

14. Seated: Mrs. Norman Watts and Mrs. Pat O'Connor. Standing: 
Lou Wingert and Ray Weissenborn, General Pencil Co.; Pat O’Con- 
nor, Office Equipment Co., Louisville. 

15. Seated: Bert Eadon, C. Howard Hunt Pen Co.; John Duncan. Victor 
Safe & Equipment Co. Standing: H. L. Sime, Office Appliances; 
J. I. Kautz, Kautz Staty. Co., Indianapolis; Harry Shockley, The 
Bramwood Press, Indianapolis; G. E. Nelson, Joseph Dixon Cru- 
cible Co. 

16. Seated: William Willson, Jr., and Clifton W. Tatum. Standing: 
J. L. Thomason, Bob Norton, Andy Willis, Ben Stapleton, all Tran- 
sylvania Ptg. Co., Lexington, Ky. 

17. Governor William Kelly in conversation with R. H. McGowan. 
Shaw-Walker Co. 

18. A. C. (Chet) Harper, John Tamany and Steve Stout, Boorum & 
Pease Co. 

19. George Litchfield, Jasper Chair Co.; S. R. (Cap) Evans, manu- 
facturers representative; Jim Wallace, Jasper Office Furniture Co. 

20. William Kelly. Office eet Co., Louisville; Norman Gerth, 
Imperial Desk Co.; H. . DeRuiter and John Millar, Stow-Davis 
Furniture Co.; E. J. LeBlanc, Office Equipment Co., Louisville. 

21. Seated: Mrs. Claude Allen and Mrs. Harry Anderson. Standing: 
Claude Allen, The General Fireproofing Co.; Harry Anderson, The 
Globe-Wernicke Co. 

22. Harry Shockley. The Bramwood Press, Indianapolis; Steve Stout. 
Boorum & Pease Co.; Harold Hampton, president, NSA; Jim Dryden. 
Redeker & Dick, Inc., Cincinnati. 


Mans- 


field but with other industries for the consumer’s 
dollar. 

Next was W. J. Black, vice-president of Domore Chair 
Company, whose subject was “Can the Stationer Sell 
Specialties?” He mentioned briefly his experience of 
thirty-odd years in office furniture and his father’s 
as far back as 1890 when he was associated with 
O. H. L. Wernicke. He answered the question, “Can 
dealers’ salesmen sell specialties?” by asking, “Will 
dealers’ salesmen sell specialties?’”’ He said it is largely 
a matter of selecting the right men and providing 
proper training. He told of the president of his own 
company who earlier as a dealer took on a number of 
specialties. Specialties were assigned to different sales- 
men and each of these salesmen was specially trained. 
The results were good. He recommended that dealers 
avail themselves of training provided and offered 
by the manufacturer. The dealer’s salesman properly 
trained is lifted from the order taker class and builds 
prestige for himself and his firm. 

James Dryden, secretary of the Cincinnati Stationers 
Association, spoke on a general catalogue service for 
the stationer. With the salesman’s productive hours 
limited, advertising is necessary and the best advertis- 
ing is a well prepared catalogue. The dealer who can- 
not print his own might use a stock catalogue. He 
mentioned sources from which stock catalogues can be 
obtained. A mailing list, he stated, could be kept at all 
times and used frequently. 
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The Bates Manufacturing Company picture, “It’s the 
Little Things That Count,” came next. C. H. (Jack) 
Johnstone, Wallace Pencil Company, gave his address, 
“The Traveler as Your Assistant.” 

C. W. Allen, district manager, The General Fireproof- 
ing Company, spoke on “Metal Furniture from the 
Dealer’s Standpoint.” He referred to the office as a 
work shop or manufacturing plant with more than 
seventy-five per cent of its needs supplied by office 
equipment and supply dealers. The dealer is interested 
in markets, turnover, inventory, profits. In the evolu- 
tion from oldtime storekeeper to alert merchant he has 
learned the advantages of certain major lines of metal 
furniture. In considering the sale of metal furniture 
the dealer should bear in mind the breadth of line, the 
dealer’s ability to sell, the manufacturer’s ability to 
produce, the size of the market. 

Twenty-five years ago, he stated, only files were 
made of steel. A complete line today must include 
filing cabinets, desks, shelving, storage cabinets, etc. 
Shelving, he said, is fourteen per cent of the metal 
furniture field. Every dealer should select a broad line 
and feature it exclusively. Dealers should work closely 
with territorial representatives of manufacturers. They 
should have sales meetings at least once or twice a 
month. Few dealers or salesmen know their markets 
as well as they should. The dealer must have an out- 
side sales force large enough to cover the market. 
Manufacturers, he said, have made dealers metal 
conscious. He stated that larger steel furniture manu- 
facturers are doing a better job of helping dealers 
through sales promotion efforts than any other class 
of suppliers. He expressed his opinion that more metal 
furniture will be sold in the next five years than in 
any other period of our history. 

Speaking of prospects, he stated, they were divided 
into four groups—established offices ready for expan- 
sion, new business concerns, public offices, and replace- 
ments, with the last named considered the largest 
potential. 

Mr. Garvin in his summary of the meeting and the 
business outlook said that somewhat better business 
should be expected during the next few months. Mr. 
Hampton expressed his thanks for the district’s sup- 
port during his two years as president of the national 
association and two years preceding as regional gov- 
ernor. 

C. W. (Neal) Leonard of Detroit was selected as 
governor for the ensuing year. Indianapolis was de- 
cided upon as the place for next year’s convention. 


G-ditidhnittieaiiies 
CANADA STATIONERS MAKE CONVENTION PLANS 


Taking as their inspiration the slogan “Better Busi- 
ness Building,” several committees have begun work 
on plans for the third annual All Canada Stationers 
convention to be held in Toronto on October 2, 3 and 
4, under the auspices of the Stationers Guild of Canada. 

Heading the convention committee as general chair- 
man is H. F. E. Kent of W. J. Gage & Company, Ltd. 
Backed up by a thorough understanding of convention 
plans and ably assisted by an active group of commit- 
teemen, Mr. Kent is lining up a series of profitable 
business sessions with exacting attention being given 
to the selection of speakers. 

Still another committee is turning its entire atten- 
tion to the Manufacturers’ Exhibition, a featured busi- 
ness show which has been a principal factor in 
previous conventions of the Canadian stationers. Res- 
ervations are being taken early and it is expected that 
the participation of a large number of American man- 
ufacturers will lend an international aspect to the 
three-day meeting. 

Tentative plans for the entertainment of delegates 
and their ladies include an evening banquet with 
dancing and entertainment, a golf tournament and a 
sightseeing program for the ladies. Convention head- 
quarters will be the Royal York hotel. 
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Third Regional Meeting Held at Atlantic City 


Thomas Re-Elected Governor—1!940 Convention to Return 
to Atlantic City—250 at Banquet Sets Record 


Atlantic City, known as the convention headquarters 
of the world, provided the greatest convention in the 
history of the third regional district of the National 
Association, on June 16 and 17 at the Claridge Hotel. 
There was a registration of 196, of which sixty per 
cent were dealers, forty per cent manufacturers, 
approximately. The total attendance at the gathering, 
including those who came to attend the banquet Satur- 
day night, was close to 250. 

The “Gay Nineties” Party of the Penn-Mar-Va Trav- 
elers’ Club on Friday night was the unique feature of 
the meeting, from the entertainment standpoint. The 
waiters, with their aprons and trays as we saw them 
in the olden days, and their curly mustaches, and 
other adornments, recalled the golden days of youth. 

Governor Thomas appointed as a convention com- 
mittee for 1940, Russell Ashley, chairman; A. M. 
Marquis, Archer Gibbons, Ed Moore, Stanley Woodruff, 
John Kerns and Charles C. Gee. W. P. Rhenihardt 
William Stockett, A. W. Gill (chairman), Edward Hoff- 
master, Joseph McConnell and R. Wilcox were named 
a nomination committee, and Dan. Smith, Jr. (chair- 
man), Woodson Waddy, H. E. Bosworth, A. W. Williams 
and Dave Price, a declaration committee. 


The governor called on Dan Smith, Jr., of the Sprint 
& Smith Printing Company, Williamsport, Pa., to speak 
to the meeting on “Competitive Conditions.” Mr. Smith 
stated that as problem number one in the stationery 
he placed the lack of good salesmen. He said there 
were too many poor ones. He admitted that once upon 
a time he thought he could make salesmen, but he 
was now inclined to the belief that “salesmen were 
born and not made.” 

Mr. Garvin then introduced Rhys Llewellyn, regional 
governor of District No. 1, whom he designated as a 
practical man, and to whom he expressed his thanks 
for coming to the meeting and taking part. The 
subject given Mr. Llewellyn was “The Flowers that 
Bloom in the Spring.” 

Mr. Llewellyn stated that he was going to talk about 
flowers that are perennial, and these are prospects. 
No one of you ever saw an Office that did not offer 
prospects if you were sincerely looking for them. 


He gave several illustrations of incidents in his own 
selling to bring home the points involved. He advo- 
cated having something definite to say, and saying 
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it. Opportunity for the customer’s advantage are 
ever-present if we but see them, and salesmen must 
be versatile and ready to meet conditions as they 
develop if we are to sell successfully. 

The meeting was next addressed by Mr. Garvin, who 
spoke on the subject, “The Stationery Business Is a 
Good Business.” Mr. Garvin said he had proof to 
establish the case of the subject he was talking on. 

This business, said Mr. Garvin, next to food and 
clothing, is the most essential business in existence. 
The general condition of the business over a period 
of years has improved materially. 

Following Mr. Garvin, the meeting was turned over 
to the Penn-Mar-Va Travelers to handle the subject 
of “Sales Helps.”’ Mr. John Kerns, of the Stationers’ 
Loose Leaf Company, took charge of the direction of 
this part of the program, stating that it was a diffi- 
cult spot to be in to follow Mr. Garvin, but that the 
travelers were accustomed to tough problems and they 
would carry on. The first one to address the meeting 
was Dave Price of the Eagle Pencil Company, who 
spoke on the “Dollars and Cents Value of Sales Meet- 
ings with Dealer Men.” Said Mr. Price apart from 
the increased sales of any one item as a result of 
such meetings, what was far more important was the 
educational value of the meetings. The manufacturers’ 
salesman is the most important man in the dealer 
contacts. 

John P. Dyer, Acco Products, Inc., the next speaker, 
called attention to the value of consumer missionary 
work done by traveling salesmen representing manu- 
facturers. He referred to the fact that he started 
his sales career under Mr. Garvin, and gave some 
instances of his early experiences under Mr. Garvin’s 
direction. 

“Summer Selling” 

Lynn Carter of Columbia Ribbon & Carbon Com- 
pany, was the next speaker, and he talked particularly 
on the question of “Summer Selling.” “Within three 
weeks we will have the last half of the year before 
us,” said Mr. Carter, “and it is a delusion that causes 
summer to be considered as a let-down period.” 

H. C. Hooks of the Moore Push Pin Company, used 
as his subject “Should the Manufacturers’ Salesman 
Take the Dealers Stock and Write Up His Orders.” 
He took the ground that he was heartily of the belief 
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HIGH JINKS PROVIDED BY THE PENN-MAR-VA CLUB AT THIRD REGIONAL MEETING. 


1. Two of the Floradora sextet with Harry Lauder on Traveler's Night 
by members of the Penn-Mar-Va. (L to R) Burt Brewster, Boorum 
and Pease; Bob Gemmel, Binney & Smith; Ned Bayron, Eberhard 
Faber. 

2. Take ‘em off, boys, we know you. Or maybe we don’t! Service 
provided by Penn-Mar-Va-ites, with aprons and foliage of the old- 
time bartender. Bow ties. hair oil and all. 

3. Some more Floradora belles. (L to R) Paul Gundaker, S. E. & M. 
Vernon; Jack Emhardt, Columbia Steel Equipment Co.; Millard 


that salesmen should do so, supporting his theory on 
the ground that the manufacturers’ salesmen sell the 
dealer all, or a part, of his line and knows what is 
and what is not selling. 

The next speaker was Millard Jackson of the Joseph 
Dixon Crucible Company, who took up the question 
“What to do with the Price Cutting Dealer.” 

The first speaker at the evening session was Elisha 
Waterman of the L. E. Waterman Company of New 
York, who spoke on the subject “Advertising for the 
Stationer vs. Advertising to the Stationer.” 

No one knows as much about the stationer’s possi- 
bilities as does the manufacturer, said Mr. Waterman. 
The man who has to sell nowadays must be super- 
progressive at the present time. He wondered if the 
stationer had not reached the time when he must 
make a more modern appeal to the customer. 

The next speaker was Harold J. Hampton, president 
of National Stationers’ Association, who spoke on the 
subject of “Building Accounts and Holding Them.” 


Sanders’ Address 


The next speaker was H. S. Sanders, executive sec- 
retary of Stationers’ and Publishers’ Board of Trade of 
New York, who spoke on the subject “You Need a 
Thermometer in Your Business.” 

“Business is like the Florida Everglades,” said Mr. 
Sanders. “It is full of swamps, quicksand, and success 
depends on good management. Bad management is 
the principal cause of trouble in our business.” He 
quoted the fact that Dun & Bradstreet’s research 
indicated that twenty per cent of concerns go out 
of business every year, that eighty per cent of the 
business done is by retail concerns. He followed this 
by a brief review of the work done by the Stationers’ 


Jackson, Joseph Dixon Crucible Co. 

4. The Hawaiian “Pony” ballet. (L to R standing) George Harscheidt, 
National Blank Book Co.; Kip Edwards, Acco Products, Inc.; Herb 
Hooks, Moore Push Pin Co. (Seated) Ed. Moore, Dennison Mig. 
Co.; John Dwyer, Acco Products, Inc. 

5. Nearby electric fans blew some of the foliage away but the 
service continues unabated. ; 

6. (L to R) George England, Eberhard Faber, and Ed. Moore, Denni- 
son, waiting their cue to go on. 


and Publishers’ Board of Trade. 

The meeting was then adjourned for dinner fol- 
lowed later by the Penn-Mar-Va Travelers Club party 
in the Binnacle Room. 

The Saturday meeting was featured by the dialogue 
between Harold Hampton, president of the association, 
and Charles P. Garvin under the head of “Talk It 
Over” (which has been reported in previous issues), 
before the address began. 

The first speaker was David A. Hillstrom of Corry- 
Jamestown Manufacturing Corporation, who spoke on 
steel office furniture. 

Mr. Hillstrom confined his address to a description 
of the many uses to which steel is put today. He said 
that because steel has demonstrated its versatility and 
adaptability to the need of modern business, it has 
succeeded more and more in the manufacture of office 
furniture. Particularly, he said, he referred to “mod- 
ern” furniture. “By that I mean furniture to which 
nothing is added that does not serve a useful purpose.” 


Round Table 


Following Mr. Hillstrom’s address, the meeting was 
adjourned for luncheon, after which the session went 
into the Round Table discussion on various subjects. 

Upon a suggestion from the chair, there was a 
motion made, seconded and regularly passed to the 
effect that the present retail discount system as used 
is wrong. Herbert Stagg, of Hoskins, Inc., Philadelphia, 
then spoke on the subject of “The Dealer’s Idea of 
Manufacturer Distribution.” The speech which he 
read was prepared by his brother, Tom Stagg, who was 
unable to be present. It was to the effect that if it 
were possible to get stationers to band together for 
one definite purpose the problem could be solved 
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ON OPPOSITE PAGE.—Delegates, visitors and officials in attendance 

at the third regional pooies at Atlantic City. 

1. R. D. Raeder, R. Raeder Co., talks it over with Harold Hamp- 
ton, president of a N.S.A. 

2. C. Kip Edwards, Acco Products, Inc. 

3. A. W. Williams, president-elect, Penn-Mar-Va Club, receives qood 

wishes from Retiring President Stanley Woodruff They are of the 

Stationers Guild and the Weis Mig. Co., respectively. 

H. Hooks, Moore Push Pin Co. 

Dan Smith, Jr.. Smith Printing Co.. 

Llewellyn Co. 

John Kerns, Stationers Loose Leaf Co.; Mrs. E. Hoffmaster, Baltimore 

Staty. Co., E. Hoffmaster; H. V. Boswell, Macey Co. 

. Back row: Leon Banor, manufacturers representative: C. G. Wilcox. 

Modern Stationery Co., Baltimore; Mrs. C. G. Wilcox; Ralph 

Moulton, Victor Safe & Equipment Co.; Ben Grayson, Ace Fas- 
tener Corp. Front row: Mrs. R. H. Schmidt, Modern Stationery Co.; 
R. H. Schmidt just in the picture. 

8. Irving Levy. Art Steel Co.; Dave Price, 
Cy Lungren, F. S. Webster Co.; Ed. Moore. 

9. Joe Strauss, Automatic Pencil Sharpener Co.; Howard Sarders, 
Stationers & Publishers Board of Trade; J. M. Levy. Art Steel Co.; 
A. B. Abrams, Modern Stationer: W. J. Ridgeway. Esterbroo’: 
Pen Co. 

1G. Bill Block, Victor Safe & Ezuipment Co., meets Bill Block of 
Pleasantville High School. The lad was caddie for Bil Stockett 
(also in the picture) who introduced the two Bills. 

i. &. — Dennison Mig. Co.; Nelson Bushnell, Alvah Bush- 
nell Co. 

12. Burt Brewster. Boorum & Pease; R. L. Thomas, 

J. F. Emhardt, Columbia Steel Equipment Co. 

13. Charles Sinisgalli, R. Andrews Paper Co.; Mrs. Sinisgalli; 
Mark Kerna, American Lead Pencil Co.; Gene Rosenberry. Ameri- 
can Lead Pencil Co. 

14. Lynn Carter, Columbia Ribbon & Carbon Co.; 
Wahl Co.; Ben Josephson. B. Josephson Co.; 
Stationer. 

15. George Nitschke. Automatic Pencil Sharpener Co.; 
Lucas Bros.; Fred Yenni, Lucas Bros. 

16. Gene Dulaney, Boorum & Pease Co.; Charles Lipman, Jr., and 
hig dad, Charles Lipman, Sr., George B. Graff Co. 

17. Frank Shaner, Shaner & Knauer Co. 

18. E. J. Keeling, Art Metal Construction Co.; Howard Sanders, Sta- 
tioners & Publishers Board of Trade; E. R. Ashley. Ashley-McCormick 

Lester Rexrode, Ash- 


and Rhys Llowellyn, R. H. 


sa Ff we 


American Pencil Co.; 
Dennison Mig. Co. 


Lucas Bros.; 


Tom Emerson, The 
Jim Neary. Geyer's 


Albert Behn, 


Co.; J. W. McCormick, Ashley-McCormick Co.; 
ley-McCormick Co. 
19. Jerry McEvoy. Acco Products, Inc. 


properly. The present method of distribution he 
characterized as definitely not ideal or perfect. 

Charles A. Stott of Charles G. Stott & Company, 
Washington, D. C., spoke on the subject “Does It Pay 
the Dealer to Overbuy in Order to Obtain An Extra 
Discount.” Mr. Stott took the ground that goods well 
bought are half sold. He recommended that the 
dealer should not invest dollars and cents that do not 
move. 

R. D. Raeder of Robert D. Raeder Company, King- 
ston, Pa., spoke on the subject of “Type of General 
Catalogue Service for Dealers,” saying there was a need 
for catalogues, but the methods used in compiling 
them is difficult to decide. He expressed the belief it 
is possible for a manufacturer to have a catalogue 
page for dealers, with and without prices, and have 
these pages of standard size for sale to dealers who 
sell his line. 

The next speaker was Russell Ashley of the Ashley- 
McCormick Company of Bridgeton, N. J., who spoke 
on the subject of “How Can the Manufacturer Help 
the Dealer Promote Sales.” Mr. Ashley pointed out 
that the manufacturer can help train the dealer’s men, 
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and that there were two types of sales meetings: 
salesmen’s educational meetings and general organiza- 
tion sales meetings. He stated that the manufacturer's 
representative should know his line and the best way 
to sell it so as to be able to pass along to others the 
proper knowledge of the line sold. 

John Kerns of the Stationers’ Loose Leaf Company 
spoke on the subject “Should Manufacturers Offer 
Exclusives to Dealers.” Mr. Kearns stated that this 
question cannot be answered without considering all 
angles, and there are a varied group of angles. Some 
commodities can only be so handled, and generally 
are classed as specialties. Under these conditions the 
dealer can do a job if he will, and the manufacturer 
can protect him. 

The next speaker was Nelson Bushnell of the Alvah 
Bushnell Company of Philadelphia, who spoke on the 
subject “Discount Two Per Cent Ten Days.” Mr. 
Bushnell said he appeared at the end of the program 
where his subject properly belonged in accordance 
with the general practice in the field in regard to 
discounts. He then asked the question “Should the 
dealer who pays his bills promptly be penalized in 
favor of the man who fails to do this.” 

Jerry McEvoy of Acco Products, Inc., spoke on the 
subject: “Is It Fair to the Manufacturer to Have Mer- 
chandise Sent on Consignment.” The speaker said he 
understood that consignment seiling was once more 
prevalent than it is today in our field. He also stated 
that staple articles should not be sold in that manner. 
He indicated that some conditions might justify such 
procedure at times, and gave as an example of such 
a possibility, a situation where goods sell well in one 
district and not in another, which should attract as 
great volume of sales as the one in which they were 
successful. 

Thomas Re-Elected 

The Regional Governor then, as chairman of the 
meeting, called Russell Ashley, chairman of the com- 
mittee appointed to decide on the convention for 1940, 
whose report was unanimous that the fifteenth annual 
regional convention of the third district of the na- 
tional association be held in Atlantic City again. 

A. W. Gill was then called upon for a report of the 
nominating committee, and he reported the unanimous 
selection of Robert Lee Thomas, of Lucas Bros., Balti- 
more, Md., as governor for the coming year to suc- 
ceed himself. The nomination was voted upon favor- 
ably by acclamation. 

At the banquet, which was attended by approxi- 
mately 250 people, Mr. Garvin introduced Governor 
Robert L. Thomas, who expressed the hope that all 
those in attendance had enjoyed themselves. He 
also told his appreciation of the codperation of the 
Penn-Mar-Va Travelers Club in helping to carry out 
the meeting. 


“THIRD REGIONAL BANQUET, CLARIDGE HOTEL, ATLANTIC CITY 
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LEOPOLD COMPANY HOLDS ANNUAL DEALER 
CONVENTION 

Following the practice of previous years, The Leopold 
Company invited its dealers and dealers’ salesmen to 
be its guests at Burlington June 16 and 17 for a well 
attended sales conference. The sessions were held in 
a large display room in the Leopold plant. The pro- 
gram included sales presentations, interior decorating 
and technical information about the Leopold line. 

The first session was called to order by Sterling 
Lord, secretary of the company, who introduced Mayor 
Max Conrad. The mayor, formerly editor of a maga- 
zine on salesmanship, gave a hearty welcome to the 
visitors and gave a practical talk on selling. Two 
most important qualifications, he said, were a spirit 
of optimism and a spirit of tenacity. 

Carl Leopold, president of The Leopold Company, 
gave his own personal welcome. One of the best 
results of meeting, he said, is knowing one another 
better. A principal purpose, he said, was to increase 
office furniture business at a profit; another was an 
opportunity for the dealers to get better acquainted 
with the merchandise they are selling. 
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Frederic Leopold, vice-president of the company, 
spoke on Leopold manufacturing processes. The dealer, 
he stated, must have confidence in the product to 
make sales. The Leopold Company prided itself on 
uniformity and reliability of its wares. With a pedestal 
and other sections for illustrations he showed details 
of construction. He also showed the operation of the 
new drop front typewriter desk with extra clearance 
for knee room when the desk is closed. He explained 
other improvements, including new ones on pedestal 
desks and details of the Enduro top. 


See Operations 


Next the party divided into small groups and were 
shown all the operations in the manufacture of Leopold 
desks. 

After lunch Herman Cast of Cast Office Supplies, 
Inc., Wichita, Kans., spoke on “Business As I See It.” 
Business, he stated, is pretty good if you take advan- 
tage of the situation. Starting in December, 1937, he 
had good results in 1938 and to date this year has 
been ahead of last. He stated that he started with 
exclusive lines so far as possible. He considered fac- 
tory, quality, policy and sales helps before making 





CELEBRITIES AND VISITORS AT THE LEOPOLD COMPANY CONVENTION AT BURLINGTON, IOWA. 


- Carl and Frederic Leopold. 


Zz. At the speakers table during the annual dinner: Jerry Latsch, 
Latsch Bros., Inc., Lincoln, Neb.; Carl Leopold, president, Leopold 
Co.; Sterling Lord, secretary, Leopold Co.; Johns H. Hopkins. 
Holabird & Root. 


- Bob Valleau and O. D. Mann, Leopold Co. 


. First bus load of visitors (1 to r): C. V. Gustafson, Rockford 
Office Equipment Co., Rockford, Ill.; Herbert L. Sime, Office Appli- 
ances; E. F. Newstrum, Carlson Bros., Inc., Moline, Ill.; G A. 
Thompsen, W. H. Kistler Co., Denver, Colo.; Lloyd Carlson, Carl- 
son Bros., Inc.; Milton Beall, E. H. Sell Co., Columbus, Ohio: 
Edwin Stahl. Stahl-Welshofer Co., Detroit: O. D. Mann, The Leo- 
old Co.; Ben Garlinghouse, Buchanan Stationery Co., Wichita 
alls, Tex.; Joe Witt. Miller-Davis Co., nneapolis; W. Watkins. 
Gimbel Bros., Philadelphia; Harold Cowan, Robert Keith Furniture 
& Carpet Co., Kansas City; J. Henry Smith, Lammert Furniture Co.., 


oa 


St. Louis; Herman H. Cast, Cast Office Supplies. Inc., Wichita. 
Kans.; G. C. Dunnett. Rockford Office Equipment Co.; Jerry Latsch. 
Latsch Bros., Inc., Lincoln, Nebr.; L. P. Burlingham, Miller-Davis 
Co.; R. J. Will. Messenger Printing Co., Fort Dodge. Iowa; Ray 
Swartz, Pacific Desk Co., Los Angeles; Geo. Gosnell, Messenger 
Printing Co.; L. Yeakley, Rebests Printing Co., Hutchinson, 
Kans.; Frederic Leopold, vice-president. The Leopold Co. 

. Front row: Vern Gustafson and G. C. Dunnett, McFarland Office 
Equipment Co., Rockford, Ill.; Ben Garlinghouse. Buchanan Staty. 
Co., Wichita Falls, Texas; J. H. Smith. Lammert Furniture Co., 
St. Louis. Rear: Jack Sell, E. H. Sell & Co., Columbus; Charles E. 
Storey. Storey-Kenworthy Co., Des Moines: D. L. Yeakley, Roberts 
Ptg. Co., Hutchinson, Kansas; Jack Love, Business Equipment Co.., 
Peoria. 

. Fred Bates, Baughman Staty. Co., Richmond, Va.; Stuart Goll, and 
R. B. Booth. Leopold Co.; E. W. Land, Charles G. Stott & Co., 
Washington; W. Watkins, Gimbel Bros., Philadelphia. 
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DELEGATES AND LADIES AT THE LEOPOLD CONVENTION AT 
BURLINGTON, IOWA. 


l. Leaving the Leopold factory. Front row: Ben Garlinghouse, 
Buchanan Staty. Co., Wichita Falls, Texas; R. J. Will. Messenger 
Ptg. Co., Fort Dodge. Iowa: George G ll, M Ptg. Co.; 
Bob Jerue and Bob Haag. McClain & Hedman Co.. St. Paul. Tecend 
row: Will Morley, Bramwood Press, Indianapolis: E. F. Newstrum, 
Carlson Bros., Inc., Moline. Ill; G. C. Dunnett. Rockford Office 
Equipment Co., Rockford, Ill; W. D. Harms, Business Equipment 
Co., Peoria; Lloyd Carlson, Carlson Bros, Inc. Third row: Jack 
Love, Business Equipment Co., Peoria; C. V. Gustafson. McFar- 
land Office Equipment Co., Rockford, Ill.; O. P. Sell and Jack 
Sell, E. H. Sell & Co., Columbus, Ohio. Fourth row: E. V. Crone, 
Business Equipment Co.; Joe Witt. L. P. Burlingham, Otto Berg 
and V. Irgens, Miller-Davis Co., Minneapolis. 

2. F. E. Wilder, Monroe Furniture Co., Chicago: D. L. Yeakley, 
Roberts Ptg. Co., Hutchinson, Kansas; R. E. Alspach ard Mark 
Pauly, Leopold Co. 

2. Bob Fleming. Leopold Co. Ray Swartz, Pacific Desk Co., Los 
Angeles; R. A. Browne, Leopold Co. 

4. Some of the ladies who attended the dinner. Front row: Mrs. 
O. G. Dunlap. Quincy, IIl.; Mrs. Ben Garlinghouse, Wichita Falls. 
Texas: Miss Helen Kisvicek. Leopold Co.; Mrs. Edwin Stahl, De- 
troit; Mrs. O. D. Mann, Houston, Texas; Miss Emma Roederer, 
Leopold Co. Rear row: Mrs. M. L. Lord, Mrs. Frederic Leopold. 
Anita Leopold, Mrs. Carl Leopold, Mrs. G. M. Martin, Des Moines; 
Mrs. Sterling Lord. Edith Leopold. 

5. Bob Fleming, Leopold Co.; Joe Witt, Miller-Davis Co., Minneapolis; 
a Bramwood Press. Indianapolis; O. D. Mann, Leo- 
pold Co. 

6. Miles Fuller, Jack Love. Gus Oster, Gene Crone and Will Harms, 
all Business Equipment Co., Peoria. 

7. Charles L. Coyle and G. M. Martin. Storey-Kenworthy Co., Des 
Moines; Bob Jerue and Les Savard, McClain & Hedman Co., St. Paul; 
O. P. Sell, E. H. Sell & Co., Columbus, Ohio; Bob Haag, McClain & 
Hedman Co.; Jack Sell, E. H. Sell & Co.:; Bob Browne. Leopold Co. 

8. Seated: Sterling Lord; Carl Leopold, Johns Hopkins, Holabird & 
Root; Frederic Leopold. Standing: Charles R. Storey, Charles E. 
Storey and Ralph Storey, Storey-Konworthy Co., Des Moines; 
W. H. Clock, Burlington. 





his decisions. The factory has a right to demand co- 
Operation. He maintained that the dealer cannot do 
justice to two or more competitive lines. 

Speaking on price, he said, “Create a desire and 
you will eliminate price competition. Paint a picture 
of a well equipped office but minimize details of con- 
struction.” He recommended that dealers study their 
accounts to lengthen the productive day. Learn the 
ones which can be seen in the early forenoon and in 
the late afternoon. Get salesmen out early. Do not 
talk politics, taxes, etc., but sell merchandise. He 
stressed the importance of making contacts in the 
outer office as well as the executive. 

Charles R. Storey, of Storey-Kenwcrthv Company, 
Des Moines, spoke along lines similar to those devel- 
oped by Mr. Cast. 

Carl Leopold took the guests behind the scene by 
telling something of new improvements and additions 
to the line. R. B. Booth of The Leopold Company spoke 
on “Selling Office Furniture,” and particularly he cited 
experiences in selling in New York. 

The interesting subject of “Promoting and Selling 
W.P.A. Jobs” was handled by R. B. Valleau, Leopold 
representative. He showed how dealers can cooperate 
on specifications to equip court houses, libraries, 
schools, etc. 

Brayton Speaks 

Arthur H. Brayton of the Des Moines Chamber of 
Commerce covered the subject “Telling the World 
Effectively.” His enthusiasm and timely illustrations 
got his message over as effectively as could be desired. 
The public, he said, is in a receptive mood. It always 
has wanted nice things. Income and cost of goods 
are getting closer together. This is the time to cash 
in. The job is not to tell how well we make our goods 
but what our goods will do for our customers. Sell 
products and ideas and what those products and 
ideas will do. Information about Leopold, he said, 
may be old to you but it will be new to your custom- 
ers. Be sure to tell it with enthusiasm. Know your 
public and try to serve them better. 

The banquet was held at the Hotel Burlington. 
After entertainment supplied by Louis Lau. Johns H. 
Hopkins, who is in charge of interior decoration for 
Holabird & Root, world famous architects, spoke on 
the subject “Interior Decorating.” The text of his 
address will be presented next month. 

The second day’s meeting opened with a talk on 

(Turn to page 103, please) 

















TWO THOUSAND ATTEND HORDER’S THIRTEENTH 
ANNUAL PICNIC 


“Each year the Horder picnic seems to be just about 
perfect in arrangements and program. Yet each event 
records an improvement over the ones of the past. I 
don’t see how they do it!” 

Thus a manufacturer’s representative expressed him- 
self at the thirteenth annual picnic of Horder’s, Inc., 
held at Camp Hoffman, Park Ridge, Ill., Saturday, 
June 17, 1939, with 2,000 present. His comments met 
with general approval. “Bigger and better” is not 
merely a slogan when Horder picnics are considered. 
It is a fact. 

With a cacophonous clamor of automobile horns, a 
motorcade of private cars and chartered buses left the 
Horder building at Quincy and Jefferson streets 
promptly at 8:30 a.m. Decorated with signs announc- 
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ing the picnic, the cars made their way northwest 
through Chicago, arriving at the picnic grounds shortly 
after nine o’clock. 

As if to make up for his utter absence at the 1938 
picnic, Old Sol was in evidence most of the day. A 
cool breeze provided steady relief from heat. 

The feature event of the day was unscheduled, at 
least so far as the printed program was concerned. 
At four o’ciock in the afternoon, when all picnickers 
were gathered around the mound on which was located 
the prize table, E. Y. Horder, founder of the business 
took his place at the microphone and addressed the 
group, urging them to full enjoyment of the occasion. 

While he was thus engaged, a committee of old 
timers placed a veiled object on a table close at hand. 
W. J. Goodman took his place at the microphone and 
called for all of the twenty-year men to approach the 
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ATLEFT PICTURE PICK-UPS AT THE HORDER PICNIC. 


1. Walter Snelling talked so enthusiastically over the public address 
system that he vibrated the camera. At his left is another old- 
timer, J. J. Lyng. 

2. Feature event of the day—presentation of a weather vane equipped 
with a model sailboat to E. Y. Horder (in white suit at left) 


by Horder twenty-year men. 
. E. Y. Horder, president and founder, and F. P. Seymour, 


3 vice- 
resident and secretary of Horder’s, Inc. 

4 Ralph Maneval, A. W. Faber, Inc., Karl Castle. Weis Manufac- 
turing Company; John Pydeek, Blaisdell Pencil Company. 

5. Bill Smith, Ace Fastener Corporation, and his good angel, Joe 
Hildreth, salesman emeritus of the Esterbrook Pen Company. 

6. Mrs. Harry L. Fellowes, Mr. Fellowes, Mrs. W. J. Nickel. all of 

7 

8 


Bankers Box Company. 

. Harry Balch. Miss Dorothy Balch and Mrs. Balch, all of Quality 
Park Envelope Company. 

representatives blowing up baloons preparatory 


. Manufacturers’ 
It is reported that 


to running with them tied to their knees. 
they are better blowers than runners. 
9. A tense moment in the girls’ ball game. The pitchor has turned 
to watch a fly ball sail out toward a fielder. 
10. The camera couldn't stop the speed of these fighting pencil men. 
Bill Lipner, Koh-I-Noor Pencil Company and Jack Johnstone, 


Wallace Pencil Company. 
1l. Somebody moved! Bob Vojta. Frank Mashek & Company; Fred 
Jones, Horder’s, Inc.; Miss Lucille Vojta; George Aigner, G. J. 


Aigner Company. 
12. Gene Mitchell, manufacturer's representative; John Pydlek, Blais- 
Company: 


dell Pencil Company: Tom Valleau, Geo. E. Fox 
Len Rose, National Blank Book Company; Milt Shuster, Smead 
Manufacturing Company. 

13. Harry Sturdevant, Ace Fastener Corporation; Peter M. Hoffman, 
owner of the camp and formerly Sheriff of Cook County; Al Skibbe, 
Associated Stationers Supply Company, Charley Mueller, Jos. 
Dixon Crucible Company. 


platform. When this fine group of long-term em- 
ployees had taken the designated position, Mr. Good- 
man read a gracefully worded tribute to Mr. Horder, 
concluding with the presentation, the ‘veiled object,” 
which turned out to be a weather vane, equipped with 
a boat model instead of the usual rooster. The sur- 
prise very nearly rendered Mr. Horder speechless. 
After a few seconds, however, he gained full control, 
called Mrs. Horder to the platform and then in glowing 
terms, paid tribute to her, to the twenty-year men 
and to all Horder’s employees. The gift was from the 
old-timers who desired to express their appreciation 
to the founder of the business which had given them 
long and pleasant employment. 


Camp Hoffman, owned and operated by Peter M. 
Hoffman, formerly for many years the sheriff of Cook 
County, proved to be an ideal picnic site. 

Immediately after arrival, gift bags were presented 
to children and little tots. Each contained a number 
of toys, coloring sets, pencils, scrap books, candy, etc. 
Two hundred and sixteen bags were distributed. 

While several adherents indulged in barnyard golf 


57 


(known as pitching horseshoes, to the uninitiated), a 
fast baseball game was played by a team from the 
Horder warehouse and office against an aggregation 
representing the stores and outside sales division. The 
warehouse boys were victors to the tune of 8 to 4. 

A number of races for children were run off just 
before lunch. If earnestness and enthusiasm mean 
anything, all the children were winners. 

Promptly at 1:30 the races for adults were run off. 

An event that attracted considerable attention was 
the girl’s softball game at 3:00 o’clock. It was a case 
of “Snips” versus “Snaps.” The girls were in there 
trying all the time. They pulled off some pretty 
snappy plays, on occasion. One time a triple out was 
registered when a fly ball was caught, and by dint of 
much advice from masculine spectators, second and 
third bases were tagged, to the consternation of the 
runners who had left these bases before the ball was 
caught by an outfielder. 

At four o’clock the crowd assembled around the prize 
table at the behest of Walter Snelling, who sent out 
a call over the public address system. It was time 
for awarding of prizes, of which the total value was 
estimated at $2,000. Everybody was on hand so as 
not to miss the opportunity to receive one of the 
many gifts, which ranged in character from desks, 
bookcases, chairs, and radios, to merchandise certifi- 
cates, pens, pencils, and meal tickets. Only one prize 
was awarded to any one person. 

Dancing in the pavilion was continuous from 4:30 
to 8:30 p.m. Music was provided by the “Aeolians.” 


Appropriately, the printed program concluded with 
the statement, “We earnestly express our thanks and 
appreciation for the generous donation of prizes and 
services given by our manufacturing associates.” 

The official picnic committee was headed again by 
Walter Snelling, with E. Y. Horder as honorary chair- 
man and C. H. Carlson as vice-chairman. That Mr. 
Snelling and his committee members provided every- 
thing necessary for the making of a perfect outing, 
including perfect weather, was acknowledged by all 
in attendance. The names of the sub-committee 
chairmen and the particular responsibilities assigned 
to each are as follows: 

Ruth H. Rosie, program and prizes; R. D. Campbell, 
concessions and refreshments; F. H. Jones, Jr., events; 
J. T. Rauen, grounds; F. P. Seymour, reception; E. 
Shapiro, transportation; W. Leverentz, equipment, and 
M. J. Rauen, trucking service. 





TEXAS TRAVELERS MEET DURING GALVESTON CONVENTION 


Front row: Bill Epps. Columbia Ribbon & Carbon Mfg. Co.; 
W. F. Gigliotti: Roy Evans, Carter's Ink Co.; Dick Gage. Art 
Metal Construction Co.; Frank Palmer, Eaton Paper Corp.: 
James Wilson-Jones Co.; Dick Lanham, Binney & 

; i Rite-R'te Mig. Co.; Fred Deutsch, 
s. S. Stafford, Inc.; 


Fritz Gregg. Practical Drawing Co., Dallas; 
Ed Conlon, Rockwell- Barnes Co. Second row: ‘‘Uncle’’ Charlie 
Small, manufacturers representative; Horace Hamilton, manu- 
facturers representative; O. D. Mann, manufacturers repre- 
sentative; Lionel Colomb, Weis 


Mig. Co.; Jack Lenahan, 
Wilson-Jones Co.; Roy Klein, Yawman and Erbe Mfg. Co.; 


National Blank Book Co.; Jim Cooper, manu- 
facturers representative; Bob Strafford, III, manufacturers 
representative; Walt Stempel, Carpenter Paper Co. Third row: 
Fred Fenne, Associated Stationers Supply Co.; Folger Fel- 


Tom Hanson, 


lowes, Bankers Box Co.; Frank J. Link, Art Metal Con- 
struction Co.; J. Rhodes, Parker Pen Co.; Frank Ryan, 
manufacturers representative; H. L. Fellowes, Bankers Box 


Art Metal Construction Co.; William Block. 
Victor Safe & Equipment Co.; Art Pfister. Smead Mig. Co.; 
Henry Bredow, Eaton Paper Corp.; Tom Riley, Eberhard 
Faber Pencil Co.; Ward Silliman, manufacturers representative. 


Co.; Ed Keeling, 
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CHICAGO TYPEWRITER DEALERS HOLD ANNUAL 
OUTING AND PICNIC 


More than 250 merrymakers, who “had fun” in spite 
of a slightly chilly wind that made summer clothing 
insufficient for actual comfort, turned out on Saturday, 
June 17, for the annual outing and picnic of the Chi- 
cago Typewriter Dealers Association at Linne Woods, 
Morton Grove, Ill. 

Under trees festooned with bunting and flags, to 
say nothing of lunch baskets, balloons and other pic- 
nicking items, the visitors, arriving early, made them- 
selves comfortable for the day while the youngsters 
temporarily forgot lunch to follow an accordion player 
and a clown provided for their benefit. 
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At the entrance to the woods the crowd was greeted 
by officials of the association at a stand where children 
(and adults as well) were given party hats, canes, 
noise makers and numerous other toys. Once past the 
gate the individual parties bent their efforts toward 
finding the most desirable spot in which to set up their 
tables of food and other things. 

After lunch various groups amused themselves with 
horseshoe games, croquet, etc., but the majority headed 
for the baseball diamond where they witnessed a soft- 
ball team of the Shipman-Ward Company slaughter 
an Ames Supply Company nine by a score of 15 to 1. 
Not content with that, the Ward warriors took on a 
fresh team from the International Typewriter Ex- 





CHICAGO TYPEWRITER DEALERS PICNIC AT MORTON GROVE JUNE 17 


1. Clown and accordion player amuse the youngsters and tease 


the adults but it’s all in fun. 
2. P. J. Wallin and J. E. Maher, Business Equipment Service Co. 


3. R. G. Ernest. Ames Supply Co. 

4. The Shipman-Ward baseball team which whipped everything in 
sight except the umpire and won the championship cup. 

5. H. H. Kingery, Kingson Service; L. H. Taylor. J. & T. Office Ma- 
chine Co.; Mrs. G. Dinger, Kingson Service; N. G. Jessogne. J. & T. 
Office Machine Co., and president of the association; S. J. Duffy. 
Woodstock Typewriter Co. 

6. John Balaz, Royal Typewriter Co., who umpired the baseball 
game to the entire satisfaction of the opposing teams as well as 
the crowd of fans. 

7. J. A. Luetz, Ames Supply Co. 

8. Robert H. Ohm, Jr., and Robert H. Ohm, Sr., both of L. C. Smith 
& Corona Typewriters. Inc.; Ed. Kenny, Degan Publishing Co.; 
Otto Munzer. 

9. The Royal Typewriter Company clan. L. Rasmussen. Mrs. J. L. 
McDonough, L. J. Karbush, Mrs. L. Rasmussen, - Hamill, 
R. Bacon, Ann Wendt, Rose Franklin. J. L. McDonough, J. L. 


McDonough, Jr., G. L. Morley. W. A. O'Neil. Front row: Harriet 
Christofersen, Elfreda Kirchhoff. Sadie Morrison. Eleanor Kearney, 
Helen Nemec. 

10. Otto Munzer; Hank Schroeder, Remington Rand, Inc.; Don Hehir; 
Mrs. Bernice Schennum, International Typewriter Exchange; Eunice 
Nelson; Mrs. H. Nelson, Joe Klasa. International Typewriter Ex- 
change; Martin O'Connor, Ames Supply Co.; Earl Firman. Ames 
Supply Co. Front row: Clarence Schennum, International Type- 
writer Exchange; Dolores Schennum. 

ll. Art Pierce. Peter Paul Mechanical Service: Robert Novak, Chicago 
Office Appliance Co.; Frank Preban, Chicago Office Appliance Co.; 
R. Levey. W. H. Worley. J. J. Mellon, Mr. and Mrs. W. D. Cook 
and J. Haskey, all of Underwood Elliott Fisher Co.; H. H. 
Kingery. Kingson Service in back; Robert Novak, Jr. 

12. James P. (Jim) Ward. former president Shipman-Ward, an un- 
expected visitor whose appearance at the picnic delighted the 
entire crowd of more than 200 merrymakers. 


13. F. R. Marshall, Ames Supply Co. 


14. Mildred Marin; Frank Marin. Typewriter Sales & Service Co.; 
Fay Marin; Marjorie O’Brem. Front row: Joan and Kenneth Marin, 
Doris Dowd. 
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change, and shellacked them to a 16-2 score to win a 
cup donated by Art Lyons of the Reliable Typewriter 
Corporation. 

A highlight of the day, and one enjoyed thoroughly 
by everyone present, was the appearance of James P. 
Ward, Sr., former president of Shipman-Ward. Jim 
Ward, as he insisted on being called, grinned happily 
as he shook a hundred hands, explaining that he 
“dog-gone well” had to come out and meet the boys. 

“T’ve been to too many of the picnics to miss one 
now,” he told his delighted friends, ‘and I’d like to see 
anybody or anything keep me away.” Jim’s radiant 
smile was caught by the camera and is shown in the 
illustrations accompanying this report. 

With the coming of dusk the crowd repaired to the 
nearby pavilion where an evening of dancing wound 
up a happy and glorious day for everyone. Before de- 
parting the crowd was lavish in its praise of the associ- 
ation officers for their efforts toward making the event 
a success. They are President N. J. Jessogne, T. & J. 
Office Machine Company; Vice-president Earl Thomp- 
son, Thompson Typewriter Service; Treasurer Robert 
Novak, Chicago Office Appliance Company, and Secre- 
tary George Dinger, Kingson Service Company. They 
were ably ass'sted, as in previous years, by Frank 
Marin, Typewriter Sales & Service Company. 


ee 


CHICAGO U. E. F. SALES CLUB HOLDS ANNUAL 
OUTING JUNE 23, AT ST. ANDREW’S 


St. Andrew’s Golf Club, near West Chicago, IIl., was 
the scene of the annual outing of the U. E. F. Sales 
Club, composed of the sales organization of the Chi- 
cago branch of Underwood Elliott Fisher Company. 
The day opened with a horseshoe pitching contest 
which was won by Bill Harper. Second prize went to 
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Judd Moore, president of the club; third, to Bob 
Youngren; fourth, to Bill Spicer. Next came the base- 
ball game with the typewriter team, which included 
the supply division, captained by Walter Kumpfer, win- 
ning over the team representing the adding and book- 
keeping machine groups. A prize for most singles in 
the game went to Harry Fehr; for most doubles, to 
Joe Jung. 


Golf followed immediately after luncheon. Although 
the course had been drenched with four inches of rain 
two days preceding, it was in excellent condition. Low 
net was won by W. Minford; low gross by Joe Marshall. 
The prize for longest drive went to Roy Schramm; for 
lowest number of putts to Walter Brandt. Following 
the golf game there were several other events, includ- 
ing a fat men’s race won by Lou Hadden, with Albert 
Beardslee coming in for second honors. A “juvie” 
race staged for young men was won by Jack “Man 
Mountain” Seymour. with Jack Jensen taking second 
place. Prizes in other events were won by Charles 
Magary, Art Wheeler, Joe Burton, Bob Browne, Bob 
O’Hare, Fred Schuelke and others. 


The banquet was a most enjoyable occasion. Mr. 
Moore, who presided, reported that a special message 
had been sent during the afternoon to Mr. McBrien, 
Chicago manager, who is on the mend from a serious 
illness. There were no speeches. Mr. Moore and Mr. 
Hadden distributed the prizes and visitors were intro- 
duced. The prizes consisted of valuable merchandise, 
such as a leather brief case, caddy bag, Sheaffer pen 
and pencil set, merchandise and service certificates, 
etc. Mr. Hadden presented a wood working set to Mr. 
Moore because of his excellent work in directing the 
clubs affairs. One of the most highly coveted prizes 
was donated by Mr. McBrien. 





U. E. F. SALES CLUB AT ST. ANDREW'S 
Brothers. Elgin, Ill.; Walter Kumpfer; Elmer Young, Young Office Equip- 


Top left. The managers (reading left to right): Roy Schramm, supplies; 
Joe Burton, portable typewriters; Harry Hynes. adding machines; F. C. 
Snow. western district manager; Fred Schuelke, standard typewriters; 
E. A. Heberg. bookkeeping machines; N. J. Van Dyne, office manager. 
Upper right. Including some visitors: John Grobark, Young Office Equip- 
ment Co.; L. A. Pettit. W. S. Gilkey Printing Co.; Mr. Wrona, Wrona 


ment Co.; Joe Burton, F. C. Snow and Fred Schulke. Center: Most of 

the group lined up for golf. Lower left: A bit of barnyard golf—Walter 

Brandt, N. J. Van Dyne, Harry Fehr and Judd Moore. Lower right: The 
ball game. with District Manager Snow as umpire. 














GOLFERS AT THE 12:30 CLUB OUTING. 


1. Ed. Healey, Wilson-Jones Co.; George Meinheilder, Atlas Stationery 
Corp.; J. J. Gerrity, Eagle Pencil Co.; James Treanor, Peerless Key- 
Imperial Mig. Co.; E Mead and Harold Stahmer, Wilson-Jones 
Co.; Les Milton, Bainbridge. Kimpton & Haupt; Al Ficks, Wilson- 
Jones Co. 

2. E. B. Rogers, Koh-I-Noor Pencil Co.; Charles Hoerschelman, Atlas 
Stationery Co.; Bill Mitchell, Bainbridge, Kimpton & Haupt; Charles 


Sehringer, A. L. Salomon & Co. 
. Harry Tehan, Charles M. Higgins & Co.; Jack Lenahan. Wilson- 
Jones Co.; Ben Okin, Victor Safe & Equipment Co. 


. Tom Battista, Norwood Co. 

Harry Erny, C. Howard Hunt Pen Co.; G. W. Moore. Binney & 

Smith; R. Anderson, American Crayon Co. 

]. H. Shoemaker, Eberhard Faber Pencil Co. 

. Art Eckhoff, Frank A. Weeks Mig. Co.; Harold Cochs, Oakville Co.; 
Mike Gentile. A. I. Goldberg & Bro.; A. E. Gall, Geyer’s Topics; Jack 
Hampling. Eagle Supply Co. 

8. Lou Weinberger of A. Haupt; E. M. Lyons, Warshaw Mig. Co.; 
Unidentified visitor; Bill Mayers, David Kahn, Inc.; Mr. Johnson; 

Arthur Gottlieb. L. Gottlieb & Son; Charles Epifano, Automatic Pen- 

cil Sharpener Co.; Lou Levy, Levy Co.; Lou Wachtel, American 

Pencil Co.; Harry Fensternheim, S. E. & M. Vernon; Arthur Berger, 


Art Steel Co., Inc. 
9. Committee and officers: G. C. Wheeler. Office Appliances, treasurer: 


Louis Wachtel, American Pencil Co.; D. White. Acco Products, 
Inc., secretary; E. F. Dooley, Wilson-Jones Co., vice-president; L. F. 
Carraci, Norwood Co., chairman; Harry Tehan, Charles M. Higgins 
& Co., chairman of the board; D. N. Briggs. Sun Rubber Co., pres- 
ident. 

10. Lou Dryer, Hospital Bureau of Standards; Ben Okin, Victor Safe & 
Equipment Co.; Jack Britten, J. S. Staedtler, Inc.; L. A. Mathews, 
Weis Mig. Co.; Max Sonnenburg. Manhattan Stationery Co., riding 
heme en Jerome Meisner, Karnell & Meisner; Harold McNeil, 
Wilson-Jones Co.; E. A. Woods. Eagle Pencil Co. 


STATIONERS’ 12:30 CLUB OUTING 


At 10:00 a.m. the morning of June 20, 1939, the usual 
tranquillity of the corner of Church and Walker streets 
in New York City was startled from its serenity by a 
gathering of members and friends of the Stationers’ 
12:30 Club’ outing-bound whose greetings to one an- 
other were cordial if slightly on the loud side. Shortly 
after all had chosen a Good Samaritan with an auto 
and had tucked their persons into soft plush seats and 
off went the cavalcade of cars bound for Staten Island 
and the Elks Club, the scene of the day’s festivities. 

A high noon breakfast awaited the hundred and 

more who made the trip. They wasted no time writing 
finis to this appetizing repast. So into their playing 
togs and off to spacious green fields for baseball, soft 
ball, horseshoes, bowling, hand ball, tennis and golf 
of both Scottish and Ethiopian derivation. 
The hand ball court and the horseshoe pits in spite of 
a boiling hot sun were always busy. You could just see 
the excess avoirdupois melting away from some of the 
fat boys whose strenuous efforts to reach over after a 
“hot one right off the bat” were roundly applauded by 
the gallery who didn’t choose to run. 

All too soon the day’s sport was over and the dinner 
bell proclaimed the fact that a sizzling hot steak was 
ready. 

While the diners were thus engaged they were pre- 
sented with an attractive tie clasp with the sphere and 
trylon emblematic of the World’s Fair upon which was 
engraved the name of the organization. This proved to 
be a very popular souvenir of the occasion. 

It was a typical 12:30 Club day. Everybody had a 


"I> we oo 








OFFICE APPLIANCES 


MEET THE MILWAUKEE BOWLERS.— 
Members of the Office Equipment League 
of Milwaukee gathered for their annual 
dinner following the close of the 1938-39 
bowling season in which they won third 
place against stiff competition. At the 
end of the season the athletes turn 
their attention to golf under the captaincy 
of Pete Evans of the Woodstock factory 
branch sales office. A number of Milwau- 
kee dealers belong to the league.—JEH 


good time. They just can’t help themselves, especially 
under the guidance of Outing Chairman Louis Caracci 
‘Norwood Co.) and President D. N. Briggs (Sun Rubber 
Co.) and their active committee. 
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We also invite 
—boys and girls who get out school papers—and 
the teachers who help them 
—presidents of big corporations 
—church committees which get out programs 
—sales managers who use bulletins 
—grocers who distribute ‘‘Week-end Special” 
handbills 
You are all invited to the Mimeograph Exhibit 
at the New York World’s Fair. 

In fact, anyone who thinks up ideas to be 
duplicated; anyone who prepares those ideas 
for duplication; and anyone who buys duplicat- 


ing supplies. 





EXTRA! EXTRA! AT THE FAIR—a novel Mimeograph service to Fair 
visitors is the publication of a daily paper—‘“'Mimeo Flashes” 


Our location is just a step from the Trylon and 
Perisphere, in the Business and Insurance 
Systems Building. Our young ladies are ready 
at all hours to answer questions. And our happy 
little marionette show is produced for our 
visitors on a regular every-half-hour schedule. 

It was just a few years before another great 
world’s fair—the Chicago Columbian Exposition, 
1893, that the principle 
of Mimeograph dupli- 
cation was conceived. It 
launched an entirely new 
industry. It created a 
major new means of com- 
munication. This company 
was founded 55 years ago 


and since that time has 





BACK STAGE at the Mimeograph Mar- 


ionette Show. Operators pulling the 


pioneered practically every 
important improvement or 
advance in this now great stencil duplicating field. 

At the New York World’s Fair the complete 
story of Mimeograph duplication is unfolded 
to you. 

We hope you'll visit our Exhibit and get that 
story. A. B. Dick Company, Chicago. Distrib- 
utors in leading cities throughout the country. 


Listed in ‘phone books under “‘Mimeograph”. 


strings for ‘Writer's Cramp,”’ all-star, 
all-marionette show, with music, free 
to visitors at the Mimeograph exhibit. 


MIMEOGRAPH —TRADEMARK OF A, B. DICK COMPANY, CHICAGO, ILLINOIS, REGISTERED IN THE UNITED STATES PATENT OFFICE 
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UNDERWOOD ELLIOTT FISHER LUNCHEON 


Those present at the luncheon, which was described in the 
June issue, were as follows: Standing (left to right): W. 
Dietrich, manager, wholesale portable division; H. A. Cramer, 
foreman, service department; P. R. Zimmerman, assistant 
branch manager; A. E. Jensen, sales manager, accounting 
machine division, New York; J. A. Johnson, branch manager; 
W. O. Bryant, assistant branch manager, adding machine 
division. 
Seated (left to right) far side of table: J. H. McFarland. 
G. A. Rice, J. H. Hunt, H. L. McQuillin, E. F. Balley, C. H. 


SHEPPARD EMPLOYES’ ENJOY OUTING 


The 39th annual summer outing of the employes of 
the C. E. Sheppard Co. of Long Island City, manufac- 
turers of Cesco loose leaf equipment, was held at 
Pine Grove Park, Amityville, L. I., last June 17. Guests 
of honor were Mr. and Mrs. C. E. Sheppard and Mr 
and Mrs. John W. Sheppard. 

A fleet of gaily decorated buses whisked some 200 
employes to the grove. The merriment and song of the 
Cesco group enlivened the World’s Fair travelers en- 
route. Under the chairmanship of A. A. Goldstein 
vice-president, the planned events were well arranged, 
even to Old Sol providing sunny skies, that nothing 
marred the joyous frolic. The usual field games, com- 
prising foot races, potato races and ball throwing 
contests whetted the appetites for a fine luncheon 
The feature event was the ball game, the factory em- 
ployes vs. office employes. Here rivalry hit its high 
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HELD IN LOS ANGELES ON MAY lI], 1939 


Olmstead, J. B. Rodgers, R. D. Bagdasarian, F. Coleman, 

H. E. Hass, K. C. Kline, J. E. Holloway, E. A. Oberschelp. 

E. B. Kamp. T. H. Lott. G. Hammon, C. J. Huseby, E. P. 
Baldwin. J. C. Abell. 

Left to right, near side of table: J. K. Milne, C. Peal, A. 
Koplin, L. E. Krause, S. D. Cox, R. Shea, W. C. Joy, D. D. 
Withrow, J. Hillis, G. A. Druid. 

Seated away from table, left to right: H. Zeiders, Otto Chris- 
tensen, George Dommasch, L. arstens, L. Messenger, 

Dranow, J. Ramsay, E. Hoskins, J. Fleming. 


the technicians won, but it is said the umpires bowed 
their heads in shame. 

In partaking of a bountiful dinner, prizes donated 
by the president were presented. Short talks were 
made by President C. E. Sheppard, and Treasurer John 
W. Sheppard, extolling the loyalty and fine team work 
of all their employes. Music and dancing wound up a 
happy holiday. 

The Sheppard picnic and outing is an annual event 
in which executives and officials take part as well as 
the entire factory staff and large number of office 
workers of the organization. And, as in previous years, 
Mr. Sheppard extended his thanks to the various em- 
ployes whose efforts made the party a success. 
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MERRYMAKERS AT C. E. SHEPPARD COMPANY PICNIC ON JUNE 17 
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SECRETARIES: Some of the “Tips to Typists” in 
this folder will be new to you. Ask for free copy. 
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NEW NAMES IN “ACME VISIBLE” 


K. K. Knickerbocker Becomes President and Charles E. 
Attwood Vice-President 


Recently new management assumed direction of 
Acme Visible Records, Inc., Chicago. The future des- 
tinies of this well-known manufacturing concern will 
be guided by K. K. Knickerbocker, president, and 
Charles E. Attwood—until recently general manager 
of the Postindex Division of Art Metal Construction 
Company—who will be the new vice-president. 

Under the reorganization of the company leadership, 
former president Frank Johnston, so long connected 





K. K. KNICKERBOCKER | 


C. E. ATTWOOD 


with the business, who relinquished his duties a year 
or so ago on account of illness, now retires. 

President Knickerbocker, who is new to the industry, 
comes with a genial personality and enthusiasm which 
is sure to win many friends in the field. One of the 
company’s new policies is definite expansion of the 
dealer end of the business. 

Mr. Attwood is well known in the industry for his 
seventeen years in his former connection. He brings 
with him a thorough knowledge of the production, 
development, application and distribution of visible 
record equipment. His interest in the dealers’ and 
salesmen’s viewpoints and his capacity for making 
friends, coupled with his organization ability are addi- 
tional assets which he brings to his new connection. 

Mr. Attwood was one of the founders of the Post- 
index Company in 1922, when he became its vice- 
president and general manager. He continued in this 
position upon the purchase of the firm by Art Metal 
Construction Company, five years later. Subsequently, 
when Postindex was merged as a division of Art 


Metal, Mr. Attwood became vice-president of Art 
Metal Construction Company and remained as gen- 
eral manager of the Postindex division, until he 
resigned prior to taking over his duties with Acme 
Visible Records, Inc. 

Although Acme introduces two new names in its 
management and the firm’s distribution policies have 
come under reorganization, no further changes in 
executive personnel are contemplated. 

The new management will devote special effort 
toward development of dealer business. “In extending 
our dealer distribution program, we intend to amplify 
our dealer service,’ said Mr. Attwood. “The dealer’s 
viewpoint will be one of our most important consid- 
erations,” he continued. “We want them to know us 
and we would like them to come to Chicago to see 
us. We will have new and more spacious offices, which 
will be arranged for receiving visitors.” The new chief 
executives also plan to broaden their contacts by 
visitations in the field. 

President Knickerbocker announced that to meet 
expanded requirements, the company’s general offices 
will move to more commodious quarters at 122 South 
Michigan avenue, about September 15. The present 
offices are at 8 South Michigan. ‘Visitors will receive 
a warm and hearty welcome,” he added. 

Plans are likewise under way for commemoration 
of the company’s twenty-fifth anniversary. 

Acme Visible Records, Inc., was established in 1914, 
and as one of the pioneers in the business has grown 
to be the largest exclusive manufacturer of visible 
record equipment. The concern has achieved world- 
wide distribution of its products. Branches in the 
United States are located in the following cities: 
Atlanta, Ga.; Cincinnati, Cleveland and Columbus, 
Ohio; Detroit, Mich.; Houston, Tex.; Milwaukee, Wisc.; 
Newark, N. J.; New York, N. Y.; Philadelphia and 
Pittsburgh, Penna.; St. Louis, Mo.; Washington, D. C.; 
San Francisco, Calif.; Indianapolis, Ind., and Dallas, 
Tex. 

In alluding to the future of the Acme products, Mr. 
Knickerbocker stated: “We intend to build the best 
product for this business that we can possibly build, 
and to sell it on its merit—a product for modern 
methods of record keeping at minimum expense.” 

*—- ~ 
EVANS CO. IN NEW HOME 

The Vernon R. Evans Company, Utica, N. Y., moved 
on July 1 into new quarters at 138 Blandina street 
where considerable additional space is available for 
expansion and increased operations. The company was 
formerly located at 414 Arcade building. 
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MODEL J-30 STAPLING PLIER $3.00 


MODEL J-30 is light in weight, yet rugged. Requires but 
little space and can be put into the desk drawer or 
pocket when not in use. Indispensable for vertical filing 
or for attaching material to a permanent card. Uses DJ340 
NEVA-CLOG Staples. 


MODEL B-100 STAPLING PLIER $5.00 


For heavy duty and for fastening of tough materials, 
this machine uses a broad flat staple. Fastens such 
materials as fibre, softwood baskets, veneer wood, 
leather and belting. Used for sealing heavy paper or 
cloth bags, packages of corrugated board, and similar 
difficult operations. 

Features: Powerful leverage, durable, fool-proof. 
Staples used: NEVA-CLOG B-%. 





67 


Neva-Clogs to “Fasten things together 





MODEL S-100 STAPLING PLIER $4.50 


A rugged. powerful Stapling Machine with 4 to Il 
leverage. Will fasten all materials that the staple will 
penetrate without bending. Particularly designed for 
production work and hard usage, but can be used for 
any stapling operation within its capacity. Delivers a 
strong sharpened staple and clinches it securely even in 
light material. Safety Lever and Ejector Bar make it 
clog-proof so that it will give constant production. 
Easily and quickly loaded with NEVA-CLOG A-1000 or 
L-1000 Staples. Guaranteed. 





MODEL D-40X EXTENSION TYPE $4.50 


This Deep Throat machine is mounted on a spring arm 
which allows stapling 12” from the edge of paper or 
cardboard. Staples used: DJ-340. 


Nevo Clog J 30 Stapling Plier 
QUICKLY EASILY SECURELY 


Fasten things together 


Fern wn the Pocket 
Take ft to Your Work 


Vesa i Ofns peter. ye Rew! Mowe sles 


Suarantecd Perform 


Ince 


Use Ger 


Paper Chath Leather Tags 
Softwood Cardboard Bulh 
Letters Memes Begs 


1¢ WNeva-Clog Slaple 





A new display for your window or 


counter. No. 


high. FREE. 


J-39. 


3 colors—12!/,” 


There are many uses for NEVA- 
CLOG Stapling machines in of- 
fices, stores, shipping rooms, 
warehouses, manufacturing 
plants, greenhouses, dry clean- 
ing establishments, laundries; 
from fastening correspondence 
to assembly operations in man- 
ufacturing. 


A colorful 8-page NEVA-CLOG 
folder in three colors will stimulate 
your sales volume. Free, imprinted. 


A variety of display 
cards to send you for 
use with NEVA-CLOG 
stapling machines 
FREE. WRITE. 


Guarantees The machiee of « 


Performance thousand uses 





FASTENS THINGS QUICKLY. SECURELY 





NEW Blotter for J-30 Stapling Plier. 6” x 3” 
in two colors, furnished imprinted. 


NEVA-CLOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 
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SHEAFFER’S INSURANCE PLAN 


In line with the policy of working hand in hand with 
employees, the W. A. Sheaffer Pen Company announces 
both the adoption of a new group insurance plan, and 
the payment of a profit-sharing bonus to employees 
for a six months’ period ending May 31st. 


Reflecting business improvement, the employees’ 
profit sharing payment of 121.%—one-eighth—of each 
employee’s earnings for six months will be paid on 
June 28th to all employees now with the company 
regardless of length of service or status. This com- 
pares with the December 16th payment which was at 
the rate of 10% for the six months ending November 
30, 1938, and a 742% payment in June, 1939. 


Directors of the company announced that the in- 
crease in profit sharing was justified by earnings for 
the period, and that a good measure of the profit- 
sharing bonus has resulted from the fact that both 
employees and management have been working har- 
moniously to one end—namely, a profitable and effi- 
cient company. 


Each of the more than 1,100 Sheaffer employees at 
Fort Madison, New York, Chicago, and San Francisco, 
including the field force of almost 100 men located in 
all parts of the United States, share in the company’s 
profit-sharing system, which is designed to encourage 
better work, finer craftsmanship, and the elimination 
of waste and inefficiency. This is the eighth consecu- 
tive profit-sharing payment made by Sheaffer. Pay- 
ments have ranged from 4% to 1214%%. 


In cooperation with the Employees’ Council, arrange- 
ments were also recently made for a complete plan of 
Group Insurance for the W. A. Sheaffer Pen Company 
employees. This affects approximately 1,100 employees 
at the Fort Madison, Iowa, factory as well as in a 
number of branches throughout the country. 


Worked out on a formula based on monthly earnings, 
the plan makes Sheaffer employees immediately eligi- 
ble for Life Insurance, Accident and Sickness, Hospital 
Indemnity, and Surgical Benefits. 


The individual amounts of Life Insurance range from 
$500 to $4,000. Weekly accident and sickness benefits, 
paying indemnity for total disability resulting from 
non-occupational accidents or sickness, range from 
$8.00 to $40.00. Employees are also covered for from 
$3.00 to $6.00 daily hospital benefits, depending upon 
Salary classification, and for $75.00 to $150.00 maximum 
surgical benefits. 


Issued by the Travelers Insurance Company, the 
insurance is based on a contributory plan whereby the 
Sheaffer organization pays the balance after the small 
semi-monthly deductions are made from the em- 
ployees’ salaries. No medical examinations are required 
for participation in the plan. 
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WELL-WISHERS AND FLOWERS IN 
TOMMY STACK’S NEW CHICAGO 
STORE.—L to R: Walter Kumpfer, Under- 
wood Elliott Fisher Company; Fred 
Brown, Hall-Welter Company; Tommy 
Stack, proprietor of the Stack Typewriter 
Company; Charlotte Stack, his daughter; 
Harry Shields; Cecilia Stack; Miss Mayme 
Ferris; Miss Mary Stack, Stack Typewriter 
Company; Miss Isabell O'Dowd; Edward 
Mulholland, Stack Typewriter Company. 


STACK OPENS NEW CHICAGO STORE 

Amid a profusion of banked flowers and with a large 
crowd of well-wishers present, Thomas J. Stack, pro- 
prietor of the Stack Typewriter Company, Chicago, 
last month held a grand opening of his new location 
on the ground floor of the Builders building. 

Decorated in modern style and furnished entirely 
with new fittings and display equipment, the new store 
is on the street level and faces Wacker drive and the 
river. There are two large windows flanking the door 
and another letting into the lobby of the building. 
The display room is large with ample space for a neat 
arrangement of desks each bearing a typewriter on 
display. Large floodlights illuminate the display win- 
dows at night. In the rear is an office for the book- 
keeper, a private office for Mr. Stack and a well- 
equipped repair and service department. 

In addition to the display desks are impressive 
glass cases around the walls holding an extensive 
stock of R. C. Allen and Dalton calculators, Under- 
wood, Remington and Corona typewriters and Hall- 
Welter check writers. A large display case, facing the 
door holds a complete stock of Waterman pens. 

Although the crowd of visitors began arriving be- 
fore 10 o’clock in the morning, it was after eleven 
at night before the last well-wisher departed, many 
of them stopping to discuss old times, business condi- 
tions and other items of mutual interest. Of the 4000 
visitors who dropped in during the day was Mgr. Fran- 
cis A. Purcell, of St. Mel’s church, a lifelong friend of 
Mr. Stack, who gave his blessing during a brief stay. 

: —<——t<e-  - 


FIRM INSTALLS 2200 MARBLE CHAIRS 


One of the largest installations of recent times was 
made last month when the Regan Office Furniture 
Corporation, New York, N. Y., placed 2200 upholstered 
chairs of The B. L. Marble Chair Company, in the 
Queens County courthouse, Jamaica, N. Y. 

Representing five solid carloads the chairs were 
mostly of a special design. Some were made of Cuban 
mahogany, others of American walnut and still more 
of quartered Appalachian white oak. The upholstering 
was in colorful blue, green and red Century Corrected 
top grain leathers furnished by the Lackawanna 
Leather Company, Hackettstown, N. J. 
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WE MOVE MATT DILLON 


In the story of the election of officers of the North- 
west Travelers Club, reported in Office Appliances for 
June, Merrill Hasty is represented as the successor of 
Matt Dillon of Associated Stationers Supply Company. 
The company name is correct but last year’s president 
was Herbert Morgan who represents Associated in the 
Northwest. Our apologies to Matt and to Herb. 
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ENCORE! 


BLOW THAT TRUMPET, Harry James! 
Swing out, Connie Haines! For OLD TOWN 
HERMETIC SECRETARIAL TYPEWRITER RIBBON 
is really something to sing about. 
Sealed airtight in a “tin of magic” 
OLD TOWN HERMETIC retains its freshness 
indefinitely, in any climate—be it tropic 
or arctic. A quick turn of the key gives 
you a ribbon fresh as the day it left 
the factory. Non-filling, non-fading 
self-reinking — no wonder secretaries 
say OLD TOWN HERMETIC is the answer 
to a maiden’s prayer for beautiful, 
deluxe letters. 


@ Mr. Dealer! Get behind a line that 
means dollars in your pocket. Go to 
town with OLD TOWN. Write today. 
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TRUMPETER...IS MAKING | iS Ribbon & Calon Co.,9ne. 
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Johnson and Prince Streets Brooklyn, N. Y 
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DEMAND for—and PRODUCTION of 
JASPER CHAIR CO. Leather Upholstered 


Office Chairs—are racing ahead! 










And it is a race everybody cheers. Busy factories and 
busy people are usually happy, conscious of their good 


fortune and careful to safeguard it. 


[Refinements of design, careful se- 
lection of materials and continual 
developments in craftsmanship and 
construction have brought the 
JASPER CHAIR CO. line to an outstand- 


ing position in the trade. We intend to 





maintain this position by a strict ob- 


servance of the standards now in use and 





no matter how urgent may be other 
No. 886 : B F 
needs, the importance of our standard of 


quality will have due consideration. 


The benefits of this policy in sales and 
service are readily apparent. To dealers 
not at present having our chairs on dis- 
play we suggest, send us your or- 
der. We'll be glad to provide you 
promptly with full details, enabling 


you definitely (and profitably) to 





plan ahead. 


**#tae 


R CHAIR 

ere eS 
‘Sie 
SS y) 


Jasper Chair Company 


JASPER, INDIANA 


REPRESENTATIVES 


Geo. A. Litchfield, Sales Mgr. James S. Fowls, (Southern) E. W. Thomas, 





(Southwest) 


R. J. Freeman, (Eastern) 8414 Euclid Heights Blvd. 3004 Mountain Ave., Apt. No. 2 
505 Fifth Ave., New York, N. Y. Cleveland, Ohio Birmingham, Ala. 

S. H. MacDonald, (West) W. H. Brown, (Chicago-Midwest ) 

405 Orpheum Bldg. 6708 Glenwood Ave., Chicago 


Seattle, Wash. (Phone ROGers Park 3644) 
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Continued from Page 62 


OFFICE EQUIPMENT FIRMS DISPLAY AT PREMIUM 
SHOW IN CHICAGO 


A number of prominent manufacturers and dealers 
in office equipment and supplies maintained display 
booths at a business show of the ninth annual Na- 
tional Premium Buyers’ Exposition, held in the Palmer 
House, Chicago, from May 1 to 5. 

The exhibition and a series of daily meetings were 
held under the auspices of the Premium Advertising 
Association of America, Inc., with the last day of the 
five-day convention being devoted entirely to the exhi- 
bition hall. 





Among the companies connected with the office sup- 
ply, commercial stationery and office equipment field, | 
together with those in attendance at the various ex- | 


hibition booths, were: 
The Autopoint Company, C. N. Cahill and staff; A. T. 
Cross Pencil Company, E. R. Rodriguez; Eagle Pencil 


Company, Sig H. Engelberg, Mrs. C. H. Engelberg and | 


Robert Overend; 
showing steel card tables and _ chairs, repre- 
sented by Benmatt Organization; General Shaver Di- 
vision, Remington Rand, Inc., R. H. Alexander, G. H. 
Wright, R. B. Alexander and John Bowman; Hanson 
Scale Company, F. L. McCabe; Hassenfeld Bros., H. 
Hassenfeld and F. L. McCabe; Parrot Speed Fastener 
Corporation, Carl S. Kaufman, and Salz Brothers Com- 
pany, Harry J. Pawliger, Theodor Hirsch and Irwin Salz. 
——o 2 — 


N. Y¥. GOLFERS STANDING 


With the series of tournaments going merrily on, the 
standing for points on the season’s cups of the New 
York Stationers Golf Association was reported as 
follows: 

Class A: R. A. Weissenborn, 8; L. H. Tavernier, 5.50; 
A. L. Ficks, 5; R. J. Urmston, 5; D. A. Davies, 2.50; 
J. K. Clark, 2; R. B. Sainberg, 2. 

Class B: E. F. Dooley, 5; I. M. Levy, 5; H. W. Bow- 
man, 2.50; G. W. Fairchild, 2.50; F. B. Leedom, 2.50; 
M. Lowenstein, 2.50; L. J. Messina, 2.50; J. Petchesky, 
2.50; W. G. Whittemore, 2.50; H. Yager, 2.50. 

Dates and places of the remaining games of the 
series are: July 13, Ridgewood; July 25, Old Oaks; 
August 8, Winged Foot; August 22, Hackensack; Sep- 
tember 12, Westchester; October 3, Mountain Ridge; 
October 17, Richmond County. 

. ————2- 


PITTSBURGH STATIONERS CLUB ELECTS OFFICERS 


Resuming its activities for the new season the Pitts- 
burgh Stationers Club last month held its annual elec- 
tion of officers with the following men named to govern 
for the next twelve months: 

President, J. E. Dugan, Acme Printing & Stationery 
Company; vice-president, L. S. Young, Sewickley; treas- 
urer, Fred Steinmiller, J. R. Weldin Company; secre- 
tary, A. R. Huntzinger, E. W. Curry Company. 

During the evening plans were discussed for a fall 
outing to be held some time in September with the 
definite date and place to be announced later. 

The club will hold monthly meetings at which will 
be taken up questions pertinent to the stationery in- 
dustry as it affects Pittsburgh dealers. 

—o-— - 
MONROE HOBBY SHOW REVEALS EMPLOYES’ 
HANDICRAFT 


Exceptional talent in handicraft, model building, | 


wood working and other arts was revealed at a hobby 
show held May 22 by employes of the Monroe Cal- 
culating Machine Company in Orange, N. J. More 
than 2000 people visited the main garage at the Mon- 
roe plant where the exhibits were displayed. 

The more than 100 exhibits covered an interesting 
and unusual range of hobbies, from needlecraft to 
home made candy; from a ship model in a seven-inch 


Gaylo Manufacturing Company, | 
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FOLLOW UPS 


"Following thru" is child's play 
—if your records are properly 
recorded. 

PANAMA and BEAVER carbon 
paper copies do not vanish like 
ripples—and the copies stay young. 

Not a faded copy in forty-five 


years! 


Beauty on 

the back— 
DOUBLE 
DUTY through 
and through! 


* 


Ask your 
PANAMA or 
BEAVER man 


about— 


MERIDIAN 


“Super Carbon Paper 


from "The Line That Can't Be Matched" 
MANIFOLD SUPPLIES COMPANY 


Manufacturers of PANAMA and BEAVER 
Typewriter Ribbons and Carbon Papers 


188 THIRD AVENUE BROOKLYN, N. Y. 


























OUPLICATING 
BLACK 





DUPLICATING INS 
of SUPERIOR QUALITIES 


new, complete line of Duplicating Inks . . . made 

in 3 grades Pines nium—Fast cae and Bulletin . . 
establishes new high standards in inks for all stencil 
juplicator 
Consider the followir 1g special features and the 
yenuine sales advantages they present 

@ Twelve to fifteen percent more copies per pound. 

@ Extreme sharpness of character on printed pages. 

@ Rich, Brilliant black color. 

@ Minimum penetration into the paper. 

@ Non-smudging. 

@ Non-oxidizing, doesn’t dry out in pad or drum. 

@ Perfect distribution in the pad. 

@ Minimum offset. 


a for samples 


MFRS OF 
QUALITY INKS 
FOR OVER 

>) 45 YEARS 





INK SPECIALTIES CO., INC. 


525 S. LAFLIN STREET ...... . . CHICAGO 
FRED B. CANODE, PRES. 


DISTRIBUTOR: DUPLICATING MACHINE EXCHANGE 
421 Wall Street, Los Angeles, Calif. 


WESTERN 








OFFICE APPLIANCES 


glass bottle to a 14-foot folding canoe; from a Na- 
poleonic coach model to a modern trailer—all showing 
the handiwork to which Monroe employes devote 
themselves in their leisure time. Among the more 
unusual exhibits were hives of honey bees, model aero- 
plane engines, violins, collections of firearms, oil and 
water color paintings and others. 

The difficult task of selecting the winning exhibits 
in each classification was in the hands of officers and 
executives of the company and their wives. These 
included E. F. Britten, Jr., president, and Mrs. Britten; 
W. R. Cummings, vice-president, and Mrs. Cummings; 
C. R. Britten, secretary, and Mrs. Britten; Mrs. R. S. 





MONROE HOBBYISTS SHOW THEIR ABILITY.—(Top) Presi- 
dent E. F. Britten, Jr., exhibits a number of Monroe calculators 
on the grounds that they are his chief hobby and take up all 
of his time. (Center) Napoleonic coach, exhibited by R. E. 
Phinney, research department, won first place for models. 
(Lower) General view showing trailer, sailboat, hand-carved 
furniture and other products of Monroe employes hobbies. 


Schmidt; W. W. Fisher, works manager, listing divi- 
sion; A. Anderson, works manager, calculating division, 
and F. M. Smith, general service manager. 

First prizes went to the following: Miss Sue Di 
Marzo, treasurer’s department, hand-embroidered 
tablecloth; John Smith, punch press department, vio- 
lins; Webster Luland, check writer engineer, oil paint- 
ings; Robert Phinney, research department, Na- 
poleonic coach model; Albert Ohr, engineering depart- 
ment, collection of old firearms; Lee R. Brown, engi- 
neering laboratory, carved Queen Anne chair; John 
Louden, inspector, bookkeeping division, photographs; 
W. W. Voorhees, cost department, amateur radio trans- 
mitter. 

This was the third, and by far the most successful, 
hobby show which has been conducted by employes 
of the Monroe Company.—NJNS 
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[er © furniture is 

now available in 

tubular ST A/NLESS STEEL mm addition to 
polished chromium 





@® Hundreds of users of Chrome Furni- 
ture have been constantly asking for 
TROY Furniture in stainless steel. Here- 
tofore, high prices made its sale almost 


prohibitive. But you now can offer your 
1 Park Avenue, New York City 





trade TROY tubular Stainless Steel Fur- 666 Lake Shore Drive, Chicago 
2155 E. Seventh St., Los Angeles 
niture at prices only slightly higher So SEES ee eras 
Z 1005 Liberty Ave., Pittsburgh 
, 1004 S. Michigan Ave., Chicago 

than Chrome-plated Metal Furniture. 168 Deattend Gi bane 
: 1: : 1136 Prospect Ave., Cleveland 
Write for price list today! 209 Mills Bldg., Washington, D.C. 


THE TROY SUNSHADE COMPANY, Dept. P-79, TROY, OHIO 
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/ MAY BE G00D LOOKING 
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ALL-AROUND QUALITY 
HELPS YOU SELL 
CANCO BASKETS... 








OU can sell CANCO wastebaskets on 
their face value as well as their hidden 
strength, because they combine good appear- 
ance with rugged construction. They are made 
of tough, durable metal — lithographed in at- 
tractive colors and handsome wood finishes 


that make them decorative assets in any office. 





No customer could ever ask for more—which 
is why you'll find the CANCO line fast-selling, 
easy-selling and profitable. Full information 


and prices will be sent on request. Why not 


write today? 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


CITY PARK AND HAMILTON ST., TOLEDO, OHIO 
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CHI-CO STATIONERS HOLD FIRST GOLF MEET 
OF YEAR 

On Wednesday, June 7, about thirty members and 
friends of the Chi-Co Stationers Club sweltered under 
the superheated rays of the sun at the Navajo Fields 
course, southwest of Chicago. Aside from the heat, 
| conditions were perfect. It was even reported that 
some players turned in good scores. 

Following some pleasant moments under the show- 
ers, those in attendance adjourned to the dining room 
on the screened veranda of the club house and fel- 
lowshipped together during dinner. 

Some of the sprightlier spirits were so refreshed by 
the viands that they indulged in slightly boastful lan- 
guage which eventuated in the laying of certain wagers 
concerning the art of playing golf. Without even wait- 
ing for dessert to be served, the irrepressible Ernie 

| Lund, sport loving Bill Weber and the tall and hand- 
some Clarence Hinckle gathered up their instruments 


DIVOT DIGGERS AT THE CHICO OUTING AT NAVAJO FIELDS 

1. W. G. Pankonin. Ace Fastener Corp.; E. L. Lund, Englewood Blueprint 
Shop; W. F. Weber. Ace Fastener Corp., and George Cormack, Wil- 
son-Jones Co. 

2. Rudy Janovsky. Wilson-Jones Co.; C. O. Burras, Burras Staty. Co.; 
Morris Rosenthal, Wicker Park Stationers. 

3. John A. Uden, Boorum & Pease Co.; E. L. Klorig. Globe Furniture & 
Staty. Co. 

4. R. J. Vojta, Frank Mashek & Co.; G. J. Aigner, G. J. Aigner Co. 

5. Harry Sturdevant. Ace Fastener Corp., and Gordon Kickels, The 
Globe-Wernicke Co. 

6. Bob Overend, Eagle Pencil Co.; W. MacDonald, Commercial Staty. Co. 

7. Ollie Hamilton, F. S. Webster Co.; B. J. Powell, A. W. Faber, Inc.; 
R. Pieritz, Pieriiz Bros., and Tom Gillice. Rockwell-Barnes Co. 

8. J. W. Starck, Boorum & Pease Co.; Roy Kirk, Office Supply Co.; Dun- 
can Conklin, Boorum & Pease Co.; A. L. Dopke, Peerless Key-Imperial 
Mig. Co. 


of competition and strode to the first tee. Because of 
the complications of the wager, W. G. Pankonin and 
Bob Lauter went along to serve as accountants, ref- 
erees and caddies. Ernie played one ball against Bill, 
each gentleman using only a number two iron for all 
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LIBRARY EQUIPMENT 


Many public and private 
libraries have been equipped 
by Globe-Wernicke. 














An interesting example of G/W custom-built banking equipment. 
Genuine walnut was selected for counter, check desks and railing 
because of its natural beauty, warmth and charm 


THERE ARE MANY OPPORTUNITIES 
TO SELL THIS PROFITABLE LINE 
OF WOOD BUSINESS EQUIPMENT 


Many business concerns and public institutions prefer to use wood 
134.05 =) (Ome 108008) 8\(es— business equipment. For all of these Globe-Wernicke offers a wide 
: variety of stock and special equipment that combines efficiency, 
Globe-Wernicke dealers economy and long life with attractive appearance, convenience 
often find opportunities to and useful service. 


~ueeagedegl spécia} oT Globe-Wernicke products include a complete line of wood and 
ment for use in public steel office equipment and supplies sold through 
buildings. dealers. Write for catalogs, prices and dis- 
counts to dealers. 
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bookcases are available in a 
variety of styles, sizes and 
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Counter height files are often Standard height four drawer file 


This two drawer file with legs 
used to subdivide an office for private or general office use. 


can be used beside a desk 


Globe-Wernicke 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 














Service 
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HARTER Scores Another 
First’: This Time With NEW 
Posture Chair Seats! 



















HE new Harter Posture Chairs— 






with foam rubber seats on venti- 
lator rests—are in line with public 
demand. They are proving highly 
popular in fine offices throughout the 
country. Harter dealers know all 
about this trend and are making 
much of the opportunity. If you are 
not a Harter dealer perhaps you 
would like to join our organization. 
If so, just write for complete details 


about the Harter Dealer Plan. 












These new posture chairs in the Fifteen Group 
are self-adjustable. The back adjustments —vertical 
and horizontal—and that of the seat as well, are 
made by means of quick-acting hand controls. In 
other words, the occupant of a new Harter Posture 
Chair makes each adjustment himself. This exclu- 
sive feature has already met with popular acclaim. 


% FOAM RUBBER SEATS ON VENTILATOR RESTS 


THE HARTER CORPORATION 


Sturgis, Michigan 


MODERNIZE= HARTERIZE 
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strokes. Ernie played another ball against Clarence, 
this time using the proper club for each stroke, allow- 
ing Clarence a handicap of one stroke a hole. The 
contest lasted for four holes. Ernie came out on top 
in both wagers, although a tie was prevented only 
because Bill Weber submitted to a penalty stroke 
when he had to remove a ball from under a bush in 
order to play it. The club professional was not at 
hand to decide the titanic question but Ernie claimed 
that he knew what he was talking about. 

It must be said in conclusion that all three of the 
boys were greatly aided in the exhibition of their skill 
by a very well behaved gallery, the members of which 
did nothing worse than yell and jump around as each 
stroke was played on the fourth hole. 

<i. 
PENN-MAR-VA CLUB ELECTS OFFICERS 

The annual meeting and election of officers of the 
Penn-Mar-Va Club was held on June 15 preceding 
the convention of the third regional district. With 
approximately thirty members present the meeting 
was called to order by President Stanley M. Woodruff, 
who appointed a nominating committee consisting 
of Millard Jackson, chairman, and C. H. Everly and 
A. E. Peterson. 

Secretary Cravens then read his report which showed 
a roster of 113 members in good standing. The treas- 
urer, Charles P. Garvin, reported the club in healthy 
condition with $127.60 in the treasury. 

Upon motion, duly made and seconded, Miss Rose 
Cushman and Miss Jean Stringer were made honorary 
members of the club, and Mr. Garvin and Walter G. 
Stringer were made honorary life members of the 
organization. 

The president of the club then called upon Mr. 
Garvin, who is general manager of the National Sta- 
tioners Association, to address the meeting. He com- 
plimented the travelers club members on the devotion 





FRIEND CONGRATULATES NEW PENN-MAR-VA OFFICERS.—(L. to R.) 

Burt Brewster, Boorum & Pease Co., second vice-president; Al Williams, 

Stationers Guild, president; F. K. O'Connor, Boorum & Pease, doing 

the congratulating; William Cravens, Walcott-Taylor Co., secretary; John 
Dwyer, Acco Products, Inc., first vice-president. 


of their time to general interest in the field and sug- 
gested that they also devote some time to their own 
particular interests in the work. He pointed out the 
development of such factors in business which tend to 
seriously affect the standing of traveling men in their 
field work. 

Harold Hampton, president of National Stationers 
Association, was then called upon for a few remarks 
and he drew attention to the competition in selling 
created by mail order and premium competitors. His 
recommendation to all manufacturers was to use men 
to sell and not one cent stamps for salesmen. 

Charles P. Garvin then again briefly addressed the 
meeting and called attention to the fact that pro- 
moting the interests of the dealers’ business is what 
the National Stationers Association was doing and that 
the retailer who is successful has a vital tie-in with 
the manufacturer whom the traveling men repre- 
sented. He also reminded the traveling men that they 
should be more vitally interested in their place in the 
industry and should, in the travelers clubs, appoint 
a “policy committee” and keep posted on the develop- 


DICTATING 10 DICTAPHONE 
is as simple as telephoning: 


To use Dictaphone, merely remove the speaking tube from 
the hook and talk into the mouthpiece. As you talk, your 
words are engraved on a revolving wax cylinder. Thus you 
record notes, correspondence, memoranda and ideas, 
Dictaphone is equally 
= » efficient in any language. 
Unusual and_ technical 
words are recorded exact- 
ly as they are spoken. And 
you may pause whenever 
you wish... to correct 
an error or listen back to 
what you have said. 
When you have finished 
dictating, your secretary 
removes the cylinder and 
puts it on her transcrib- 
ing machine. Through 
earphones she hears your 
exact words ... and she, 
too, may stop to listen 
back at any point, check- 
ing what you have said. 
This modern dictating 
machine enables you to 
dictate at any time, with- 
out requiring the pres- 
ence of your secretary. It 
helps you get your impor- 
tant work done when it 
should be done! 
Dictaphone is economical, too. When the cylinder has 
been transcribed, a shaving machine removes the thin en- 
graved portion and each cylinder can be used many more 
times. Operation consumes very little electrical) current. 
Get the facts about this modern system of dictation. Mail 
the coupon below TODAY! 











Model B-12 
Transcribing Machine 


These machines are also available in De Luxe and Progress Cabinets 


Model A-12 
Dictating Machine 


You are cordially invited to make your headquarters 
in the office of the Dictaphone Corporation when you 
visit the N. Y. World’s Fair. A most cordial welcome 
awaits you in Office 750 in the Graybar Building. 


DICTAPHONE CORPORATION 


420 LEXINGTON AVENUE 
NEW YORK CITY 


’ ts the registered trade-mark of the Dictaphone Corpo- 


The word ‘Dictaphone 
f Dictating Machines and Accessories to which said 


ration, Manufacturers o 
trade-mark is applied. 





DICTAPHONE CORPORATION OA-7 
420 Lexington Avenue 
New York City 
In Canada—Dictaphone Corporation Ltd. 
86 Richmond Street, West, Toronto 


I should like to talk with someone about the loan of a 
Dictaphone at no expense to me. 


Please send me a copy of ‘‘The Dictaphone System.” 
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Company 
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High 
Desk 


Stools 
of 


\ Excellent 
No. 626 Quality 





DEALERS: It is not necessary to make 
false statements in selling these High Desk 
Stools; just tell the truth about them. 

No. 626 and 7206 are identical with ex- 
ception of the seating arrangement. 

The understructures are scientifically de- 
signed for usefulness and durability. No 
cramped condition of the users’ legs will re- 
sult, because the foot rest is built away from 
under the seat. 

Ball and Socket swivel feet—with 1°4” 
diam. of each foot always resting flat on the 
floor—do not mar linoleum, etc. 

Instantaneous height adjustment. 

No. 7206 has a genuine Pos- 
ture seat and back of wood. 
Choice of seats on No. 626 is 
either wood, linoleum or steel. 


Smart, pleasing finish on both 
wood and steel. 


Ask for 
Catalog 


Manufactured by 


THE 
TOLEDO 
METAL 
FURNITURE 
COMPANY 


1674 Hastings St. 
TOLEDO, OHIO 
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ments in selling that effect the present type of dealer 
selling. 

There was also a motion made and seconded and 
carried to present flowers at the annual banquet of 
the regional district Saturday night to Mrs. Garvin, 
Mrs. William Stockett, Mrs. R. L. Thomas and Mrs. 
Stanley Woodruff following which President Woodruff 
expressed his appreciation of the support of the offi- 
cers and committees and members of the club during 
his year of service, and thanked them all for their 
genuine fraternal spirit and real cooperation. 

The nominating committee presented their report 
through Millard Jackson, chairman, and placed before 
the meeting the name of A. W. Williams for president; 
John B. Dwyer for first vice-president; F. Burton 
Brewster for second vice-president; W. H. Cravens 
for secretary; and Mr. Garvin for treasurer. Upon 
motion duly made, seconded and carried, the secre- 
tary was instructed to cast oue ballot for the ticket 
presented by the nominating committee and the 
chairman of the meeting declared them duly elected. 

A rising vote of thanks was given to William M. 
Cravens for his faithful service in taking care of the 
work as secretary of the organization. 

Upon receipt of the news that John T. Hullett of 
Baltimore, who was the founder of Penn-Mar-Va 
Travelers, and who was reported quite ill at home, 
upon motion duly made, seconded and carried, it was 
voted to send a bouquet of flowers to Mr. Hullett and 
express regret regarding his illness and the hope of 
a speedy recovery. 

A. W. Williams, the newly elected president, then 
took the chair and expressed his thanks and appreci- 
ation for the honor conferred on him, pledged his 
cooperation, and service for the coming year in the 


direction of building active interest. 
: Qe 


CONNECTICUT VALLEY STATIONERS’ OUTING 

The rolling terrain of the golf course of the Indian 
Hill Club at Newington, Conn., proved a good match 
for the determined onslaught of some forty-odd per- 
spiring adherents of the ancient and royal game of 
the Scots, who checked in for the annual golf match 
and outing of the Connecticut Valley Stationers’ Asso- 
ciation on June 6. 

From the top of Indian Hill and clubhouse veranda, 
it was a tranquil vista of undulating countryside with 
its mass of greens of all hues gradually diminishing 
into the blue of a magnificent June sky. But down on 
the fairways, amid the gulleys, trees, rocks and rough, 
it was a torrid scene as the determined battle against 
old man par progressed. And, gathered at the nine- 
teenth hole, the refreshing end of the long trek, it was 
readily discovered that par had once more stood su- 
preme—this in spite of the huffing and puffing of our 
lusty, strong-armed crew. 

Need it be said that some of us traveled devious ways 
and routes from tee to hole? In fact, many were the 
pellets seemingly possessed of all the caprice generally 
attributed to the gentleman from the dark regions of 
Hades. So when the pellets were stroked prodigiously 
they frequently chose both direction and spot some- 
what foreign to the golfers’ original ideas and more 
than likely in a neighboring ‘cow pasture, disturbing 
the placid cud chewing of the bovines. You could 
almost see the disgust in their eyes as they viewed the 
efforts of some of the two-legged species who scraped 
their shins on barbed wire to invade their domain in 
quest of one of those round white things they imme- 
diately socked away into some other forsaken part 
on or off the course. 

But don’t gather from this harangue that this was 
wholly a dub’s field day. For the foregoing is largely 
the experience of your reporter and partner. There 
were golfers in the group, too. Those who did make 
the ball do tricks for them, and whose scores showed 
a degree of proficiency at which we marvel. 

The round of golf was fun, but best of all was the 
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Business of Tomorrow Demands the New Desk of Today 


THERE’S ONLY ONE LINE OF 
Art Metal 


"Arrive Desxs 


Setting a New Trend in Style 
and Efficiency 


HE originator of a basically new idea or style has the great advan- 

tage of first choice. He rejects many ideas in order to select the few 
best. Such an invention is the Art Metal “Airline” Desk—the desk of 
tomorrow—that you can offer your customers now. * The “modernism” 
of Airline Desks is not simply a word. It’s functional, not ornamental. 
It saves space, provides glareless working surface, rounded, bumpless 
corners, island bases for complete sweeping and more foot room and 
swing. * Eight models—from clerical to executive —at prices that make 
sense, with utility features that mean plus value. * For better business 
tomorrow you need A/rline salability, style and efficiency. Your territory 
may still be open, but not for long. Write our Agency Division today. 


ART METAL CONSTRUCTION COMPANY, Jamestown, New York 
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Don’t accept any showcase 


until you learn Sheaffer’s 
new Fluorescent Showcase 
plan —tthe ‘“‘machine- for- 


selling”? that’s unmatched 


in profit results! Write 
W. A. SHEAFFER PEN 
COMPANY, 


Fort Madison, lowa. 
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good fellowship with it. And believe you me, these 
Connecticut Valley boys know what good fellowship is. 

After the showers and the general sprucing up, there 
was little delay in seating the hungry group for a 
splendid steak dinner. And there was little delay in 
consumption of everything in sight. An afternoon on 
the golf course is a marvelous tonic for indifferent 
appetites. 

After dinner, President Stanley McGar (John J. Mol- 
loy Company, Meriden) briefly and officially welcomed 


WARRIORS OF THE NIBLICK AT THE CONNECTICUT VALLEY STATION- 
ERS GOLF OUTING.— 
1. Gordon MacArthur, Joseph Merrells, Ray Cowles. all of Bradley & 
Scoville, New Haven; in front, Harry J. Ferry, National Blank Book Co. 
2. J. J. Mullaney, Burt & Jeffers, Hartford; F. E. Benson. Berger Mig. 
Co.; F. L. Jeffers, Burt & Jeffers. Hartford. 
3. S. Ford Chidsey, Bradley & Scoville. New Haven; D. N. Briggs. 
Sun Rubber Co. 
4. Fred Husmer, Plimpton’s, Hartford. 
5. Jack Previdi; Tom Stonhouse, W. A. Sheaffer Pen Co.; Willard Free- 
man, Dennison Mig. Co.; Tom Stonhouse, Jr. 
6. Walter Conlin, Plimpton’s, Hartford; Percy Jacobs, John Rembert, 
New Haven; David C. Lewis, Tuttle, Morehouse & Taylor Co., New 
Haven; John F. Molloy. John F. Molloy Co., Meriden. 
. Ted Hargan, Yawman and Erbe Mig. Co. 
. Ed. Polmatier, Conklin Office & School Supply Co.; George Ander- 
son, F. S. Webster Co. 
. Stanley McGar, John F. Molloy Co., Meriden; Jack Kennedy. Trussell 
Mig. Co.; Gary E. Dell and George McGlade, Acco Products, Inc. 
. Dick Shields, Edward Granville, Inc., New Haven; G. L. Robbins, 
Gregory Fount-O-Ink Co.; Paul Dell, manufacturers representative: 
George W. Lackbarth, Edward Granville, Inc., New Haven. 
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the members and guests and introduced the members 
at the head table who were applauded 

Tom Stonhouse (W. A. Sheaffer Pen Company) was 
literally stampeded into a vocal rendering of the old 
favorites of the members. Tom has been singing these 
for more years than he will admit, but time has lent 
enchantment to his voice. Jack Kennedy (Trussell 
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1,000,000 


Important and extremely active credit records 
are housed in this battery of Columbia card files. 








BANK 


The Title Department of a Trust Company must 
have facilities for various types of records. This 
counter solved one problem. 





Eight standard map cabinets each holding nine 
map books. The one piece linoleum top covers 
all units and provides an excellent working 
surface. 
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5.000 YEARS OLD 


5,000 years ago important records were inscribed 
on clay tablets. Today these same records are 
safely filed in Columbia plan drawers. 
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HAVE YOU A FILING PROBLEM? WRITE US FULLY 


COLUMBIA STEEL EQUIPMENT CO. 


LINCOLN - LIBERTY BUILDING 
PHILADELPHIA, PA. 
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will help you “breeze” through 


the summer by bolstering your 


hot-weather sales and profits 





No. 4065 Flat Top Desk— 
60” x 36” x 30” high 





YOUR customers use desks in summer as well as 
winter. Why shouldn’t they buy desks in summer 
as well as winter? If you want to bolster your 
hot-weather profits, tie-up with IMPERIAL—a 
line that’s styled and priced to bring you quicker 
sales in July as well as January. The fast-selling, 
popular “‘Island-Aire’’ group is just one of the 
hundreds of numbers in the IMPERIAL line that 
will put an end to summer slumps for you. Write 


today for details. 


tnpicial 


NESh COMPANY 


EVANSVILLE, INDIANA 





OFFICE APPLIANCES 


Manufacturing Company) followed with an old Irish 
favorite which the group enjoyed. 

Now Harry J. Ferry (National Blank Book Company) 
and S. Ford Chidsey (Bradley & Scoville, New Haven), 
secretary of the Association, were all ready with the 
prizes to award the golfers for their labors of the 
afternoon. The topnotchers were: 

Low Gross—Joseph Merrells (Bradley & Scoville, 
New Haven). 

2nd Gross—Ed Polmatier (Conklin Office & School 
Supply Company, Springfield). 

3rd Gross—Garry Dell (Acco Products). 

Low Net—Willard Freeman (Dennison Manufactur- 
ing Company). 

2nd Net (3-way tie)—-Tom Stonhouse (W. A. Sheaf- 
fer Pen Company), Tom Stonhouse, Jr., Walter Conlin 
(Plimpton’s, Hartford). 

So, with thanks to Tom Stonhouse, who was in 
charge of the day at the club, the group dispersed, 
tired but happy. 


—><-—_— 





SAN FRANCISCO MEETS UEF PRODUCTS IN A BIG WAY.— 
Above is the large display booth of the Underwood Elliott 
Fisher Company which was a feature of the Inform-A-Show, 
the business exhibition of the National Purchasing Agents 
Association convention held in the Bay City, May 22 to 25. 
The gentlemen in the booth are, left to right: Alfred Jensen, 
sales manager, accounting machines division, New York; W. M. 
Coffman, Pacific district manager, San Francisco, and F. G. 
Fink, branch manager, San Francisco, UEF accounting and 
adding machines as well as typewriters and supplies were 
shown. 


<> = 


ST. LOUIS STATIONERS END MEETINGS FOR 
SUMMER 


Recreation features were put on the program of the 
final meeting until fall of the Stationers’ Association 
of Greater St. Louis, which met June 19 at the Wabash 
Club in Ferguson, Mo. Many of the members went to 
the club in the afternoon and participated in the out- 
door games provided at this country place. The July 
and August meetings will be eliminated, L. Walter 
Ruedy, president of the association, announced.—HB 


*—_ 


ILLINOIS CARBON ASSOCIATION ENDS MEETINGS 
FOR SUMMER PERIOD 


Holding its last gathering until next September, the 
Illinois Carbon Paper & Inked Ribbon Association met 
June 12 in the Atlantic hotel, Chicago, for its noon 
luncheon. There was a good attendance to listen to an 
interesting address by Maurice L. Cohen, Bureau of 
the Chicago Association of Commerce, who spoke on 
“Toward a Greater Chicago and How It Can Be Built.” 
After the regular business was transacted an adjourn- 
ment was taken until September. 


CHICAGO MANAGERS ENJOY GOLF OUTING 


The first outing of the year for the Office Appliance 
Managers Association of Chicago was held on the after- 
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GREETINGS !! 
National Typewriter and Office Machine Dealers 


WeE offer our sincerest wishes that you and yours have a most delightful, 


entertaining and instructive time at this big three day convention. And, we, at 


this auspicious time, renew 


OUR PLEDGE 


The Ames Supply Company never has and never will compete with you by 


selling Office Machines or Parts directly or indirectly as your competitor. 


“Always Your Friend, Never Your Competitor” 


AMES SUPPLY COMPANY 


Manufacturers and Distributors of Typewriter and Adding Machine 
parts, tools, equipment, platens, ribbons, carbons, and supplies. 


Home Office: 
564 West Randolph Street 
Chicago, Illinois 
Telephone Franklin 1946 


Foreign Offices and Branches: 


ENGLAND, Longs, Ltd., 80 Queen Street 
London, E. C. 4., England 
Tel.—City 1621 


MEXICO—L. Gomez, Jesus Carranza No. 28 
Mexico City, D. F. Mexico 
Tel.—Eric 6-67-46 


Branches 
ATLANTA—11 Pryor Street 
Tel.—Walnut 2443 
DALLAS— 206 Lane Street 
Tel.—2-8894 
NEW YORK CITY—37 Murray Street 
Tel.—Barelay 7-2191 


SAN FRANCISCO—583 Market Street 
Tel.—Garfield 1264 


Offices and Agents 
Boston—Ames Supply Agency Minneapolis—Precision Platen Co. 
136 Federal Street 126 South Third Street 
Tel—Hubbard 6895 Tel.—B.R. 6482 
New Orleans—Peter Paul Mech. Ser. 
Cincinnati—Peter Paul Service 509 St. Charles Street 
808 Main Street Tel.—Magnolia 1205 
Tel.—Parkway 0866 = bitadelphia—Liberty Typewriter Co. 
132 South (ith St. 


Cleveland—Typewriter & Supply Co Tel._—KIN. 0417 
1006 Superior Ave., N.E 
Tel.—Main 0136 Pittsburgh—Standard Typewriter Co 


129 Fifth Avenue 
Denver—J. S. Stahl & Co Tel.—Atlantie 0342 
926 Seventeenth St. St. Louis—Fleteher Typewriter Co. 
Tel.—Main 1024 806 Pine Street 
Tel.—Main 0843 
Indianapolis—King Typewriter Exch 


207 Massachusetts Ave. Seattle—Seattle Platen Mfg. Co. 


9! Spring Street 


Tel.—Lineoin 9470 Tel.—E.L. 1576 
LosAngeles—W inder’s Platen Serv.Co Washington—General Typewriter Co. 

524 S. Spring Street D. C. 806 F. Street, N. W. 

Tel.—Michigan 0259 Tel.—NA. 2249 
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S.C. JOHNSON & SON, 
INCORPORATED .... 
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FILING DEPARTMENT 














AN EXECUTIVE OFFICE 


AT YOUR SERVICE 


Whether the installation calls for 
specially designed or stock equip- 
ment, business can rely on the 
intelligent cooperation and the 
supreme quality of all Metal 
Office products to best serve its 


reguirements. 











WHAT THIS MEANS TO YOU! 


The fact that “The World’s Most Modern Office” is equipped with 
Metal Office desks, chairs, filing cabinets, counters, work tables, 
etc. is significant to every progressive equipment dealer. Wright 
genius and Metal Office craftsmanship is definite evidence that 
here is a line of equipment that sets a new standard of office 
comfort, stability, efficiency and above all saleability. 


“The World's Most Modern Office” has startled and interested 
business America. An illustrated booklet giving all of the aston- 
ishing details is yours for the asking. Why not write for a copy 


today? 








METAL OFFICE FURNITURE COMPANY 
Grand Rapids, Michigan : 
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noon and evening of June 9 at Tam O’Shanter Country 
Club. Although rain fell until three o’clock, the game 





NIBLICK SWINGERS AT CHICAGO OFFICE MANAGERS 
ASSOCIATION OUTING.—(Upper, L to R) F. R. Harris, The 
Todd Co.; C. L. Hayes, International Business Machines Corp.; 
Harry Shifflette, Marchant Calculating Machine Co; Don Oakes, 
Postage Meter Co.; James T. Stewart, W. S. Gilkey Printing Co.; 
William Ireland, The Todd Co.; Sanford Cundall, Stromberg 
Electric Co. (Lower, L to R) Harry Cross, Dictaphone Sales 
Corp.; Herbert Frank, Shelby Salesbook Co.; M. G. Hoffmaa, 
guest; James T. Stewart and C. L. Hayes. 


proceeded after a short delay and everyone had an en- 
joyable time. Some who could not come for golf came 
later for dinner. 

—- 


RITE RITE ANNOUNCE THREADLINE PENCIL 
DRIVE FOR THE FALL 


Dealers handling Threadline pencils and Threadline 
thinner leads are due for an upturn in forty-nine cent 
pencil sales this fall when the advertising and sales 
promotion plan of the Rite-Rite Manufacturing Com- 
pany, 1501 West Polk street, Chicago, materializes. 


Column advertisements in Liberty and Collier’s 
through August, September and October will tell the 
consumer about the new mechanical pencil and ex- 
plain that it remains sharp because the lead is so thin 
it cannot be dulled. Double cards in street cars and 
busses in certain selected areas will back this up in 
concentrated local drives. 


The dealer is the focal point of the campaign and 
it has been built around his importance in the distribu- 
tion picture. A long list of striking dealer helps is 
offered to active distributors including giant window 
cards, window streamers, imprinted envelope stuffers, 
newspaper mats and showcase trays. The manufac- 
turing company believes that an upswing in sales will 
follow when the 20,000,000 magazine readers, street car 
and bus riders are reached in the coming campaign. 
Thinner lead was introduced in higher priced units 
by the W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, with impressive success. 

. te + 

KENNEDY CO. MOVES OFFICES 
William J. Kennedy Stationery Company, St. 
moved its offices and sales quarters at 212 
North Fourth street, in June, to 121 North Eighth 
Street, where a branch store has been operated for 
years. Additional space was taken on the second floor 
and the entire basement of the Pineate building, in 
which the store is located, was acquired for storage 


of stock. The larger items will be displayed on the 
second floor. 


The gradual movement of business firms from the 
Fourth street area to points further west and economy 
reasons are responsible for the consolidation of the 
two sales quarters, Chester A. Kennedy said. The com- 
pany does an exclusive retail business —HB 


The 
Louis, 


Insure 
Customer 
Favor 


Pins, clips, staples, thumb tacks or brass 
fasteners, must conform to high quality 
siandards to insure efficient service and 


provide real user satisfaction. 


Every number in the Vail line is de- 
signed to insure satisfactory perform- 
ance. Every item is perfectly formed 
of highest quality materials. Fine, at- 
tractive finish and modern packaging 
aid in making rapid sales. 


Intrinsic quality and packaging are de- 


ciding factors. 


hundreds of dealers regard this com- 
pany as their logical source of supply. 
Adequate stock of all standard types and 
sizes of paper fasteners are on hand for 
immediate shipment. Prices are always 


competitive. 


Sell Vail products to win new customers 


and hold them. 


Write for illustrated price list covering 


our complete line. 


VAIL 
MANUFACTURING 
COMPANY 


900 E. 95th St. 


That is why so many 
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Treasure Island—A man-made jewel, 
set inthe golden waters of San Francisco 
Bay—educates, entertains and amuse; 
you. Amidst an architectural fairyland, 
gleaming palaces and towers set off by 
thousands of trees and shrubs, make 
an incomparable setting for the 1939 
International Exposition. 


In the foreground is the Fountain of Western Waters, in the Court 
of Pacifica. At the south end of the Court of Seven Seas rises the 
brilliantly lighted Tower of the Sun. 


Beyond the Palm trees and the cylindrical light standards are the 
massive Elephant Towers, flashing the Portals of the Pacific. The 
towers are as high as a twelve-story building. 


On 400 acre man-made ‘‘Treasure Island,’’ eleven western 
states, twenty-eight foreign nations and 350 exhibitors present 
the San Francisco World's Fair—a superb demonstration of 


the ingenuity and vitality of the West. "Y and 
Street. ( 





To visit it is to receive new inspiration—new ideas of design 


and color—new insight into future trends—and new apprecia- moval 

tion of the outstanding design and finish of the new ‘‘Y and E"’ Style. 
Master desk. — 
stock of 
Built to capitalize on the new interest in design and color, Style: ci 
Master desks have won the kind of public approval that really count il 
—a flood of orders that has put our factory on two shifts. But that is no! aieeilias 


all—New Direct Vision Sorters, New Direct Vision Indexes, and 
many other new items make ‘Y and E”’ the line geared to the demands There are 
of today and tomorrow. You, too, can capitalize on the latest prooly yng 


of the value of the ‘Y and E”’ Franchise. Let us tell you how. customer 


Service th 


Easy to operate—durable—efficent. day use! 


The “Y and E" Direct Vision Sorter, the key to greater 3 Empire Files. The complete line meets every filing neeé 
1 Filing Department Sales. A fast seller. 


The Direct Vision Index—Colorful, concise, accurate. 4 Expanding Index—The simple logical, flexible, econo® Service e 
? You find by name and file by number. Skyline Visibility ical way to properly index any card file regardless of sixt , 





(In Circle) The Office of San Francisco Branch Manager Curtis is « 
model! in design. Drapes and leather upholstery of deep red, blue 
flocr covering and walnut panelled walls, serve as an ideal setting 
for the New "Y and E" Style-Master Executive Desk with No, 604 


grained finish. 


(Below) The New "'Y and E"’ Style-Master Steel Desks in the new 
No. 640 gray, walnut and mahogany feature the main floor of the 
"Y and E" Store, 











Mr. R. H. Curtis— 
>stern Manager of “Y and 
' E"' in San Francisco 


esent 


on ol 
"Y and E" in San Francisco is located at 50-60 Fremont 


_ Street. Completely redesigned, this office is a ‘‘Treasure 
1esign re a Pe . . 
3 Island’ of office furnishings and design. You are cordially 


recia ; ; 
invited to make it your headquarters when in San Francisco. 





Sty le- 
On the second and third floors, you will find a complete 





| stock of ‘'Y and E” equipment as well as a modern service 
Style: 
Y department. The entire fourth floor houses a print shop and 


ounts 
factory where folders, guides, cards and similar items are 


is nol 
manufactured for the coast trade. 


ands There are thousands upon thousands of items in the complete 
prod ""y and E"’ line permitting you to meet practically every 
customer's need. Are you familiar with the “Y and E’’ System 


Service that contains over a half million forms in actual every- 
ling neeé 


day use! Do you know how the “Y and E"’ Office Planning 


on . F 
fee Service can help you make sales? Write for the whole story. 
The entrance of the "'Y and E"’ 
San Francisco office is a strik- 


ing bit of design. 








Tener PANT OE OS 


‘*Foremost for Over Fifty Years’’ 


FACTORIES AND EXECUTIVE OFFICES, 1099. JAY ST., ROCHESTER, N. Y. 


YAWMAN A’? FRBE MFG.(O. Cee, 
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THE DRIVE 1S ON 











NATIONAL 
MAGAZINES 
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2 
DOUBLE CARDS 
IN CARS AND BUSES. 
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“ten/ en y ~~! . / ~iccag/ rr , 
THE Qriginal Shroadline 
THINNER LEAD Swings into 

National Sales Drive for Loalor. pe —eparer Priced 


BIG FALL AD CAMPAIGN pEAST EN pencil 


to send sales your way. The sensational reception given Y in l ea 


Threadline at the mass sale 49c price has paved the way 


j 





m"AQ 


LEADS [5¢ 




















for a super sales drive. National magazine ads and cards — 
in buses and cars from coast to coast will spread the news wo cam 
to the nation of Threadline thinner lead at the lowest price 7 Mi Gye, be: op / PATER 
ever offered. Millions of readers will want the greatest REG MR DP TN 
P ini ae ’ % re 008? pers o6, ah = FS ‘by lis Ae . 
improvement in pencil writing — lead so thin it cant be ae tae Oe ewer APY | [ev eadl v 
dulled. The big drive starts soon, builds up to a grand 7S ate ee 4 ATT RY 
climax all through September, October and November. ht aa ssn (Tine 


Be prepared to cash in. ‘rete eS 


ORDER NOW 


BIG WINDOW CARD FREE WITH SPECIAL DRIVE ASSORTMENT, 
1 gross #49 Threadline Pencils (assorted colors, 12 per display) 
1% gross #036 Threadline Leads (HB, F, H, 2H, 3H or 4H; Red, 


Blue or Indelible; 12 per display) 
At regular trade discounts—for delivery on or before August 1,1939 











Subsidiary of JOSEPH DIXON CRUCIBLE CO. 


Q | T F - R T F M F G C 0 C ke | C A G 0 Exclusive Canadian Distributors: DIXON PENCIL 
. | CO. OF CANADA, Ltd., Newmarket, Ontarie 
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N. Y. FAIR HOLDS “UEF” DAY 


Nearly 1,000 strong, and bedecked with gaily-colored 
badges, employes of the Underwood Elliott Fisher Com- 
pany on June 23 stormed the grounds and concessions 
of the New York World’s Fair to celebrate “Underwood 


Elliott Fisher Day.” 

On Friday, the twenty-third, the UEF offices closed 
promptly at noon and passes to the fair were handed 
out, later to be traded in at the UEF display for a 
replica of the Underwood giant typewirter constructed 
in the shape of a dime bank. Hundreds of the com- 
pany men and women stayed at the UEF display to 
watch the great machine in operation and to join with 
other World Fair visitors in wondering “how they do 
it.” The UEF people were also treated to displays of 
speed typing by such masters as George Hossfield, 
Chester Soucek, Barney Stapert and others. 

From the UEF display the visitors went to the Billy 
Rose Aquacade where a special section had been re- 
served for them for a performance of the diving and 
swimming spectacle which was received with enthusi- 
astic applause. Through the efforts of Underwood 
Elliott Fisher executives headed by Executive Vice- 
President L. C. Stowell, many other exhibits were 
thrown open to the UEF people by virtue of special 
invitations extended to them. These included such 
notable exhibitions and displays as Consolidated Edi- 
son, glass industries, Goodrich, Firestone, Ford Motor 
Company and General Electric. At the American Tele- 
phone and Telegraph Company display, the UEF men 
and women were treated to a special show and display 
staged especially for them. 

Special bulletins were issued by the company priot 


to the show, telling the visitors where to go, what to 

see and where to see it. In addition the bulletins car- ee SAFE SUPPORT 
ried a special message from Mr. Stowell in which the 

executive vice-president voiced the hope that everyone 

connected with Underwood Elliott Fisher would thor- 

oughly enjoy their visit to the fair. or 


or 
“THE KNACK OF SELLING YOURSELF” 

“The Knack of Selling Yourself” is the title of a new The Ideal li . th ight 
book by James T. Mangan, published by The Dartnell © scdeal line gives you tne rig 
Corporation, Chicago, and priced at $2.50. It contains stand for every use; for every style of type- 
234 pages and is attractively bound in an orange- n ‘ Ec hi 
colored cover. writer, adding machine, calculator, etc.—light, 

Unique in that the author eschews ponderous and medium, and heavy duty. 
“stuffy” language and sticks closely to twentieth- 
century phrases, the book is an interesting and in- The Ideal stand shown above has been per- 
structive treatise of high value not only to salesmen fected for the heavier more expensive business 
but to practically anyone whose work brings them in : ‘ ‘ 
contact with the public. Its purpose is aptly explained | machines to provide proper support and quick, 
in the following paragraph taken bodily from the book: ili ik ll 

“At school they taught you the merit system. That’s —e apace ity. -” nies nsec Ideal <aes 
the system that claims the world rewards you accord- | items, this stand is carried in stock for im- 
ing to how much ability you have and how hard you : ‘ 
work. But alas! your school, my school, and all schools mediate shipment. 
are wrong about that. The world rewards you not | Ideal stands satisfy your customers and 


apres DP tg SROUEE FOR SFG, UE HOW WER, Bee bring repeat business. Write for complete cat- 
Each chapter is divided into sub-chapters pertaining, alog, price list, and dealers’ discounts on Ideal 

of course, to matters germane to the general scheme of 

the chapter. For instance, under “Expression” there tubular steel stands, Ideal all-metal stands, 

are treated such subjects as speaking, writing and act- and Ideal stools. 

ing. Under “Diplomacy,” visible diplomacy and invis- 


ible diplomacy, and under “Guts,” stand on your own 
feet, stick to your guns and the other man is just as SHERMAN-MANSON MFG. COMPANY 


scared as you are. 
“The Knack of Selling Yourself” has a free-and-easy 625 South Kolmar Avenue + Chicago, Illinois 


style all its own which makes for pleasant reading and 


labels Mr. Mangan a writer of the highest order. 
et ao 
PRESENT LOCATION OF H. R. TURNER SOUGHT 
Willing’s, 323 E. Main Street, Salisbury, Md., desire 
to learn the present address of H. R. Turner, trading 


as H. R. Turner’s Advertising Service, Plainsville, 
Conn., and selling a line of decalcomania transfers. 


Communication should be addressed to the attention A N p S A N p S T 0 0 [ 
of Walter J. Willing, manager. 
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IT’S TAKEN 35 YEARS 
TO BUILD THESE PLATENS 


Only the experience gained in 35 years of 
platen building could produce platens like 
these... 








INK AND OIL RESISTING 





FOR MULTILITH AND MULTIGRAPH 
INK ROLLS—INK RESISTORS 


AWMCO platens and platen service have 
set new standards in the industry. In the 
AWMCO plant, all under one roof, for 
the past 35 years the best brains avail- 
able have experimented and built to 
meet the changing needs of writing in- 


struments. 


Today the “INVINCIBLE” and “IM- 
PERVOIL” products mark the peak of 
platen manufacture. And the new L-553 
for duplicator rolls is ink and oil resist- 
ing—the very newest and finest develop- 
ment for this purpose. 


In addition, AWMCO provides super- 
lative recovering service—24 hours if 
desired. You'll find it 
depend on AWMCO platen service. 


profitable to 


AMERICAN WRITING MACHINE CO. 


115-117 Worth St., New York 
EST. 1880 











OFFICE APPLIANCES 


DEALER FINDS RADIO ADVERTISING BENEFITS 

When Bill Hall, stationery and office supply dealer of 
Merced, Calif., was casting about for something out- 
of-the-ordinary in the way of advertising he decided 
that whatever medium he employed it must have, as 
its major factor, originality. 

That is the main reason that Mr. Hall has recently 
completed a series of chatty talks, broadcast right 
from his store and released over several Southern 
California stations at 8:30 o’clock in the morning. 
There was very little advertising in the daily chats 
but this feature was well taken care of by Station 
KYOS which brought him on and took him off the 
air with suitable comment. 

Mr. Hall during the broadcasts confined himself 


' to matters of general interest and rarely mentioned 


his store or its contents. Yet he received hundreds of 





BILL HALL 


letters, telegrams and telephone calls from listeners 
and found his business doing a substantially increased 


business. 
On the rare occasions in which the statloner men- 


| tioned his place of business he did so in an interesting 
| manner such as the following closing paragraph of one 


of the talks: 

“You may have been able to perceive, through the 
foregoing remarks, that at the time of my mental 
transition I was standing behind the fountain pen 
case in this store. As I was checking over the beauti- 
ful assortment of fountain pens and pencils for men, 
women and children, my thoughts simply drifted away 
to the scene described because I couldn’t help but 
compare the inconvenience of writing in those days to 
the ultra-advantage we now enjoy of having a mod- 
ern fountain pen in our pocket, or hand bag, always 
instantly ready to smoothly write at least half a 
book before a refilling is necessary.” 

In another talk Mr. Hall eschews any talk of an 
advertising nature but dwells at length upon the good 
motives behind many of his customers who come in 
to make purchases. In this connection a part of his 
talk reads: 

“Would you like to know where I gather some of the 
material for these ‘Good Information’ talks? I'll tell 
you. Most of it comes from contact with people like 
you who visit this store, especially those among you 
who are constant purchasers of ‘happiness for some- 
body’ in the form of friendly little greeting cards. 
Whenever you are here and see people selecting greet- 
ing cards, you can just take it for granted that they 
are folks with big hearts and sunny dispositions who 


always have a host of friends.” 
—7—<g@g9-——_—— 


HELFENSTEIN LOCATES IN MIAMI, FLORIDA 

A. C. Helfenstein, who will be remembered for his 
long term of service representing Charles M. Higgins 
& Company, Inc., in the Middle West, has settled in 
Miami, Fla., where he has purchased a new home. He 
plans to represent a number of office equipment and 
supplies manufacturers covering the Southeastern ter- 
ritory by automobile. 

—>-—- 


HOTCHKISS HOLIDAY JULY 17-29 
The Hotchkiss Sales Company, Norwalk, Conn., will 
observe its vacation period from July 17 to 29 inclusive 
during which time the plant will be shut down. In 
the period named, however, a small operating force 
will be on hand for emergencies. 
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THE BASSICK COMPANY ¢ BRIDGEPORT, CONNECTICUT 





{ 
ye. FEATURE 


When you sell chairs equipped 
with Bassick Flotilt Control, you 
have the advantage of an exclusive, 
patented product—with outstand- 
ing features not available in any 
other type of chair iron. The chair 
seat is suspended in live rubber 


that is encased and protected against 


wht 


atmospheric deterioration. There is 


no metal bearing contact in the 
tilting action—will not squeak be- 
cause it cannot squeak. 

Ask for Bassick Flotilt Control 
on the chairs you sell—and take 
advantage of this vitally important 


sales feature. 


The world’s largest manufacturers of Casters and Floor Protection Equipment 
+ {tty 
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'Q Reasons Why 


You can build 


—e EQUIPMENT 


- fs VISIBLE RECORD EQUIPMENT . . . sizes, styles and types for every busi- 

’* ness record need... niileniing « construction and ease of operation . 
large library of stock forms . . . complete display and demonstration equipment . 
sold only through exclusive franchise dealers. 


9. he STEEL AND INSULATED FILES. . . Six complete lines with many exclu- 


is'T sive, sales-building features . . . sold through exclusive franchise dealers. 


3 "a STEEL DESKS AND TABLES .. . exclusive, “vibration dampened” con- 


“ "f° struction .. . executive, modern and general! office designs in a wide range of 


sizes and models, competitively priced. 


4- jas DUPLICATOR STENCILS AND INKS. . . the uniform, dependable quality 


"f° of these duplicator supplies will win tends and produce a most profitable 
volume of repeat orders for your business. 


es aS. MAK-UR-OWN INDEX TABS... . highest grade of materials . . . precision 


fT > manufacture . . . most complete hes of sizes and styles . . . enable you to 


serve every indexing need. 


ks = LISTING INDEX EQUIPMENT .. . effective equipment in several practical 


iT ~ forms for visibly indexing all lists requiring fast and accurate reference. 


ise FILING SYSTEMS AND SUPPLIES . . . simplified, easy to sell and demon- 
“ <1 strate card and letter filing systems . . . quality folders and guides for all filing 
purposes including the famous Visible Name Celluloid Angle Tabs. 


8 he CERTIFIED SAFES . . . a complete line of fire-resistive Safes, Chests and 
“ (T° Burglary Chests bearing both Underwriters’ and S.M.N.A. certifications for 


the efficient filing and protection of every kind of record. 


aS SELLING AID... you will find the entire Victor organization primarily 

9- iT? interested in helping you to SELL Victor equipment profitably. Displays, 
literature, demonstration equipment are available for your use . . . plus complete co- 
operation from Victor field representatives. 


Write today for full information about 
the profit-luilding Victor Franchise 


THE VICTOR SAFE & EQUIPMENT COMPANY, INC. 


NORTH TONAWANDA, NEW YORK 



































JULY, 1939 


93 








PASSED 


H. S. HITCHCOCK 
Stricken with a heart attack while walking to his 


AWAY 





place of business on June 9, Herbert S. Hitchcock, 


owner of the Trowbridge Stationery Company, Boon- 
ton, N. J., died a short time later at his Mountain Lakes 
home. He was seventy-four years old. 

Born January 18, 1865, at Eaton, N. Y., Mr. Hitch- 


cock went to Boonton fifty years ago. For a while he | 


taught school and worked as a drug clerk, later becom- 
ing a partner in the management of a drug store. 
A comparatively brief stay in Jersey City came and 
then he returned to Boonton to purchase the Trow- 
bridge store which he has operated ever since. 

Surviving are the widow, Jessie Hopkins Hitchcock: 
a daughter, Mrs. Mollie Reilly; a son, Harold P., and 
a grandson, Harold Herbert. 

+ i + 
G. P. METCALF 

Stricken with a heart attack after complaining for 
two days of feeling ill, George Putnam Metcalf, vice- 
president and treasurer of the Carter’s Ink Company, 
died June 9 in Phillips House, a Boston hospital. He 
was sixty-two years of age. 

Born in Syracuse, N. Y., the son of George R. and 
Julia Metcalf, Mr. Metcalf received his early education 
at the Phillips Exeter Academy, later entering Harvard 
with the class of ’98. He received his Bachelor of Laws 
degree from the law school and went to St. Paul, Minn., 
where he practiced law for twenty-five years. 


In 1905 Mr. Metcalf married Margaret Carter, daugh- | 


ter of John W. Carter, founder of the ink company. 
Twelve years ago he returned to Boston to become asso- 


ciated with the Carter’s Ink Company. His home was | 
in Concord. During his life time he held membership | 


in the Harvard Clubs of Boston and New York, the | 


Concord Country Club, the American Bar Association, 
the University Club and the Minnesota Historical So- 
ciety. 

Besides his widow, Mr. Metcalf leaves two sons, the 
Rev. George R. Metcalf, associate rector of the Church 
of the Advent, Boston, and Richard P. Metcalf of Con- 
cord, and three grandchildren. 

Following funeral services interment was in the family 
plot at Brattleboro, Vt. 

+ - - 
E. LINXWEILER 

Eugene Linxweiler, senior member of the Linxweiler 
Printing Company, Decatur, Ill., who had been in ill 
health for the past six years, died at his home, 1990 
West Main street, last month at the age of sixty-five 
years. 

The start of Mr. Linxweiler’s business in 1900 is a 
story tinged with a man’s belief in himself. Almost 
without capital of any kind the young printer walked 


into the office of Harry Shlaudeman, then an officer | 


of the Citizens National Bank, and explained that he 
wanted to go into business for himself. The bank 
official, impressed by the earnestness of his caller, 
rented him a large room in a building on North Main 
street at a rental of $3 a month. A few years later, 
when Mr. Linxweiler wanted to expand his business, 
he was able to buy the entire building. The business 
has enjoyed a steady growth ever since. 

Mr. Linxweiler is survived by his widow, Mrs. Susan 
Linxweiler; a nephew, Mayor Charles E. Lee, and a 
niece, Mrs. Lauren Shaw. 


’ 
> >< oe 
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E. F. SILLER 
Everett F. Siller, president of the Waxon-Craboff 
Company, Rochester, N. Y., died June 6 in the Strong 
Memorial hospital. He was forty-one years of age and 
a United States Marine veteran of the World War. 


A native of Rochester, Mr. Siller attended primary | 











NON-SKID EASEL 


NOTEBOOKS 
NNEVER FALL DOWN 


on the Job! 





They create NEW business friends when their 
use is recommended .... they assure repeat 
orders from your present customers. 


Eye-tint (green) or regular white paper—in the 
three standard rulings—size 6x9/80 leaf. Also 
available in size 43/,,x9/80 leaf—standard wide 
ruling only. Attractive in design—Practical 
in use. 

We invite dealers to write for samples and 


complete information. 





ROCKWELL-BARNES 
COMPANY 


1515 WEST 38th ST.. CHICAGO 
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TO GIVE YOU THE 


“SUCCESS 
PRINCIPLE 









No miracles—no sideshows—no rabbits out of 
hats! This is why PEERLESS TUCHTYPE KEY- 
BOARD Sales are soaring to the skies in many 
cities: 

We contacted our most successful dealers, 
studied their methods, incorporated the best 
features of all into one simple, compact, sure- 
fire selling formula—AND IMPARTED THIS 
VITAL INFORMATION TO OUR OTHER 
DEALERS! 

Want to go places with a product that will 
give your business a profit transfusion? Then 
lend us your sales force for just 23 minutes. At 
the end of that time we guarantee your sales- 
men will be rarin' to go h— bent for the big- 
gest keyboard business you have ever known. 
Mister, this is no idle promise. We have seen 
it work with scores of Stationers. It can't miss! 
Today—now—ask your secretary to drop us 
a line. Then tie your hat on the back of your 
head because we are going to take you on the 
fastest profit ride you have had in years. 

The "Trade" has faith in 
IMPERIAL RIBBONS & CARBONS 


Dealers know that we not only have a super quality line, 
but equally important—we cater only to you. NOT to 
consumers who are rightfully your customers. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 409 Mulberry St., Newark, N. J. 
THE KEY MEN OF AMERICA.Manufacturers with the dealers’ viewpoint 


BRANCHES ’ ; 
New York City, 321 Broadway Chicago, 19 South Wells St. 
Detroit, 803 American Radiator Building Los Angeles, 827 S. Main St. 


We make Peerless Rubber Keys for all Office Keyboard Machines © Peerless Tuchtype Keyboards 
for all Office Keyboard Machines * Rubber Twirler Rings, all sizes © Rubber Cushion Feet © 
Molded Rubber Goods to customer's specifications * Rubber Typewriter Pads * imperial Kibbons 
and Carbon Paper of every description and for every purpose * Carbon Rolls for all uses 
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and secondary schools in that city, graduating from 
Harvard University in 1920. During the World War he 
served with the Marines at Quantico, Va., and, with 
the signing of the armistice, worked for two years 
with the Chamber of Commerce of Buenos Aires. He 
returned to Rochester where he formed a coated paper 
concern. 

Mr. Siller was a member of the University Club and 
the Harvard Club of Rochester. He is survived by his 
widow, Mrs. Rhea Siller; his mother, Mrs. John C. 
Siller; a sister, Mrs. Merrell M. DuBois, and three chil- 
dren, Barbara, Marcia and Patricia Siller. 

+  - 
MRS. CARRIE GRAHAM 

Mrs. Carrie Graham, 73, well-known Spokane, Wash., 
pioneer, and wife of James J. Graham, secretary of 
John W. Graham & Company, Spokane stationery 
house, died last month in a Spokane hospital where 
she had been ill for about three weeks. Born in Ver- 
sailles, Ky., in 1865, she went to the Inland Empire 
region forty-eight years ago and was active in Epis- 
copal church work until ill health forced retirement 
from many interests. Surviving are her husband, James 
J. Graham; a son, John B., and a daughter, Eleanor, 
as well as two grandchildren, Judith Burke and John 
James Graham.—CML 

+ - - 
MRS. DEAN BABBITT 

Mrs. Georgia Warren Babbitt, wife of Dean Babbitt, 
who was for many years connected with the office 
supply and equipment business, died June 15 at her 
residence in Rye, N. Y. Besides her husband Mrs. 
Babbitt is survived by a son, Dean Babbitt, ITI, and a 
sister, Mrs. Allen Chappell of Denver, Tenn. 


C. H. SHIELDS 

Charles H. Shields, seventy-five, president of the 
Blade Printing and Paper Company, 232 Superior 
street, Toledo, office equipment and stationery firm, 
died May 19 after an illness of more than two years. 
Born in England, Mr. Shields came to Toledo in 1886 
and joined the staff of the stationery company. He 
was made superintendent in 1892 and promoted to 
vice-president and general manager in 1912. He was 
named president of the firm eight years ago. He was 
a member of the Toledo Club, the Country Club, and 
was a vestryman in St. Mark’s Episcopal church. Two 
daughters, Mrs. Lynn E. Brady, of Ft. DeLesseps, Pan- 
ama; and Mrs. Gerald K. Swallow, Jenkintown, Pa., 
and three brothers in England survive-—AK 

+  & 
G. P. WAGNER 

George P. Wagner, vice-president and director of 
the Jasper Office Furniture Company, Jasper, Ind., 
and widely known to the trade, died June 5 in the 
Norton infirmary, Louisville, Ky., from a complication 
of ailments. He was seventy-seven years of age. 

Mr. Wagner was elected mayor of Jasper when that 
thriving community was incorporated as a city in 1913 
and served in that capacity until 1934. He had been 
Democratic district chairman of the old third Indiana 
congressional district, was president of the Dubois 
County State bank at Jasper and was interested in 
many more enterprises there. He is survived by three 
sisters and two brothers. 

Funeral services were held on Thursday, June 8, from 
St. Joseph’s church, Jasper, with a large number of 
prominent men from every part of the state in attend- 
ance. Interment was in St. Joseph’s cemetery—WBC 

+ - +k 
G. E. STIMPSON 

George E. Stimpson, president of an office supply 
company bearing his name in Worcester, Mass., died 
June 10 at his home, 290 Highland Street. He was 
seventy years of age. 

Mr. Stimpson moved to Worcester thirty-five years 
ago and opened a business equipment store at 57 
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IF YOU WANT FAST TURNOVER 
SELL AQE sTORAGE AND WARDROBE CABINET 


durability. The Popular Line enables you to meet 
the requests for maximum value at lowest cost. Mail 
the coupon, today, for complete information. 


A FILING EQUIPMENT 


@ You can speed-up your sales by doing what hun- 
dreds of other dealers have found it profitable to 
do—SELL A-S-E Storage and Wardrobe Cabinets. 

There are fifty-seven models in the complete line 
of A-S-E Cabinets, all containing customer-convinc- 
ing features. A-S-E Cabinets are 
made in sizes and with shelf ar- 
rangements to effectively meet 
every requirement — at prices that 
come within budget requirements. 

The wide range in the complete 
A-S-E line helps you “sell them 
all.” The Master Line, made by 
A-S-E craftsmen, with years of 
experience, meets the demands of 
commercial organizations and in- 
stitutions for high quality andextra 


ALL-STEEL-EQUIP 


COMPANY, INC. 


607 JOHN STREET AURORA, ILLINOIS 





All-Steel-Equip 
607 John St., Aurora 





The]line that is really “going 
places” is helping to increase 
profits for scores of dealers every 
month. A-S-E Aurora Balanced 
Design Files are made in types and 
sizes to meet every filing need. 

{-S-E D-S Files, in more than 
2000 sizes, provide steel file advan- 
tages at low cost—for permanent 
and long-time record filing. There 
are many potential buyers in your 
locality. Mail the coupon for details. 


( Send complete information about A-S-E Cabinets 
Mail a copy of the A-S-E Filing Equipment Catalog 
) Forward the details about A-S-E D-S Files 


Name 
Address 
City 
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CASTERS 


Provide Exsien Swiveling 
.... Geode Resale Value 


Here's a caster that ‘trades up 
quality and profits for you. The in 
stant a prospect picks it up and notes 
the easier swiveling and absence of 
wobbling due to double ball bearing 
construction, he’s no longer satisfied 
with the ordinary kind. 26 hardened 
bearings (instead of the usual 14 
completely fill both raceways and 
evenly distribute the load on this 
Faultless Caster. Low overall height 
preserves comfortable chair seat and 
spider position. Obviously, here is 
the office chair caster of greaiest sales 
appeal and merchandising value. You 
are invited to get the full facts 


DOUBLE BALL 
BEARING 
CONSTRUCTION 
PLUS LOW 
OVERALL 
HEIGHT. 





Fauwltiess quiet Cushion Faultless Unbreakable Rock- 
Chair Glides are mounted ite Cups and Ruberex Cups 





in live rubber. Steel rein- for heavy, stationary furni- 
forcing frame prevents ture protect floor coverings. ¥ 
nail pulling out. Round and square shapes. we eee eee SSeS eS SSeS eeeeeeaeeeeeeeeaeanee 


FAULTLESS CASTER CORPORATION Dept. OA-7, EVANSVILLE, IND. 


Branches in Principal Cities. Canadian Factory: Stratford, Ontario 
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Pleasant street after being connected with The Globe- 
Wernicke Co., for five years. His business prospered 
from the first and, in 1924, he entered a new building 
at 101 Pleasant street, present location of the company. 
Surviving are the widow, Mrs. Alice E. Smith Stimp- 
son; three brothers, Wallace I., of Hopedale; Harry F., 
of Brookline, and Warren D., of Worcester, vice-presi- 
dent of the company. 
+ i | 
G. L. MILLS 
George L. Mills, for a considerable time salesman in 
New York, N. Y., for L. C. Smith & Corona Typewriters, 
Inc., died June 9 at his home in the Lucerne hotel. He 
had been connected with the company since June 15, 
1908, and was ranked as one of the oldest employes 
as well as one of the best-known men in the New 
York territory. Mr. Mills is survived by his widow, 
Mrs. Helena R. Mills. 
+ 
JAMES GALVIN 
James Galvin, owner of the Thomas Magee printing 
and stationery house, Philadelphia, Pa., died last month 
in the Presbyterian hospital, Oaklyn, N. J., after an 
illness of several weeks. He was forty-eight years old. 
Surviving are his widow, Florence Roscoe Galvin; two 
sisters, Mrs. Edward Hollopeter and Jane Galvin, and 
a brother, William A. Galvin. 
ole ¥ 
ALICE HELEN WOOD 
Miss Alice Helen Wood, for the past thirteen years 
a saleswoman for the Miller-Bryant-Pierce Company, 
died in San Francisco on May, 22. 
had been in ill health for some time, is survived by 
her mother, Mrs. Frances E. Wood, and two sisters, 
Frances Wood and Mrs. Nellie Bruder. 
+  & 
W. F. COATES 
William F. Coates. founder and president of the 
Coates, Gregg and Millar, Inc., office furniture and 
supply firm, died May 30 at his home at 2517 Glenarm 
avenue, Brookline, Pa. He was sixty-two years of age. 
Born and raised in Pittsburgh Mr. Coates was at one 


time manager of the A. W. McCloy Company and was | 


associated with the Pittsburgh Office Furniture Com- 
pany. He founded the present firm seven years ago. 

Mr. Coates is survived by a son, Francis M. Coates; 
two sisters, Mrs. Julia Henry of Cleveland, and Mrs. 
Mary Geyer, of McKeesport, and two brothers, Mat- 
thew and John Coates, both of Clairton. 


B. G. GOLDWATER 

Benjamin G. Goldwater, well known in Los Angeles 
printing and stationery circles, died on April 14. He 
was born in England and came to this country at the 
age of fifteen, residing in Southern California since 
1906. He is survived by his widow and a daughter, 
Tessie, who is manager of the stationery department 
of the May Company, one of the largest department 


stores in Los Angeles. 
oie 6 


CAMERON JOINS COMMERCIAL 
The Commercial Furniture Company of Chicago an- 
nounces that Cal Cameron has been appointed sales 
representative for the New England States, effective 
at once. Mr. Cameron will make his headquarters in 
New York City—112 Wooster street, where the com- 
pany will maintain a permanent office. Mr. Cameron 


selling trip for Commercial, which will keep him in 
the New England States for one month. 
*—-> + 
DONNELLY ON WESTERN TOUR 

William T. Donnelly, New York sales manager of the 
Spiral Binding Company, Inc., New York, N. Y., last 
month left on a tour of the company’s western fac- 
tories and offices. While on his trip, Mr. Donnelly will 
make lengthy stops at Chicago, San Francisco and Los 
Angeles. 


Miss Wood, who | 
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€EN-TR=-KOTED 
CARBON PAPER 


lasts longer because.. 







it’s made with a special formula ink; 









it’s uncoated along the edges, which 


prevents curling and insures clean 






carbon copies; 






*% it’s so rigidly inspected at the factory 





for uniformity! 











Send for our helpful booklet ‘Car- 


bon Paper Facts.” It will be sent 


to you free on request and will give 
informative facts on 


you many 


Carbon Paper. 











An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city is 
a sure step toward greater profits. 
Write for our dealer proposition 


booklet. 


GRAND PRIZE 
‘CARBONS and RIBBONS 


left Chicago June 22, prepared to make his initial | 


| PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O’Connor, PREs. 


Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 
5 
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MODERNIZE 
Your OFFICE 


a 


BI 





TO BE PLACED UNDER ANY 
DESK AS SHOWN BY ARROW 





NOW BRING YOU 
COOL 2ty HyYR 


LAKE BREEZES 


AT a Lad Cost 


EVERY BUSINESS OFFICE 
WILL BUY ONE OR MORE 
It is priced well within the budget of every office. It 


is complete in itself and no other equipment is neces- 
sary to put it into operation. 








Requires No Special Wiring 
This new type ventilator now brings to every office worker a cool pleasant 
condition that is unequalled. A soft, steady circulation of air where it is 
most appreciated, and no more bother with papers being disturbed. 
Fan is equipped with convenient switch and mounted in specially 
designed baffle. Packed one to a carton. 


LIST PRICE $795 COMPLETE 


REGULAR DISCOUNT TO DEALERS 


READY FOR IMMEDIATE DELIVERY 


OFFICE EQUIPMENT DEALERS, here is a “live” item for spe- 
cialty sales; those who have introduced it in their territory are 
enjoying worthwhile earnings. 


Be the FIRST in your CITY 
EXCLUSIVE FRANCHISE 


SOUTHERN SALES CO. 


130 West Third Street 


OKLAHOMA CITY OKLA. 
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EISENLOHR JOINS SZAFIR AS MANAGER 


Otto H. Eisenlohr, one of the prominent members of 
the industry in Texas and for many years general 
sales manager of the Dorsey Company, Dallas, last 
month became manager of E. Szafir & Son Company, 
Beaumont, Texas. 

Shortly after resigning from the Dorsey organization 
and before assuming his duties with the new firm, Mr. 








OTTO EISENLOHR 


Eisenlohr was the guest of honor at a dinner given 
him by twenty-five members of the Dallas Stationers 
& Office Outfitters Association at the Dallas Athletic 
Club. With an appropriate speech President Homer 
Owens presented the guest with a handsome travel 


| ensemble on behalf of the association. 


Before leaving Dallas Mr. Eisenlohr was the guest 
at a party given in his honor by the Dorsey organiza- 
tion at which another gift was presented to him. 


_—e) 


HEDEEN RESIGNS FROM KOCH BROS. 


Kenneth C. Hedeen, since 1935 connected with Koch 
Bros., Des Moines, Iowa, last month resigned his posi- 
tion after working up an enviable reputation as a 
salesman of merit by building up one of the largest 
office machine departments in the country. 

Going to Koch Bros., four years ago, he started with 
the Niagara duplicator line and within a short space 





MR. AND MRS. K. C. HEDEEN 


of time added Friden calculators, Victor adding ma- 
chines, Ediphone equipment, the Ozalid process, the 
Hunter Electro-Copying and Neisen liquid offset dupli- 
cators. 

During the months of April and May he set a record 
so far unmatched when he sold fifty of the new Model 
S Friden calculators which sell at $650. 








A Real Selling Uni 


The Speed-O-Print Pulpit is an unusually attr c 
merchandise display and stock cabinet designed 
selling job — and help increase sales in } 






The eye-arresting illuminated merchandise 
customers a striking assortment of all kinds 
—and remind them of many items they 
can supply. a 





Th The convenient stock cabinet in the 
ec plenty of space for a large and handy 


of duplicator supplies. At the top. 


for circulars and other advertising © 
Then there are six sections for 
range of small items. And 


bottom are two large 
for inks and stencils. Eve 


ik | is handy. 
Preaches 3 : 


| Gis Ohon 









ys ») 
pit in a prominent spot in your Se rmon 
‘it will preach its own sermon—and 
a sales, and extra profits in a sur- 
manner, 


pit does a two-fold job of point-of-sale adver- 

ud. point-of-sale selling. It displays merchandise, 
‘purchase, stimulates’ buying, and facilitates selling. 
y it will help increase your sales and profits—quickly. 


he Pulpit will make a handsome addition to your store equipment. 
“is-expertly constructed of real gum wood and finished in natural wood 
. The. display is glass inclosed and illuminated Lumaline frosted 
dc are easily removed. rtion of new display 


3 Steg Othe: Sa ae + Mie, ame 









A SPE Cia L OFF ER F 0 R Y 0 ul SPEED-O-PRINT CORPORATION 


i ; 7 , WL. 
rene yan * ero! Ogee ae ge mom sisi ra 4 details 
secure this beautiful display and storage about how | can secure a PULPIT with- 
cabinet free of charge for your duplicating out charge. 


department. Name 
Address 


SPEED-O-PRINT CORPORATION 9 


153 NORTH MICHIGAN AVE. CHICAGO, ILL. State 





















100 


INCREAS 





E YOUR SALES 


25% to 50% with 





Cash Drawers for all 
Makes of Adding Machines 


I 


F YOU are not selling one 


combination cash register for every three add- 


ing machines, yo 


u are missing an opportunity. 


An adding machine on a cash drawer is EASY 
TO SELL because 


—it serves the merchant as a cash register 
—it provides him with an adding machine 
it sells at a price he can afford to pay. 


MAIL THIS COUPON FOR HELPFUL HINTS ON 
SELLING COMBINATION CASH REGISTERS 





Indiana Cash Drawer Company 


Shelbyville, Indiana 


Please send full information, prices, etc., on cash drawers for use 


with an adding machine. 


Check make 
of adding 
machine handled 


[}) R. C, Allen 

L) Allen Wales 

[ ) Barrett 

|) Burroughs 

{) Corona 

(}) Monarch 

[] Remington Rand 
() Sundstrand 

_}] Victor 





Name 


Address 


City 


State 
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GLOBE-WERNICKE OFFICIALS HONORED BY 
BUSINESS ORGANIZATIONS 

Various Globe-Wernicke Co. executives have re- 
cently been honored by organizations outside the 
office equipment and stationery field. 

J.S. (Jerry) Sprott, Globe-Wernicke president, is the 
new vice-president of the Cincinnati Rotary Club. 
Harry C. Anderson, general sales manager, has been 
elected vice-president of the National Federation of 
Sales Executives. Clarence W. Hamilton, sales pro- 
motion manager, is now vice-president of the Adver- 
tisers Club of Cincinnati. W. F. Gammage, export 
manager, has been elected vice-president of the For- 
eign Trade Club, Cincinnati Chamber of Commerce, 
and Francis Braun, Globe-Wernicke designer, has been 
admitted to membership in American Designers’ Insti- 
tute and appointed representative for the Cincinnati 
district. 

Messrs. Sprott and Hamilton have just completed a 
successful campaign as chairman and vice-chairman, 
respectively, of the industrial division of the Hamilton 
County Community Chest, which exceeded its quota. 

elite 
OGSBURY IS IBM VICE-PRESIDENT 

The promotion of Charles R. Ogsbury to the position 
of vice-president of the International Business Ma- 
chines Corporation was announced last month by 
President Thomas J. Watson. With the company and 
a predecessor organization for twenty-nine years, he 
has been a systems and customer service man, salesman, 
branch manager, district supervisor and has also held 
a number of executive positions. 


7" etD ODI" G 3 


McCOOL-MAAS 

J. T. McCool, owner of Wilbourne-McCool & Com- 
pany, printing and stationery house of Pine Bluff, Ark., 
on April 30 was married to Miss Hermine Felice Maas 
at the home of the bride’s parents, Mr. and Mrs. Stan- 
ley L. Maas of Pine Bluff. After a two-week trip to 
St. Louis, Indianapolis, Cincinnati, Niagara Falls, New 
York City and Washington, Mr. and Mrs. McCool are 
at home at 912 West Thirteenth avenue. With nine 
years experience behind him Mr. McCool joined with 
Met L. Wilbourne in forming the company on October 
1, 1938. 











. ee 
KIRKES-MOSELEY 

Wedding bells rang out on March 4 for E. L. Kirkes, 
stationery department buyer for Allsopp & Chapple, 
Little Rock, Ark., when he was married to Miss Sibyl 
Moseley, also of Little Rock. Following the ceremony 
Mr. and Mrs. Kirkes journeyed to Hot Springs, Ark., 
where they spent a few days before returning to their 
home at 1120 Rock street, Little Rock. Mr. Kirkes joined 
Allsopp & Chapple two years ago and became buyer 
of the stationery department upon the retirement, after 
thirty-eight years of service, of John F. Cox. 

— o— - 
STRATFORD-HALE 

Gerald Stratford, of Neal, Stratford & Kerr, well- 
known office supply and equipment firm of San Fran- 
cisco, Calif., was married on June 7 to Ursula William- 
son Hale. Following the ceremony the couple departed 
on a long motor trip through southern California 
before settling down in the northern California bay 


district —SS 
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MASTER CLIFFORD KIRBY BRODY 
A young man named Clifford Kirby came to grace 
the household of M. S. Brody on April 27. Mr. Brody 
is a member of the sales staff of the Utility Supply 
Company, Chicago. 
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E-110-C. Holds 12 
pencils. Each has 
covered eraser 
and clip. Retail 








price 49c 


HELP YOU SELL 


E-S110-C. Holds 
6 combination 
sets comprising 
pencil, 50 extra 
lecds in trans 
porent container 
ond 6 extra eras- 
ers. Pencils have 
covered erasers 
and clips. Retail 


price 75c per set 


MORE AUTOPOINT 





Leal, bet Leak PENCILS 


partment is complete without these assortments. 
Other combinations at $1.00 and $1.25. Pencils only 
at 49c and $1.00. Prices slightly higher in Canada. 


@ These striking display easels show the Autopoint 
Real Thin Lead model. The easel at the left displays 
pencils only. Easel at right holds six combination sets. 
Each set comprises a pencil, 50 extra leads in trans- 
parent container and 6 extra erasers —a 94c value 
for only 75c. 

Beautifully styled, these perfectly balanced pencils 
embody the famous Autopoint “grip-tite” tip that 
holds the lead firmly. It cannot wobble, twist or 
drop out. This feature is especially important in a 
pencil for real thin leads as it prevents breakage 
and enables the customer to use the lead down to the 
last eighth of an inch. 


At prices that appeal to the masses, no pencil de- 


If your jobber cannot supply you, order direct. 


THE BS BETTER PENCH 


AUTOPOINT COMPANY, Dept. 0A-7 
1801 Foster Ave., Chicago, Ill. 


Exclusive Distributors to Stationers: 


Mutual Stationery Company, Inc., 368 Broadway, New York City 


Associated Stationers Supply Co., 229 S. Jefferson $t., Chicago 
Zellerbach Paper Company, San Francisco, and all branches 
The Brown Bros. Ltd., 100 Simcoe St., Toronto, Canada 
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THIS CAN BEVOUTALKING/ — 








4 FEW OF THE FEATURES 
that give extra value... famous 
Invincible free-floating roller, 
cradle-type suspension—full 52” 
standard height—full 28” deep 
outside;—rich hardware—easy- 
operating compressor—rugged 


construction, and many others. 


This dealer is “tipping you off” to a real opportunity. And 
take his word for it—this new INVINCIBLE 1600 File Line 
will substantially increase your summer sales, too! 


You'll find that the No. 1600 is in a class by itself when 
it comes to real value. For strength, durability, efficiency, 
ease of drawer operation and modern design it’s “tops.” 
It’s just packed full of SALES PUNCH, and prices are 
lower on the 1600 Line because of new and better manu- 
facturing methods. Invincible dealers will always be in a 
strong competitive position with both price and quality. 
For bigger sales volume, line up with Invincible today. 


Write for catalog and discounts now! 


INVINCIBLE 


OFFICE APPLIANCES 













The 1600 Line covers the 2, 3 


and 4 drawer files complete with 
inserts—3x5, 4x6, 5x8, Check, 
Document and Storage Drawers, 
and Cupboards. Its real economy 
to customers is in building up 
Counters which formerly had to 
be A Grade, as these items are 


now available in this C Grade line. 


METAL FURNITURE CO. 


FACTORY AND MAIN OFFICE, 2607 FRANKLIN STREET, MANITOWOC, WISCONSIN 
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THE LEOPOLD CONVENTION 
(Continued from page 55) 
Leopold dealer helps, by Sterling Lord. He showed 
office plan charts, presentation covers, folders for cut- 
outs, pictures of installations, envelope and enclosures 
and the elaborate new Leopold catalogue. He also 
showed samples of tops, finishes, construction blocks, 
signs—electric and otherwise, and other helps in mak- 
ing sales. 
Open Forum 

An open forum followed with J. Henry Smith of 
Lammert Furniture Company, St. Louis, acting as 
chairman. He told of his policy always to make the 
visitor comfortable. Get his overcoat in the winter, 
his suit coat in the summer. In ninety-five per cent 
of the cases, he stated, the dealer does not have the 
right to let the customer have his own way if his 
selection is wrong. He showed how he switched buyers 
from something they wanted to equipment more suit- 
able for their use. 

Ray Swartz of Pacific Desk Company, Los Angeles; 
Herman Cast; G. C. Dunnett of McFarland Office 
Equipment Company, Rockford, Ill.; W. E. Harms of 
Business Equipment Company, Peoria, and Jerry 
Latsch of Latsch Brothers, Lincoln, Neb., all partici- 
pated. Mr. Latsch stated that good stuff sells easily. 
Sell with your eyes open and you will sell the better 
merchandise at a good profit. Miles C. Fuller, of 
Business Equipment Company, stated that wood offers 
a greater variety of models. 

The final address on the program was “Merchandis- 
ing Office Furniture,” by H. L. Sime, OFFICE APPLI- 
ANCES. Following are extracts from his comments: 

“The quickest way to sell new furniture is to make 
the business man dissatisfied with what he now owns. 
The way to accomplish this is to dramatize the sales 
presentation. The old office must be compared with 
the new office—the contrast is bound to kindle interest 
in rehabilitation. In this connection, we must remem- 
ber that most people lack imagination—they cannot 
visualize word pictures; therefore you must present 
sketches or layouts that graphically express the story 
of modernization. 

“In your own community, you and your salesmen 
enjoy contact with numerous business executives who 
are potential prospects for modernized offices. Success- 
ful as many of these men may be in their own busi- 
ness, they may not have the imagination to picture 
their own offices brought up to date with new floor 
covering, attractive wall paneling or wall paper, new 
office furniture and accessories. Through some ruse, 
you can gain access to these business executives. 
Having done so, you can make mental notes regarding 
the physical properties of each office. The next step 
is to transmit your impressions to an artist who will 
quickly rough up a sketch of the office as it now 
exists. Then in conjunction with the artist, plan a 
second, more elaborate sketch incorporating your 
recommendations for a completely refurnished and 
redecorated office. It will be easy to secure an appoint- 
ment with your prospect—every business executive is 
interested in expressing his personality—his ego, and 
your suggestion for a newly furnished business home 
cannot fail to generate interest. 

“Model rooms such as the household furniture stores 
and many office furniture stores employ dramatically 
create interest in refurnished offices. These model 
rooms, however, should be complete in every detail 
because it is often the harmonious picture in its very 
completeness that compels attention. Since many 
dealers do not have the space in their stores to devote 
to this plan, I am going to suggest dioramas as an 


alternative—miniature rooms which have effectively | 
been used as selling tools since their widespread use | 
at the Century of Progress. Two dioramas—side by | 


side—one depicting the office before refurnishing and 
the other presenting the office after modernization— 


complete in every detail furnished throughout to scale | 


PROVED BY THE Pay t 
IMPROVED FOR THE FUTURE | 





as good as the 
the 


merchandise and 


| 

A concern is only | 
quality of | 
| 


the management 
behind it. 





INTERNATIONAL 


COG000060600 
A PROFITABLE ITEM FOR THE DEALER 


MUNSON SuppPty Co., 348 Hudson St., New York City 


Please send information about the New Key 


—New Package and Counter Display to 
Name..........-.---- i isis eitccigm ce eaten st ae ee 
CS) ee eee eee ER SES 
Ne ietidcinsintieinetgictices Pe aN nei ae 














VISIBLE {em 
BI N DERS IR yyy 9 


In two movements . . . three seconds ... any one of 
10,000 sheets is ready for posting or reference. Meets all 
visible record competition for speed and economy. Dealers 
interested in visible equipment should know all about 
the Faultless High Speed Visible Equipment. 


Send for Bulletin and further information. 


STATIONERS LOOSE LEAF COMPANY 
524 North Broadway 


MILWAUKEE Chicago 


New York 








Are You 
Interested in an 
Exclusive Agency? 


We are seeking established dealers in 
unassigned territory to act as exclusive 
distributors of the Cesco Line. To 
such, we have a most interesting prop- 
osition carrying full territory protec- 
tion, an advantageous discount ar- 
rangement, and special datings on 
stock orders. Send for details and 


catalog. 


THE C.E. SHEPPARD CO. 


4401-4429 TWENTY-FIRST STREET, 
LONG ISLAND CITY, N.Y. 
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Build Up Your Office Fur- 
niture Sales with the NEW 


BRIGHT 


CHAIR CO. 
CATALOG 


Leather upholstered chairs 
in variety of style embody- 
ing good ‘taste, dignity and 
enduring comfort are ex- 
hibited in the new Bright 
catalog. Seventy pages of 
jarge illustrations present 
a veritable showroom of 





No. 28RC 





office, reception room and 
club chairs, reproducing 
each number with minute 
detail. 

Admirably suited to the 
requirements of office fur- 
niture dealers, the Bright 
catalog is being used by 
them more and more in 
developing bigger and 
more profitable sales. 
Whether or not you sell 
upholstered office furniture. 
you should know the Bright 
line. If you haven't re- 
ceived the new catalog. 
No. 28AC write us now. 


BRIGHT CHAIR CO. 


Incorporated 


127-133 Bleecker St. New York, N. Y. 














OFFICE APPLIANCES 


would contribute tremendously to a window display 
and later serve as permanent fixtures in the furniture 
department. The contrast between the new and the 
old would speak for itself. 

“Above all try and subordinate the importance of 
utility in your prospect’s mind. Substitute other hu- 
man values—suggest psychological benefits—advan- 
tages that other industries use in doing a good selling 
job. These tools are available to the office furniture 
industry—let’s use them. Dramatized selling will pay 
you cash dividends.”’ 

The convention wound up with a picnic, a ball game 
and golf. The visitors had a day and a half of con- 
structive sessions at the factory, a half day to play. 
Many excellent sales ideas were developed. 


sete i Sac ae: 

“WESBANCO” ELECTS THREE NEW OFFICERS 

At a recent meeting of the board of directors of the 
Western Bank and Office Supply Company, 205 West 
First street, Oklahoma City, George Shaw was elected 
secretary of the firm, filling the vacancy created Feb- 
ruary 1 by the resignation of J. L. Wren, Jr. 

Before becoming associated with the company eleven 
years ago, Mr. Shaw was connected with the Farmer's 





ag | 












GEORGE SHAW 


National Bank at Carnegie, Okla. He also served a 
term as liquidating agent in the state bank commis- 
sioner’s office. For the past four years Mr. Shaw has 
been in charge of the firm’s country sales and he will 
continue to handle this department. 

Other additions to the executive line-up include 
W. S. Plant, sales manager, who was named a vice- 
president, and F. W. Eisenlohr, who was named produc- 
tion superintendent. 

Mr. Plant, who joined the company in 1935, spent the 
ten years prior as Southwestern representative of The 
Globe-Wernicke Co., of Cincinnati, Ohio. 

Mr. Eisenlohr, who has been connected with Wesban- 








“Thee _ F. W. EISENLOHR 


co’s production department since 1925, was formerly 
with the Dorsey Company, of Dallas, Texas. 
Jess M. Beck remains president of the firm and 
R. M. Moore continues as vice-president and treasurer. 
-EVH 
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@ With ACME Visible Equipment a State Agricultural and Mechanical College main- 
tains its Registration Records. Both sides of the card are ready for analysis or 
entry. Notice visibility of signals and index on card edges. 


ore Service to Your Ca slieniiian 
....... AGME PAVES THE WAY 


THE sale of Acme Visible Records brings 
you and your salesmen in direct personal 





contact with the managing personnel of your 
customers. Acme dealers tell us it is because 
of this more intimate contact that their entire 
business expands when they use Acme as a 
leading line. 


DEALERS PREFER ACME: 


First, because it is the most complete visible equip- 


ment line available. 


Second, because Acme concentrates all its efforts 
on visible records, the dealer is placed in a position 


to render more expert service to his customers. 





Third, because all of the dealer's discount is his profit 


@ Cost and production are controlled by a leading manufacturer using this ACME 
Visible Card-Book system. Books are housed in Cabinets, operated from either on every sale. 
side. 


Write today for information about ACME franchise. 


ACME VISIBLE RECORDS, INC. 


SINCE 1914—VISIBLE RECORD EQUIPMENT—EXCLUSIVELY 


6 SOUTH MICHIGAN AVENUE CHICAGO, ILLINOIS, U. S. A. 
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BUSINESS 
TRANSFERS 
NOW! 


THIS TRANSFER TIME 
COMBINATION WILL 
TAKE YOU TO TOWN 











Don’t let your customers store transferred records in bundles thrown 
helter skelter into a vault. These records are worth keeping. They 
are valuable. But what good are they if they can’t be found when 


they are required. 


Yet, hundreds of your customers still use this archaic method all 
because someone has neglected to demonstrate the economy, security 


and accessibility of 


STEEL REINFORCED 
TRA N S F LE CORRUGATED BOARD F | LES 
This is your opportunity for profit. In 4 styles and 13 sizes there is a 


TRANSFILE File for every purse and purpose. You have to point out 
the need. Your customers will be quick to appreciate your suggestion. 


AND 


<> FILING SUPPLIES 


complete this profit making combination. For here is a 
complete line made and priced for you, as a dealer, to get 
business in the toughest kind of competition, and make a 
profit, too. 

If you think these are idle claims try it now. You'll be 
convinced as other dealers have. 


GUIDE SYSTEM & SUPPLY CO. 
335 CANAL ST., NEW YORK, N. Y. 






The LEADER 
TRANSFILE 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
814 Highland avenue, Manhattan Beach 


1939 


C ALIFORNIA is one of the states which derives a 
goodly portion of its revenue from the large sums of 
money brought in by tourists, visitors and intending 
buyers of property every year. The state enjoys advan- 
tages unique among the sisterhood of states. It has 
the longest coast line of any of the states; its harbors 
are most numerous; its mountains average higher, and 
on their slopes one may have an all embracing choice 
of temperature and scenery. One may listen to the 
boom of the surf on semi-tropical shores, and in a very 
few hours behold a gem-like mountain lake with trout 
disporting themselves in its waters. A little farther 
on we find snow, with winter sports of every kind. On 
our way up we encounter giant trees of incredible 
height and circumference—trees that were well-grown 
and powerfully rooted when Caesar wrote home to the 
folks in Rome those glowing letters that have since 
been the despair of every schoolboy—‘Gallia est omnes 
divisa in partes tres’—now go on with it; we have for- 
gotten. Anyhow, California is a great state, and every- 
body should see it before he passes on. 

Business is fairly good. A let-up is expected with the 
advance of the vacation season. 

* * 

Typewriter Heiress Marries.—Burnice Smith, daugh- 
ter of Mr. and Mrs. Burns Lyman Smith of Los Angeles, 
was married on Saturday, June 2, to Eddie Le Barron 
in Yonkers, N. Y. Mr. Le Barron is orchestra leader 
in the fashionable Rainbow Room in Rockefeller Cen- 
ter, New York City. Mrs. Le Barron is a granddaughter 
of Mrs. George Washington Kavanaugh, and her par- 
ents are heavy stockholders in the L. C. 
Corona Typewriter Company of Syracuse. 


al 
representative 


Barry Visits L. A.—Charles R. Barry, 


Smith and 


for manufacturers, visited friends and business asso- | 


ciates in Los Angeles the latter part of May. 
and has his main office in San Francisco. 
* * * 

Greetings to an Old Friend.—A. L. Tredway of the 
firm of Tredway Hanke, 225 Rialto building, San Fran- 
cisco, was in Southern California the last three weeks 
in June, calling on the office furniture and stationery 
trade. He is western representative of several well 
known concerns, 
pany of Owensboro, Kentucky; Ficks Reed Company, 
Cincinnati, and has exclusive representation of the 
Topafield Utility table. Mr. Tredway 
the Zephyr American Corporation on Autodex, a new 
finder for ‘phone numbers, etc., besides other lines. 
The firm of Tredway Brothers originated in Stockton 
and is still carried on under that name. 

* * * 

Bacon Takes Position with Bert Morris.—Martin J. 

Bacon, experienced office equipment man, well known 


He resides , 


including the Murphy Chair Com- | 


; | than a convenience... 
also represents | 


| kind of assurance business men want when buying cos- 


on the Pacific Coast, has been appointed sales manager | 
of the Bert M. Morris Company, Los Angeles, with spe- | 


cial reference to the organization of agencies for Es- 
quires-Morriet pen and ink units. 
* 7 * 

Ribbon and Carbon Man Opens New Office.—The 
California Inked Ribbon Supply Company is the name 
of a new concern organized by Robert P. Picou at 407 
East Pico street, Los Angeles. For several years Mr. 
Picou has been manager of the California Carbon 
Paper Company. He will handle the same factory lines 
of merchandise as heretofore. Mr. Picou is an able 





107 





We Apologize 


The acceptance of the new 
Zephyr and 122-A Hotchkiss sta- 
plers was overwhelming! We 
knew we had a good thing in 
these two new items but we had 
no idea that the orders would 
literally swamp us. But they 
have! This fact and other un- 
avoidable circumstances con- 
nected with stepping up produc- 
tion has caused delay in shipment. 


We apologize to our friends 
who are patiently waiting for 
delivery. We expect that all or- 
ders will be completed during 
this month and promise that 
future orders will be handled 
promptly. 


HOTCHKISS 


NORWALK, CONNECTICUT 


Pioneers in all that’s best in Stapling 


Sany meial 











UNTIPPABLE 


STEEL COSTUMERS 










costumers are more of a nuisance 
tend to irritate and 
sometimes lose customers for restaurants, hotels, 
business and professional people. Sanymetal 


"Top-heavy’’ 


"“Untippable” Steel Costumers never jeopardize 
customer goodwill. 
Perfectly ‘'balanced" . they stay upright... 


even when the load is ali on one hook. That's the 
tumers. Assure it with Sanymetal ... the costumer that 
can't tip over . . . that never loosens or warps... 
that has no rough edges to catch and snag clothes. 
Their graceful lines and enduring wood finishes are 
ideally suited to modern office environments. 

Write for dealer discounts and descriptive folder 

. today. Sanymetal Costumers cost no more to 
handle because they are regularly moving items 
with a larger margin of profit. 

List prices f.o.b. Cleveland, Ohio: 


Green or Gray 
Mahogany, Walnut or Oak 
White Enamel 


INC. 


OHIO 


THE SANYMETAL PRODUCTS COMPANY, 


URBANA ROAD CLEVELAND, 


1681 
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POPULAR 
OFFICE 
CHAIRS 


QUALITY 
CRAFTSMANSHIP 
. . »« MODERN 

STYLING . 
EXTRA COMFORT 


Office furniture 
dealers can 
make greater 
progress and do 
more business 
with Jasper Seat- 
ing Co. chairs. 


Keyed up to present day demands in 
points of style, construction and 
comfort, their self evident value often 
clinches the sale for the entire en- 
semble—desk, table, cabinet, etc 
Good furniture . . . prompt ship- 
ments. Catalog and details on request. 


Jasper Seating Cn. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 529 So. 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 











REVOLVING DICTIONARY STAND 


Get your share of these fine 
long profits and quick turnover. 


Le 





Oak, Walnut, Mahogany and 
School Brown finishes. 


Size 21” wide, 12” deep, 4” 
high. 


Send for Samples 


IMPERIAL METHODS CO. 


760 S. Circle Ave. FOREST PARK, ILL. 
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man of constructive ability, and he undoubtedly will 
succeed in his new venture. 


* * * 


Hughes and Gillen Cover the West.—Will T. Hughes, 
who has handled the lines of the Weis Manufacturing 
Company for many years in the West, was accompa- 
nied on a recent trip over his territory by A. V. Gillen, 
his most recently appointed assistant. 


* * * 


Williams Helps King in American Lead Pencils.— 
Mark J. King, Pacific Coast representative of the Amer- 
ican Lead Pencil Company, has appointed Claude Wil- 
liams as his representative and assistant. Mr. Williams 
was formerly from the Midwest territory. He will live 
in San Francisco. 


* x * 


More Light!—The West Coast Printing and Station- 
ery Company, Los Angeles, on Broadway, across from 
the Chamber of Commerce, has rearranged and added 
to the lights in its pen and pencil showcases, making 
an effective as well as a beautiful display without 
changing the general layout. 


* * * 


Los Angeles House Spans a Generation.—The Huling 
Stationery Company, 107 West Ninth street, Los An- 
geles, California, this year celebrates the thirtieth an- 
niversary of its founding, having been organized in 
1909. The company is under the direction of J. Huling, 
the founder, who takes much pride in the conduct of 
the business. 


* * * 


Success Reported with Loose Leaf Lines.—D. G. Cur- 
tiss, sales manager of the loose leaf department of the 
Walraven Company, manufacturers of bound and loose 
leaf forms, etc., says that his company’s business has 
done well during the year in which the loose leaf de- 
partment has been organized, and that the outlook is 
for better business still. The company, located at 330 
East Fourteenth street, Los Angeles, organized as rulers 
and binders some thirty-odd years ago, gradually work- 
ing into complete lines, including ruling and binding, 
printing, business forms, etc. The last department 
to be added was loose leaf, which is sold to dealers 
exclusively under the trade name “Walco.” The com- 
pany also makes a full line of county record books, 
and motor vehicle, criminal and court dockets. 

All the lines are sold under the “Walco” trade mark. 

Mr. Curtiss has headed the loose leaf department 
since its inception two and a half years ago. He was 
formerly associated with the Edward Barry Company 
of San Francisco. He has been connected with the 
stationery business on the Coast for twenty-five years. 

F. E. Rising covers California for the Walraven Com- 
pany, and J. H. Davison has the territory from Denver 
west, exclusive of California. 


* * * 


Prenter Changes Allegiance.—Sam Prenter, for many 
years associated with the Grimes-Stassforth Stationery 
Company, Los Angeles, has recently joined the selling 
staff of the West Coast Stationery Company. His long 
experience in commercial stationery should serve as a 
guarantee of success in his new position. 


* * * 


Weintraub Opens New Stationery Stores.—Paul S. 
Weintraub, until recently with the Savel Commercial 
Stationery Company, Los Angeles, has opened a sta- 
tionery and printing establishment known as the Peer- 
less Stationers at 516 South Spring street, Los Angeles. 
Mr. Weintraub has many friends who wish him well 
in his new venture. 


* * * 


Schubert Adds Merriam Line.—C. J. Schubert re- 
cently added to his agencies the Merriam line of cash 
boxes and card files. Mr. Schubert’s headquarters are 
in Los Angeles. 
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which would you choose? 


e@ @ @ “That's easy”, you say, “the dime though smaller, is worth more,” but that same 
principle applied to the sale of filing equipment does not necessarily hold true. 


Featuring top grade equipment produces more net profit per sale. On the other hand, 
while every business is a prospect for economy priced files, it takes many more sales to 
make the same net profit. 


Since net profit is your primary interest, Corry-Jamestown makes this suggestion: reach 
both markets with the well rounded and extensive Corry-Jamestown line of filing equip- 
ment. It includes files to meet every budget and equipment requirement. 


If you would like to know more, write or wire; we'll be 
glad to give you the low-down * + without obligation. 


CORRY-JAMESTOWN MFG. CORP. 
CORRY PENNA. 


Export Address: !105 Chester Avenue, Cleveland, Ohio 


Over 600 Items of Steel Office Equipment 
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Transfer Time 


can be made easy for 
your customers=and 
profitable for you= by 
selling ...... 




















Double Top », Quality-Bilt 
FILE JACKETS *“ FILE POCKETS 


The logical filing containers for bulky corre- 
spondence, contracts, orders and grouped letters 
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MADE IN ALL SIZES 


MADE IN LETTER AND LEGAL SIZES with 134”, 312” and 514” expansion. Have 
with 1”, 12” and 2” expanding gussets reinforced corners and foldover gusset tops 
Reinforced tabs insure greater wear ee “La aries 














QUALITY PARK ENV. CO. 


QUALITY PARK ENVELOPE CO. 


11-116 Merchandise Mart, Chicago, Ill. 


FACTORY AT ST. PAUL 
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NORTHWEST TRAVELERS NOTES 


By Al Nordstrom, Correspondent 





L. Edward “Sticky” Friedman, the Glueman, at- | 
tended the reception given to King George and Queen | 
Elizabeth, while their Majesties visited in Winnipeg 
on their recent tour. Sticky says he had a good view 
of the proceedings from the Parliament Building 
corner. Sticky, like our own Governor Harold Stassen, 
was not presented in person to their Majesties, which 
was somewhat of a disappointment to the big glueman 
from the States. 

” * ” 

Miss Gwen Davis, daughter of Mr. and Mrs. J. O. 
Davis was married on June 3 to Lester Geving of 
Minneapolis. The wedding was held in the Woman’s 
Club Lounge before a large gathering of guests. The 
bride and groom left immediately following the cere- 





mony for a honeymoon trip to Northern Minnesota. 
*~ * - 

Mr. and Mrs. Henry J. (Hank) Huette celebrated | 

their Silver Wedding anniversary on June 24, 1939. 
* * » 


President Merrill Hasty of the Northwest Travelers 
Club announced the appointment of Karl Kiesel, the 
Carterite man, former track star and football coach to 
call the signals for the annual Twin City stationers 
and Northwest Travelers golf tournament. 
with Karl on this committee will be downtown quar- 
terbacks H. Edward (Lighthorse Harry) Cooper, Her- 
bert S. (6 putt) Morgan and the Dour Scot Dan 
MacDougall who also talks a good game of pasture pool. 

Charley Regan as usual will probably do all the work, 
assisted by Roy Micro Marker Clarke who generally 
works at the starting tee. The date will be announced 
shortly, so watch your mail and trade publications for 
the day. 

* ” 7” 

Casa Fleet will vie for honors at the water holes as 
usual, with a bit of competition from Stanislaus 
Griebel. These two will also enter the “What the Well 
Dressed Golfer Should Wear” contest, along with Bill 
Weber, last year’s winner; Herb Morgan, Ed Cooper. 
Merrill Hasty and “No Shirt” Griebel, who has prom- 
ised the boys a real treat this year, after running neck 
and neck with Bill Weber at the last tournament, only 
to be voted out after a three time ballot of the judges 
in this contest. 

io ” * 

We understand that Al Sundberg, the Duluth Divot 
Digger, and Ned Safford, the superior golfer, are plan- 
ning on this trip. 

Merrill Hasty and Ed Cooper report that Forest Luff. 
the rangy ranger, decided to cut a doorway in his new 
home a bit wider, but gave it up as a bad job when the 


Serving | 





plasterers’ union of Virginia served notice that this 
could not be done except through the hiring of one of 
their members. 


* * * 


Herb Fall, of Japs Olson Company, became a grand- 
father when a six and a half pound future Minnesota 
gridiron star was presented to his daughter, Mrs. | 
Eugene Charles at St. Lukes hospital in Duluth, on 
June 5. Mother and son are doing well and Grandpa 
is getting along as well as can be expected, though the 
shock had Herb reeling for several days. The cigars 
he passed out in celebration of this event were of the 
finest Havana blend. 


* * * 


Rudy Johnson, the Omaha prognosticator, is still 
backing his judgment on the Cornhuskers despite the 
tough luck of 1938, for his favorite team. 

— = 2 

LEONARD CLARIFIES MICH. FAIR TRADE ACT 

In an effort to clear up some confusion which 
appears to exist relative to the Fair Trade Act of 
Michigan, C. W. Leonard, president of the Stationers 


111 


KOOLCUSHION SEATING 


Exclusively on Sikes Chairs 


Will Let Him Work in Comfort 


SPEED UP WARM WEATHER SALES by offering 
cool sitting comfort to heat-ridden office workers .. . 
now working less efficiently in ordinary non-venti- 
lated chairs. 




















Sikes Koolcushion 
Chairs, for both ex- 
ecutive and clerical 
—- use, combine venti- 

~ lated coolness with 
continuous working 
comfort. Seats are 
made of latex over 
hardwood base, both 
perforated thru and 
thru. 

Cost no more than 
usual chair with 
loose, uncomfortable 
pad. Write for illus- 
trated circular. 


COMPANY, Inc. 


20 CHURCHILL ST., BUFFALO, N.Y 








“KEILTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadian Patent 324,059 





Other patents pending.) 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 
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HERE'S PRICE + QUALITY 


The VARAT LINE enables you to please 
every customer with a leather portfolio or 
ring binder at “His Price’. 


You will find a complete variety of styles 
and colors in a full price range. 


Sales JUMP with the VARAT LINE. Mr. 
Dealer—if you are not as yet handling our 
line—won’t you please give us a try? Write 
for further details. 


as1¢6 e690 


Murray Varat Company 


27 S. Market St., Chicago, III. 


























7h 5 leaders finest and 
most complete . line 
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OFFICE APPLIANCES 


Club of Michigan, last month addressed the following 
communication to OFFICE APPLIANCES: 

“T have found in corresponding with manufacturers 
that there is some misunderstanding relative to the 
Fair Trade Act of Michigan. 

“It so happens that there was a bill passed and 
signed by the Governor called the Fair Trade Act of 
Michigan, which refers to the sale of and giving of 
premiums with the sale of gasoline and bakery goods 
only. Several months later this particular Act was 
declared unconstitutional. 

“However, the House Enrollment Act No. 34 is the 
real Fair Trade Act of Michigan, but it does not men- 
tion anything in its title as being connected with 
the Fair Trade Act, or being a Fair Trade Act; that 
is why there is considerable misunderstanding by peo- 
ple in other states regarding same. This House En- 
rollment Act No. 34 is still in force.” 


—__——__—_—_¢— 9 —____ 


THE TIP THAT GRIP: HE LEAD 





NEW AUTOPOINT POSTER.—This striking advertising medium 

is offered to dealers of the Autopoint Company, Chicago, and 

shows the Autopoint Executive model in yellow, held in a 

robot hand done in orange and red against a black oval back- 

ground. The poster measures 30 x 44 inches and had a place 

for the dealer's name. It is furnished free on request to the 
company at 1801 Foster avenue, Chicago. 


Eo 


COMFORT CO. BUYS NEW BUILDING 

The Comfort Printing and Stationery Company, now 
occupying offices and sales quarters at 107 North 
Eighth street and a printing plant at 210 South Sev- 
enth street, St. Louis, has purchased title to a four- 
story and basement building at Locust street and Lef- 
fingwell avenue. The building is of modern and con- 
crete construction, with an attractive stone veneer. 

Centrally located, the building is well suited for dis- 
tribution and manufacturing purposes of the Comfort 
company. Building has 54,000 square feet of floor 
space and equipment includes two large elevators. 
Plans for the transfer of Comfort company equipment 
to the new building are being made.——HB 

- —<——_-e-  — 


FRANK CURTISS ESTABLISHES SALES AND MER- 
CHANDISING SERVICE 

Last month Frank R. Curtiss resigned as general 
manager of Neva-Clog Products, Inc., Bridgeport, Conn., 
to organize his own business, F. R. Curtiss & Co., New 
Haven, Conn., offering sales, merchandising and mar- 
keting service to manufacturers. In addition to his 
new work, Mr. Curtiss retains affiliation with the Neva- 
Clog organization, for whom he will function as sales 
director. With reference to the change, he comments 
that the dealer protection policy in force under his 
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WHAT makes LAIRD’S 
The Leading Ribbon & Carbon Retailers in Charleston , 





NEW VLD KORE FAIR 
bclamMla 








aa 
LAIRD OFFICE EQUIPMENT COMPANY Charleston, W. Va. 





, 
Rito answer represents an unbeatable tie-up—keen 
merchandising—and quality merchandise! 

@ From Charleston, capital city of West Virginia, 
comes this new photo of Columbia’s latest window 
display “in action.”” The Laird Office Equipment 
Company have utilized Columbia dealer helps and 
Columbia cooperation for a number of years. Sales 
have shown substantial gains. Results have been 
gratifying. 

@ This combination of quality merchandise, continu- 
ous satisfaction to customers and Columbia sales 





cooperation constitutes the surest recipe for ribbon 
and carbon sales success not only for Laird’s, but for 
merchandising-minded dealers all over the country. 
It will make fine profits for your ribbon and carbon 
department. Write us for the information that 








proves it. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Ine. 
Main Office and Factory: Glen Cove, L. I., N. Y. 


New York: 305-313 East 45th St. Kansas City, Mo.: Dwight Bldg. 
FACTORIES MILAN, ITALY; LONDON, ENGLAND; SYUNE} 1USTRALIA 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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27-Drawer Cabinet 
30"°x14"x37'/2 











No 














; 55 
i | set of partitions will divide a drawer 

18-Drawer Cabinet into 3 parts 
20'/4x14x37'/2 PRICE: . . . 40c PER SET 





Inside Drawer = 9""x12""x3/2" 


PRONTO 


STEEL UTILITY CABINETS 


‘ 
; 





9-Drawer Cabinet 





11x14x37/2 

USED FOR Improves the appearance of your store. 
¥ RIBBONS Eliminates dirty and shopworn stock. 
V CARBONS 


4} eeseaieers cncne Adds considerable floor space because of or- 


V THUMB TACKS 

¥ PINS & CLIPS Not only a low list price, but a substantial 
HIGGINS INKS dealer discount is available. 

Y LOOSE LEAF 

V GREETING CARDS 


derly stock arrangement. 


You will use them and your customers will 

















V PENCILS buy them. 
¥ PEN POINTS 
9 Drawer 18 Drawer 27 Drawer 
— Legal Size Legal Size Legal Size 
Me LOCKS 11"x18"x3744" 204/4""x18"'x37!/" 30"'x18"x37'/9" 
LOCKS WHICH WILL SECURELY “3 3 x 9 . 3° Drawer 9 « 16% 31/2" “s 9 x 9 x 5” 
LOCK ALL DRAWERS OF ABOVE $16: -98 
CABINETS ONLY $5 ADDITIONAL. 

















PRONTO FILE CORP. 


349 Broadway, New York,N.Y. 
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general management will be continued in the new 
arrangement. 

From a broad experience, Mr. Curtiss is convinced 
that there is a need for better control of manufac- 
turer representation, particularly where lines are short 
or seasonal. He has found that too often distribution 
through manufacturers’ agents who operate independ- 
ently is not satisfactory. Frequently the fault lies in 
the lack of codperation between the factors of adver- 
tising, merchandising and representation. Sometimes 
distributive outlets, wholesale or retail, are denied the 


full benefits of the sales efforts of manufacturers. 
One of the functions of his new organization is to 

provide efficient sales service to manufacturers of non- 

competing lines through a skillfully directed and ade- 





FRANK CURTISS 


quately controlled organization, either operating na- 
tionally or in restricted territories. 

Another gap that his organization is designed to 
fill is concerned with the cost of direct sales activities 
in smaller cities and towns. Analysis often indicates 
that the cost of such effort reduces profit to the van- 
ishing point. “Nevertheless,” says Mr. Curtiss, ‘“wher- 
ever there are folks there is business. Some of the best 
merchants are in these localities and are eager to get 
information and experience that the manufacturer has 
on his individual line. Either this business is obtained 
by penalizing other business through increased cost 
or else is neglected by the representative due to time 
and expense necessary to go off the beaten track.” 

Mr. Curtiss’ business is organized and staffed for the 
purpose of reducing the cost of distribution and inten- 
sifying coverage of a market. His extensive knowledge 
of sales management and attendant problems point to 
a successful development of his new venture. 


—-e 


HUTCHINGS JOINS VISIBLE INDEX CORP. 


LeRoi E. Hutchings, for nineteen years director of 
research for Remington Rand, Inc., last month became 
associated with the Visible Index Corporation, 630 
Fifth avenue, New York City. He will be a member 
of the board of directors and will hold the title of 
director of research. 

Mr. Hutchings has been prominently affiliated with 
the office equipment industry for twenty-three years 
and bears an impressive record as a civil and mechan- 
ical engineer of note. He was, during his years in the 
field, engaged in the development of several office 
systems, calculators, ledgers, visible books, etc. 

He also devised, installed or operated a large num- 
ber of systems for use in practically every section of 
the country. These included large installations for 
the state of New Jersey, cities of Boston, Denver and 
St. Louis, Yale University, Huntington Art Library, 
Carborundum Company, Cosdon Oil Company, An- 
heuser Busch, Joseph Horn and the United Drug Com- 
pany. In addition to Remington Rand, Mr. Hutchings 
has served a number of major organizations, including 
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Sharges 


POSTURE ,CHAIRS 





SOLD EXCLUSIVELY. THR 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 








It’s “smooth selling” with Pocket TOT 





NEVER BEFORE A PLIER-TYPE STAPLER WITH 
SO MANY ADVANTAGES AND SO LOW A PRICE 








A “Swingline” Speed Fastener 


* 
Here’s the story: Weight—5'4 ounces—lightest in history. Length 
1144 inches—fits comfortably in the vest pocket. Split-second 
adjustment for hundreds of tacking jobs. Wide open non-jamming 
staple channel—an exclusive “Swingline” feature. Steel construc- 


hardened m« Throat depth ly inches. 


125 TOT staples listing at 25c box of 1000 and 


tion—with ving parts. 


I oading capacity 
$1.00 box of 5000. 


i, 


\\) 
SW 


With lower handle swung free, TOT 





tacks shelf covers, decorations, win- 


dow trim, etc. 


PARROT SPEED FASTENER CORP. 
37-18 Northern Bivd. Long Island City, N. Y. 
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sell ACCOPRESS 


Two Piece Covers 
for 










_ MID-SEASON 
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HE low price of Acco two-piece binders makes them 
ideal for the inexpensive binding and storage of inactive 
records. Customers buy them in large quantities! 

@ Their sturdy construction, efficiency and convenience, 
make Acco twopiece binders ideal for daily office use. 

® They possess the same advantages of more expensive 
ring and post binders—easy interchangeability and posi- 
tive binding of all size sheets. Bound with Acco Fasteners 
for unlimited capacity. For all commercial centers. 


Write for details and prices. 


64.0. FaoOonat CTs, Inc. 
39th Ave. and 24th St., Long Island City, N. Y. 














No. 2004 Desk—74"x42” 


The Superlative Elegance 
of the Georgian Period 
.< 


in Genuine American Walnut. 


. combining the rare beauty 
of American Butt Walnut, Ameri- 
can Burl Walnut and Artistic Carv- 


ings. 


J. K. Rushel 


Furniture Compan y 
WILLIAMSPORT, PA. 
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Mina del Oro, Mexico; Marchant Calculating Machine 
Company, Oakland, Calif.; the Telegraphone Corpora- 
tion and the United States Shipping Board. 


a — 
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JUST A LITTLE NOTE!—When UEF Salesman E. I. Sampson 
of Santa Rosa, Calif., won a trip to the New York World's Fair 
for achieving 100 per cent of his quota for 1938, he did not 
forget his friends in the Santa Rosa Lions Club. So he went 
to the Underwood Elliott Fisher display at the fair and used 
the UEF giant typewriter with which to send a little note to the 
boys back home. The “note” is pictured here, surrounded by 
admiring Santa Rosa Lions. 
ee 


NATION TO OBSERVE LETTER WRITING WEEK 


Heralded by publicity stories in newspapers and 
magazines and thousands of posters displayed from 
coast to coast, National Letter Writing Week will be 
observed from October 1 to 7. The event is sponsored 
by the Paper Stationery & Tablet Manufacturers As- 
sociation, Inc., of New York City. 

With a number of prominent paper manufacturing 
companies participating, the event is staged annually 
for the purpose of increasing sales of stationery and 
allied lines with stationers being given an opportunity 





LETTER WRITING 


OCTOBE 





A NATIONAL REMINDER.—This poster will soon be on dis- 
play from coast to coast as a reminder that National Letter 
Writing Week will be observed from October | to 7. 


to take part in the drive. Dealers throughout the 
country are sent letters by the association urging them 
to use posters furnished them in connection with at- 
tractive arrangements of stationery in their windows. 
Among the manufacturers who assist the association 
in the work of preparing the drive are the following: 

American Papeterie Company, Albany, N. Y.; J. C. 
Blair Company, Huntington, Pa.; Eaton Paper Corpora- 
tion, Pittsfield, Mass.; S. L. Elam, Inc., Allegan, Mich.; 
George W. Fox Paper Company, Philadelphia; Kala- 
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PEERLESS presents a NEW, IMPROVED 
TABULATING CARD FILE 


with Removable Trays 


Realizing that each year more and more records are being transcribed 


on Tabulators we have been doing considerable research. 


We are now presenting to our dealer trade the most improved 


and efficient file for the housing of these records yet devised. 


The compressor plate is a revelation in itself. Rolling back or 
forward at the easiest touch, when pulled forward it locks instantly, 


holding the cards under an even pressure of many pounds. 


Cards are held under heavy compression, preserving their flatness 


until released by the operator. 


The release is made by the slightest touch of the finger. Acci- 


dental release is impossible due to the improved construction of 
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the compressor. 





Many other unusual features are 
paired with the outstanding con- 
struction of all Peerless products 
to make this the most desirable 
file of its type. 





TRAYS 
STACKED 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH and HASBROOK STS., PHILADELPHIA, PA. 
NEW YORK CHICAGO BALTIMORE LOS ANGELES 
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NORTHERN NATURAL GAS FURNITURE BUILT BY 
CO... INSTALLATION BY | _ bitacaatacaiaite THE LEOPOLD COMPANY 





ORCHARD & WILHELM > ——- , AT BURLINGTON 
IOWA... 





HOW TYPEWRITER DEALERS CAN 


COVER THE PROFIT FRONT 


Burns Copyholders can help you extract the 
last ounce of profit from a typewriter deal. Next 
time you deliver a new machine—or a rebuilt— 
recommend a copyholder for faster, more effort- 
less typing. The dollars which these copyholders 
add to your gross are simply plus profits for you. 
The New Burns Autoliner, with remote controlled 
line guide, lists at $12.50. Others priced down 
to $3.00. 





Don’t miss this bet for boosting your summer 
sales. Write today to American Automatic Elec- 
tric Sales Company, 1033 W. Van Buren Street, 
Chicago, Illinois. 


» OFFICE 
SPECIALTIES 


TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS e¢ CHAIR & DESK PADS 
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mazoo Stationery Company, Kalamazoo, Mich.; Lake- 
side Central Company, Chicago, Ill., and Davenport, 
Iowa; Mid West Paper & Envelope Company, Marion, 
Ind.; Montag Bros., Inc., Atlanta, Ga.; Novelart Manu- 
facturing Company, Long Island City, N. Y.; Pratt & 
Austin Company, Holyoke, Mass.; Puritan Stationery 
Company, Philadelphia, Pa.; Sangamon Company, Tay- 
lorville, Ill.; Southern Central Company, Memphis, 
Tenn.; Springfield Photomount Company, Holyoke, 
Mass.: United States Envelope Company, Springfield, 
Mass.; Marcus Ward, Inc., Albany, N. Y.; Wesiey & 
Winter, Inc., Linden, N. J.; Western Tablet & Station- 
ery Company, St. Joseph, Mo.; White & Wyckoff Manu- 
facturing Company, Holyoke, Mass., and Arthur E. 
Wilson & Company, New York, N. Y. 


+ + 





J. F. KENNEDY, who was re- 

cently appointed a_ vice- 

president of the Trussell 

Manufacturing Company af- 

ter serving seven years with 

the firm as a salesman. A 

report of Mr. Kennedy's pro- 

motion appeared on page 58 

of the June issue at a time 

when this photograph was 

not available. 
—P 
U. S. CENSUS SHOWS IMPORTANCE OF MANUFAC- 
TURED PRODUCTS IN FIELD 

A census of manufacturers, showing the relative im- 
portance of leading industries and recently issued by 
the United States Department of Commerce, reveals 
the fact that the manufacture of office machines holds 
an impressive position among the foremost industries. 


The report lists cash registers, adding and calculat- 
ing machines and other business machines other than 
typewriters, as occupying the eightieth place in rela- 
tive importance together with the following interesting 
facts: There are eighty-seven establishments engaged 
in the manufacture of these items, employing a yearly 
average of 23,630 employes. Costs of raw materials, 
fuel, electricity, etc., is reported as being $21,245,000, 
with the value of the products set at $138,071,000 and 
value added by manufacture recorded as $116,826,000. 


The manufacture of typewriters and parts is given 
eighty-eighth place with twenty-one manufacturers 
employing a total of 21,440 persons. The cost of mate- 
rial is $13,392,000; value of products, $45,006,000; and 
value added by manufacture, $31,610,000. 


_ 8 lie 
SCHOOL OFFERS SALES LESSONS 


Employes of stationery stores in Plainfield, N. J., 
will be offered special sales instructions in the Plain- 
field Evening School to be opened in the Fall under 
auspices of the Plainfield Chamber of Commerce's 
retail trades division, of which Nelson T. Boise, local 
stationery and office appliance dealer, is executive 
chairman. Mr. Boise also is head of the special sta- 
tionery classification in arrangements now being made 
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Its A MURPHY! 


You will be proud to give this answer to cus- 
tomers who ask—"Whose chair are you offering?” 


For more than 66 
years Murphy has 
specialized in qual- 
ity chair con- 
struction, keeping 
abreast with the 
dictates of modern 
business needs and 
producing chairs 
that will stand every 
known test. 


A guarantee of 
satisfaction goes 
with all Murphy 
Chairs sold. They 
must make good or 
we will. No. 8293 


MURPHY CHAIR COMPANY 


INCORPORATED 


OWENSBORO, KENTUCKY 
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— LEGAL MASTER 
Takes Legal Size Sheet $44.50 
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Warnever record storage 
equipment is sold, these two fa- 
mous trademarks signify stand-out 
leadership ... established and 
maintained by a company 21 years 
in service to the trade. 
Liberty Storage Boxes 

Liberty Storage Binders 
STAX ON STEEL Transfer Files 


“*The Complete Record-Storage Equipment Line’”’ 


BANKERS BOX C0., CHICAGO 


Established 1918 
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Jasper Office Furniture Co. 
I Member of the Wood Desk Guild 
JASPER INDIANA 
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for the school. There are several other retail classi- 
fications and appointments covering other business 
fields. 

Classes will be open to persons employed by Plain- 
field merchants at the time of enrollment. Funds are 
provided under the George-Deen Federal Act and the 
State Board of Education. There will be no charge 
for those taking the courses. The retail school will be 
under supervision of Arthur F. Hopper, principal of 
the Plainfield Evening School.—_NJNS 

fo - 
FURNITURE MART HOLDS SUMMER SHOW 

With a number of manufacturers of office furniture 
participating, the Furniture Mart, Chicago, held its 
summer display last month. The event, which lasted 
two weeks, attracted buyers and visitors from every 
section of the country who came to view and examine 
the latest offerings of household and office furniture. 

Among the displays were the following maintained 
by manufacturers of office furniture and equipment but 
not necessarily displaying these lines: 

Gaylo Manufacturing Company, Inc., Chicago.—This 
company showed folding bridge tables and chairs 
available in a number of finishes and colors and 
featured a new promotional number. William Nave 
in charge. 

The Howell Company, St. Charles, Ill.—Chrome-steel 
furniture and a new, 1939 line of smokers displayed 
under the direction of William McCredie. 

Imperial Desk Company, Evansville, Ind.—A large 
lisplay of household desks and bookcases under the 
supervision of Norman G. Gerth. 

Indiana Desk Company, Jasper, Ind.—A display of 
desks the feature attraction of which was a series of 
juvenile desks flanked by bookcases, dressers, etc., in 
modern designs. J. L. Schnaus in charge. 

Interstate Metal Products Company, Chicago. — 
Showing household tables and chairs and a varied line 
of steel lockers for every purpose. A. Sternberg and 
M. Hershey in charge. 

Jasper Seating Company, Jasper, Ind.—New 1939 
lines of household chairs of every description and style 
under the supervision of W. J. Gosman. An office 
furniture display is maintained at 529 South Wabash 
avenue. 

Lloyd Manufacturing Company, Menominee, Mich.— 
C. D. Dalrymple in charge of a large display of chairs 
ind other household items. 

Murphy Chair Company, Owensboro, Ky.—An im- 
pressive display of plain and upholstered chairs for 
»very style and purpose with R. J. O’Malley in charge. 

Mutschler Bros. Company, Nappanee, Ind.—An inter- 
sting display of kitchen aids, furniture and equipment 
with R. C. Chapman in charge. 

New Indiana Chair Company, Jasper, Ind.—Fine 
upholstered and plain chairs marked the major por- 
tion of this display under the direction of E. J. Beck- 
mann. 

Norcor Manufacturing Company, Green Bay, Wis.—A 
showing of matched table and chair sets and folding 
chairs. S. E. Ziegler in charge. 

St. John’s Table Company, Cadillac, Mich.—Dynettes 
and occasional pieces in the popular price range. R. L. 
Petrie in charge. 

Troy Sunshade Company, Troy, Ohio.—A fine selec- 
tion of office, reception room, lounge and lobby furni- 
ture featuring the company’s well-known chrome 
finish. Bond Houser, Sr., Bond Houser, Jr., and G. F. 
Fraley in charge. 

*—- 


STATIONER DESIGNS “ALL-PROBLEM” TRUCK 


W. C. Davis, president of the Office Equipment Com- 
pany, 1308 Young street, Dallas, Texas, believes he has 
solved the problem of securing a maximum payload 
in his delivery system, by use of an over-engine type 
truck, designed by himself and built by a Dallas body 
concern. 

The use of the over-engine type chassis, Mr. Davis 
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CARBUN PAPER 
INKED RIBBON 
SPECIALTIES 


Complete Line 
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The Neidich Line of Carbon Papers and Inked Ribbons has 
been made with due consideration to the constantly changing 
consumer demands for more perfect supply requirements. 
The line is complete and diversified for every consumer need, 
keeping in mind details such as weight of paper, degree of 
carbon coating and intensity of ribbon write. Our vast experi- 





ence in meeting unusual requirements has placed us in a 
position to offer you better supplies for routine daily needs. 


Dependability of Manufacture 


We feel that if customer acceptance is to be maintained, the 
most necessary requirement for supply sales is that each order 
be filled with the same material as the last one. This assures 
“customer satisfaction” and Neidich Process has long prided 
itself on the dependability of its products by standardization 
of its full line of carbon papers and ribbons. 


Quality and Service 


The keynote of our manufacturing department is quality mer- 
chandise with superior appearance, write, manifolding ability, 
long wear, and durability. The keynote of our dealer policy 
is helpful cooperation. That is why we feel that an exclusive 
agency for the Neidich Line is a valuable franchise. 


Dealers Profits 


The ultimate success of any supply line is reflected in the 
profits that it returns to the dealer. The Neidich Line is priced 
right and it is easy to sell because of our dealer cooperation 
plan. Quality and durability assure you continued customer 
acceptance and will help you to hold your accounts. That is 
why we urge you to write us for prices and further details 


. . today! 


NEIUICH 
PRUCLCE GS 


Division of Underwood Elliott Fisher Co. 





BURLINGTON N. J. 
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CU Right! sunpose thay do cost 


a fow pennies more ! 


MASTER GRADE 











UNDERWOODS 


are different—distinctive! They are 100% re-man- 


ufactured! No other rebuilt approaches their per- 


fection in appearance, workmanship, 


and value. 


performance 


Those few extra pennies mean trouble free, guar- 


anteed typewriter service for years 


155 SIXTH AVE. 


CABLE: SALETYPE 


s to come. That’s 


why your customers will prefer them. 


WHOLESALE TYPEWRITER CO. 


NEW YORK, U.S.A. 


























“THE CARBON 
AND THE IDEA 
ARE PERFECT” 


That's what important 
dealers say about 
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CARBON PAPER 


Its distinctive appearance catches 
cleanliness, 


Its efficiency, 


the eye. 


long wear 


and RESISTANCE 


CURL make it the carbon paper preferred by busy users.’’ 


Cleangrip combines all 


others. 
It is profitable to 
it against competition 


DEALERS: 


samples and prices 


no 


the 


Don't overlook 


this business getter. 


TO 


the dealer as it brings new business and holds 


Write for 





When you visit the New York World's F: 


business headquarters. We shall be very pleased t 
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| 


desirable features of good carbon | 
papers plus the highly important special features possessed by | 










CARBON 
PAPERS 
Cleangrip 
W hitedge 
Clean Pull 


Cameo 





H ERE A R E T HE 
PROFIT MAKERS 
COMPRISING THE 
COMPLETE LINE 


Study This List—It Means More 
Business—Repeat Business— 


To You 


CARBON 
ROLLS 
Tailor’s Markin, 
Photo Offset 
Billing Rolls 
Fisher Machines 
Billing Rolls for 
Bur vt Posting 
Machines 
Reyister Rolls 
Tally Rolls 
Teletype Cart 
Rolls 


for Elliott- 


onized 








INKED 
RIBBONS 


Stormtex Silk 





Stormtex Cotton 
Cameo 

American 
Reliance 


Ribbons for Address 
ograph-Multigraph 














take care of 


Carbons in all : 
Rolls for Elliott- Ss 
ouiiiin moxi A eay , Speedaumat 
weights and Addressing Machines 
finishes Special Rolls Dupligraph, ete. etc. 
lan te isit us and make our offices your 


your mail if you so desire. 


H. M. STORMS COMPANY 


of Carbon Papers and Inked Ribbons 
BROOKLYN, N. Y. 


Makers of “The Complete Line” 


561 GRAND AVE. 
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explains, has enabled him to have a truck built with 
no greater over-all length than the ordinary truck, 
but with an increased capacity of 224 cubic feet. 
Office Equipment Company does a large business over 
the state, operating out of both Dallas and Fort 
Worth, and completes its own deliveries. 

The new truck has a carrying box length which is 
four feet greater than that possible in trucks of the 
cab-behind-the-motor type—that is, the box is four 
feet greater in length than would have been possible 
otherwise unless extension of the over-all length were 
employed, a condition highly undesirable since it 
places a considerable and often hazardous burden 
projecting out beyond the chassis rear. 

The truck has an inside width of seven feet. and 
an inside height of eight feet. It cost the company 
$1600. 

One of the problems of the office appliance man 
always has been that of slight mars and scratches 
resulting from handling in delivery. This is more 





NEW TYPE DELIVERY TRUCK DESIGNED BY STATION- 
ERY DEALER TO MEET ALL DELIVERY PROBLEMS. 


true when long hauls, such as are frequent with this 
company, are necessary. 

To solve this problem, Mr. Davis included in his 
design of the truck two small compartments on oppo- 
site sides of the front of the body, directly back from 
the cab. These are placed at chassis line level, pro- 
jecting in under the box. These compartments contain 
kits for the refinishing of slight scratches or other 
mars resulting from transporting and handling. 

By thus carrying with the truck at all times the 
essentials to such minor repairs, any slight damages 
may be repaired upon arrival at destination, with 
no delay to the purchaser that might result in dis- 
satisfaction. 

The box interior is fully lighted by means of two 
large dome lights built into the ceiling. The tail gate 
is built of non-warping materials. The tail gate is 
slightly more than half the truck height, which per- 
mits the driver a full view through the rear cab 
window. The latter has been protected from equip- 
ment carried within the box by means of steel screen 
of quarter-inch mesh. 

The body is attractively finished in green and cream, 
with reproduction on either side of an interior view 
of the Davis store. This consists of six aisles of office 
equipment, finished to represent the standard steel 
and wood furniture stocked. The view is one from 
rear to front, leading down a carpeted central aisle 
to the entrance. On either side of the reproduction 
office file cabinets of the latest styles have been pic- 
tured. 

The body has been built of sheet steel. Rear wheels 
are enclosed within the body, with plates which may 
easily be removed, and which at once shield the truck 
from flying mud and dust, and serve to maintain the 


streamline design of the equipment.—BART 
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X-CELAR BULLETIN MAKES BOW 
X-Celar Products, 1011 Chestnut street, Philadelphia, 
manufacturers of type cleaner and other kindred office 
supplies, has recently began publication of a monthly 





Modernly Styled for... 
SMART APPEARANCE 


The chairs shown above (Nos. 772 and 77244) create an atmosphere 
of ultra-distinctive modernism, yet their conservative design makes 
them business-like. Other recent additions to our extensive line 
of Modern designs are shown in our new Supplement recently 


mailed to our dealers 


For such an intimate piece of furniture as a chair, 
there is no satisfactory substitute for WOOD. 


* 


THE 8. L. MARBLE CHAIR COMPANY 


Foremost Manufacturers of Wood Office Chairs 


BEDFORD, OHIO, U. S. A. 











Compare the Value per dollar 
—of the NEW 


BENTSON 


**600°° LINE 


EXTRA CAPACITY—28'%4 inch- 
es deep outside—27 clear 
filing inches in every drawer. 


SUBSTANTIAL construction, 
beautiful lacquer finish, olive 
green, mahogany, or walnut 
—low cost—a line of out- 
standing value. 

+ 
TEN ROLLER, Cradle-Type Pro- 


gressive Suspension Slides. 


MADE IN FIVE, four, three, two 
and one drawer heights, in 
letter and legal sizes, also for 
all standard sizes of forms 
and cards. 

a 

BENTSON "600" carries the "C" 
Label, assuring dependable 
economy and sales in volume. 
Illustrated catalog supple- 
ment with full details on re- 
quest. 





281/,” Write for illustrated circular 
DEPTH with full particulars. 


The Bentson Mfg. Co. 


AURORA, ILLINOIS 
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THE 
TRIM- 
MING 
BOARD 
of 


NO 


REGRETS 


You can be sure of satisfied customers by 
selling these Precise Adjustable Trimming 
Boards. Made of Quality Materials with fea- 
tures far superior to anything now in use. 


MR. DEALER—Write for circular describing 
this complete line of real quality merchandise 
at a reasonable price and profit! 


Vote these Salable Features. 
@ Material and workmanship guaranteed for life. 
@ Finest seaso~ed hardwood, ebony finish. 
® Adjustable paper guides. 
®@ Graduations every '/2", vert. & horiz. 
® Made in six sizes from 6!/.” to 18'/2”. 
® Priced from $2.50 to $17.50. 


AMERICAN PHOTO LABORATORIES 


28 N. Loomis St., Chicago, Ill. 














This Summer- 


use the ACE-SCOUT 


STAPLING 
MACHINE.. 


“a 


> No 
"00 Scour spr 


OPENING WEDGE 
to get 


) Ph 
Famous ACE Quality 
\ - 2 at 
\ Tae > | 30 


ACE FASTENER CORPORATION 


3415 No. Ashiand Ave., Chicago, Illinois 


Makers of the World's Best Stapling Machines and Precision Staples 
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bulletin which has found much favor in the trade. 
The principal charm of the bulletin is the fact that 
while it brings to the mind of the reader the company 
publishing it, it carries very little advertising, and in- 
stead, appealing to the interest and a sense of humor 
by presenting in each issue pictures and descriptions 
of strange devices upon which patents have been se- 
cured through the years. That most of the devices 
patented were so odd as to border on the ludicrous, 
adds to the interest, as does the caustic editorial com- 


ment of the editor. 
8 eR 


COLUMBIA RIBBON DISPLAY FINDS DEALER 
FAVOR 
Dealers in a number of territories are already util- 
izing a colorful and striking new window display with 
a World’s Fair motif in design and color which the 
Columbia Ribbon & Carbon Manufacturing Company, 
Inc., Glen Cove, N. Y., has recently released. The first 





COLUMBIA'S DEALER DISPLAY 


window to be photographed with this display was that 
of Howard W. Boise, Inc., Plainfield, N. J. 

With the large display are four small side cards of 
modern design featuring various Columbia carbons 
and ribbons for regular and special requirements. 
Dealers desiring to see the display and learn details 
of the merchandising plan tied in with it should com- 
municate with the Columbia home offices or any of 
the company’s branches. 

=< .—————— 
CHART TELLS DEALER CORRECT CARBON AND 
RIBBON NEEDS FOR CONSUMER 

The Waters Manufacturing Company, 3612 West Pico 
boulevard, Los Angeles, Calif., has developed a new and 
unique method of enabling the dealer to serve the type 
of carbons best suited to his customers’ needs. 

The company, which manufactures and sells the Old 
English line of ribbons and carbons, has created a 
chart whereby the correct choice of carbon papers, 
for use where multiple copies are essential, may be 
definitely determined. The consumer need only select 
one of the many degrees of carbon formulae, precision- 
made and numerically allotted to the chart. The 
graduated formulae chart provides seven degrees of 
“Weartone” writing strength in all weights of paper. 

In order that the chart may be thoroughly under- 
stood, authorized dealers and their sales personnel 
receive detailed instruction from factory technicians 
who are experts on the complicated problem of trans- 
ferring perfect impressions from carbon formulae to 
the myriad forms of white paper usec in business 
today.—_-CNK 


*—- 
SHIELD AND HAYNES OPEN OWN BUSINESS IN 
CHICAGO 
H. E. Shield and Louis Haynes, for a considerable 
time connected with the Berger Manufacturing Com- 
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... Presenting the OUTSTANDING LETTER FILE 


1200 LINE NON-SUSPENSION | J 


FEATURING PERFECTED 
THE GREATEST VALUE IN THE LOW PRICE FIELD 


BALL BEARING 
OPERATION 

Write for Descriptive Circular and Price List 
Sold to Dealers Only 


ANDERSON-HICKEY COMPANY, ING. tttisct 


All Sizes and 
Combinations 











DEALERS INVITED TO CUT THEMSELVES 
A PIECE OF PROSPERITY / 


© Produ. 


cONSUMER DEMAND 


eC ASTELL” NSTANTLY! é 


GROW ING C 0} 


TODAY - NOW - WRITE FOR FULL INFORMATION, 
CONTRACT AND PRICES! 


oy AW FABER be) “CASTELL” Bi *2Hs 











7 & WORLD'S FINEST DRAWING l SONE HIGHER PRICED IN AMERICA 


iN FABER -CASTELE 


ff DRAWING PENCIL * IN THE METAL BOX 
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40 pages of illustrations. . . 


. chairs for all purposes... 


upon request. Write today! 


Just Dut — New 40 Page Catalog! 
Write For YOUR Copy Today! 


Our new catalog, just off the press contains 


showing chairs 


chairs that 


dealers can merchandise in volume. . . be- 
cause every number is sound value. We'll 


gladly send you a copy along with price list 


HIGH POINT BENDING & CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 


“Dependable Quality in Chains for Every Purpose ‘ 











No. 1154 STW 
Top 54x 30” 


ALMA DESK COMPANY 





A properly made 
Stationary Platform 
Typewriter Desk has 
many advantages 
besides the fact that 
it is free from vibra- 
tion and noise. One 
of these is the fact 
that it will take any 
size machine includ- 
ing billing machines 
and those with wide 


carriages. 


HIGH POINT, 
NORTH CAROLINA 
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pany, resigned recently to open their own business at 
176 West Adams street, Chicago. A short item con- 
cerning the new business appearing on page 85 of 
the June issue, was incorrect in several details and 
this is an amplified and corrected report. 

Messrs. Shield and Haynes, both of whom are well 
known in the office equipment industry, made an 


auspicious start, taking on the lines of the Interior | 


Steel Products Company, Cleveland, Ohio, and the 


Security Steel Equipment Corporation, Avenel, N. J. | 
As representatives of these prominent manufacturers 


the new firm will handle complete lines of steel shelv- 
ing, lockers, files, metal desks and a line of special 
metal products and hospital equipment. 
a 
NEW ENGLAND TRAVELERS NOTES 

Make a note on your golf schedule that on August 2 
we will play at the Pine Brook Valley Club in Weston 
with Sam Narcus being host for the day. This is a 
change in the former plans—the original date being 
set for Vesper in Lowell. 

Billy Paine sits at home gazing with pride at an 
impressive array of gifts presented to him by his local 
service club on the occasion of his sixty-ninth birthday 
last month. Among the gifts he cherishes is a wheel- 
barrow, presented by the Brooklin Trust Company, in 
which to carry home the remembrances. 

* * x 

Monday, May 8, was held the first meeting of the 
Boston Stationers Association under President George 
Hayes. The gathering was held in the University Club 
and, after a delicious steak dinner, President Hayes 
introduced Jack Onslow who has spent thirty years 
in the business of baseball. The visitor explained 
many angles of the national game which fans do not 
see from the bleachers, and then presented a motion 
picture “The National Game—Baseball” which gave a 
history of baseball through the 100 years of its exist- 
ance. 

It is a pleasure to list a number of our friends and 
members all of whom are back on the job after being 
on the sick list. They are: Frank Horie, our secretary; 
Jim McGovern, Thorp & Martin Company; Wally Tay- 
lor, Carter’s Ink Company, and Hy Cooper, noted New 
England traveler. The young son of George Hayes is 
recuperating at home following an operation for 
appendicitis. 

Which reminds us! We recently discovered that two 
of our members have been ill and in hospital for a 
considerable time without receiving a visit or even 
a card from their fellow-travelers. That fact isn’t so 
good and we ask each member to notify the club on the 
occasion of his own or any other member’s illness or 
troubles. 

Congratulations to Mr. and Mrs. Laurence L. Luneau 
who were married recently and sailed to Jamaica on 
their honeymoon. Mr. Luneau is the owner of the 
Gibson Book Store in Concord, N. H. 

The July and August issues of the N.E.T. Club News 
will be omitted as per the usual custom. The resump- 
tion, we hope, will bring with it the usual number of 
happy vacation stories. 

The above news items were gleaned from the N.E.T. 
Club News, official organ of the New England Travelers 
Club. 

ee 
BATES SETS VACATION DATE 

The Bates Manufacturing Company, Orange, N. J., 
has announced that the annual one-week vacation 
period of the plant and offices will be held from July 
15 to 22, and asks the cooperation of dealers. The 
New York office will remain open during the holiday. 
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G7 cinune 
Sussele 


HARACTER in a ring book is a 


good deal like character in a man. 








It stamps ils possessor as being 


above the ordinary. 








There’s a real reason for the dis- 
tinctive trend on the part of many 





good dealers to 


Suisse 


It Will Pay You To Investigate 


TRUSSELL MANUFACTURING CO. 


Poughkeepsie, N. Y. 


























Real Class and Quality 
METAL STREAMLINE WARDROBE 


. . » an INTERSTATE Product 


This attractive De- 
Luxe cabinet is one 
that must be seen 
in order to be fully 
appreciated. The 
corners are grace- 
fully rounded. Re- 
cessed base. Insul- 
ateddoors. Hastwo 
handsome match- 
ing handles. In- 
genious wire hat 
rack that accom- 
modates four hats. 
Large, roomy ward- 
robe space. Em- 
bossed doors. 
Made in 66” and 
70” heights. 


This is only one of a 
large line of Ward- 
robes, Stationery and 
Ceneral Utility Cabinets 


OFFICE OUTFITTERS FIND INTERSTATE METAL n+ ala A 
BIG PROFIT LINE. SEND FOR LATEST CATALOG 


INTERSTATE METAL PRODUCTS CO., Inc. 


1401-4451 OGDEN AVENUE CHICAGO, ILL. 
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STAINLESS STEEL FILE SIGNALS 
CAN'T RUST OR DISCOLOR! 


TT OLECL 


12 FAST, NON-CHIP COLORS 
TYPES FOR EVERY FILE 


Easy to attach, won’t catch other 
papers, add practically no bulk. 
Bookkeepers, record clerks and oth- 
ers use them by the millions on 








. : No. 2V—The New 
ledger sheets and file cards to signal Low Tab Signal 


collection dates, segregate types of 
customers, keep track of discounts, 
visualize merchandise outgo, and 
for a myriad of other “memory” 


jobs. OS; 


YOUR No. | No. 2 
SALESMEN NEED THIS CARD 


Contains samples of cll Cook Signals. 
Shew it to a customer and the sale is 
half made. These thin-gauge, highly 
polished, vividly colored signals sell 
themselves. Gad to send you one for 
each salesman. Say how many! 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 





“ONE HUNDRED PERCENT DEALER PROTECTION” & 





ANNOUNCING .... 


_— — o _— a 
a. - 7 
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A NEW LOW PRICED MOTOR OPERATED 


MULTIPOST LETTER OPENER 


Model B—Price $110.00 
An ideal machine for the average office with a medium 
sized incoming mail. Opens 200 envelopes in a minute. 
A companion machine to our heavy-duty model A 
Opener-which sells for $150, the finest machine of its kind 
on the market. 
We also have 2 hand-operated models; BH at $50, 
AH at $90. 
We also manufacture: 
3 Medels of Envelope Sealers; 
2 hand-operated, 1 motor operated, 
prices $55 to $150 
4 Models of MULTIPOST Stamp Affixers, prices from 
$20 to $35. 
The Multiple Multipost, an automatic stamp dispenser 
for use in offices and shipping departments where vari- 
ous denominations of stamps are used. 
We will gladly ship any machines on approval—no obli- 
gation. Dealers—write for Booklet—also get dealer prop- 
osition. 


MULTIPOST CO., 100 Centre Pk., Rochester, N.Y. 
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BATES EXPLAINS “AUTODEX” SITUATION 


In the June issue of Bates Brevities, official house 
organ of the Bates Manufacturing Company, Orange, 
N. J., appeared the following statement relative to a 
recent patent infringement suit filed by the firm: 

“It has been brought to our attention that in an 
attempt to interest dealers to handle the Autodex 
they are being told that the suit that we have insti- 
tuted against the Zephyr American Corporation has 
been settled and that the way is now clear to handle 
this article without patent infringement. 

“This is quite contrary to fact. No settlement of 
any sort has been made with Zephyr or even con- 
sidered and we expect the trial of our suit against 
Zephyr American Corporation to take place at an 
early date.” 

iM ltt 
DICTAPHONE ATLANTA OFFICE HOLDS SPEED 
CONTEST 

With more than 150 girl office workers competing 
for a prize of a trip to the New York World’s Fair 
with all expenses paid, the Atlanta, Ga., office of the 
Dictaphone Corporation last month held a speed tran- 
scribing contest to determine the fastest and most 
accurate operator in the Atlanta district. 

When the smoke of battle cleared away Miss Opal 
Hood, a Dictaphone secretary employed by the Atlanta 
branch of the Liberty Mutual Insurance Company, was 





NO WONDER SHE SMILES!—The happy young lady is Miss 

Opal Hood, being presented with a check for winning Dicta- 

phone speed contest in Atlanta, Ga. Governor Ed Rivers of 

Georgia made the presentation while Clark Harrison, president, 

Draughon School of Commerce and judge of the contest 
looks on. 


declared winner of the first prize. As a reward the 
young lady was presented with a check covering all 
her expenses to the fair by Governor Ed. Rivers of 
yeorgia and Clark Harrison, president of the Draughon 
School of Commerce, who judged the papers of the 
contestants. Second and third place were won by Mrs. 
Myrick, Atlanta Paper Company, and Mrs. Cogbill, 
Federal Mogul Service. 

Miss Hood left for the fair the latter part of June 
to compete with like winners from other sections of 
the United States and Canada for the national cham- 
pionship. 

—-> 


LEONARD JOINS GLOBE-WERNICKE 


Philo H. Leonard has been appointed district repre- 
sentative for The Globe-Wernicke Co., in Texas, Okla- 
homa and Kansas, according to an announcement by 
Harry C. Anderson, general sales manager. Mr. Leon- 
ard has had several years’ experience as a retail sales- 
man of office equipment and stationers’ goods in this 
territory and has made a good record as a successful 
merchandiser. He assumed his new post the first 
of June. 
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Do only the most expensive automatic duplicators produce 


Q U E S TI ON ¢ “hair-line registration”? 


That was so until Hilco introduced a new low cost 


ANSWER: method of obtaining accuracy! 


It is no longer necessary to pay a HALF A 
THOUSAND DOLLARS for Accuracy in 
stencil duplicators. HILCO offers the same 
outstanding performance and quantity pro- 
duction at a little more than a HALF A 
HUNDRED DOLLARS. 


AND REGISTRATION ISN'T ALL 


It takes more than registration for outstanding 
performance. HILCO offers these outstanding 
features..... 

THE EXCLUSIVE HILCO IMPRESSION ROLLER RELEASE 
FEATURE..... 

No tearing, wrinkling, or jamming of the impression paper 
in feeding. The HILCO Automatic Front Paper Stop and 
Impression Roller Release—exclusive with HILCO—stops 
contact between impression roller and drum if a sheet 
starts into the machine improperly. 

CLOSED-IN LEAK-PROOF DRUM 

SMOOTH AND ACCURATE AUTOMATIC FEEDING 


AUTOMATIC COUNTER counts only printed sheets. 


. and many others. 


Write Today for the Hilco Descriptive Catalog 


Covering the Entire Hilco Process 







ALL METAL CABINET 
Size 17 x 30 x 31 inches high, especially de- S$ 50 
signed for Hilco 
AUTOMATIC STENCIL DUPLICATOR 
The low priced precision duplicator with the 
High Priced Features 

Prices slightly higher west of Rockies 


THE HILCO CORPORATION 


1512 MERCHANDISE MART 


® CHICAGO,ILL. 
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AT LAST A PERFECT STENOGRAPHER’S LIGHT 
THAT GIVES LIGHT WHERE IT IS NEEDED MOST!! 











Copyholder Model 


D E A L E R S Here is a product that meets a real 


demand and indeed is a profitable 
dealer item. On display at the 
N.T.0O.M.D.A. Convention in 
Cleveland, July 24, 25, 26. 


Designed by copyholder experts who know what is 
needed to relieve tired over-worked eyes—approved 


by lighting authorities for correct light conditioning! 


Two Models. 


One model attaches to any 
make copyholder and another 
fastens permanently to the 
desk. Both produce a soft 
concentrated ray, free of all 
glare and shadow. Truly, the 
DAWN of a new day in 
stenographic lighting. 





Ail. {Purpose Model 
The Dawn Manufacturing Corp. 


DIVISION OF THE 


HALL-WELTER CO, INC. 


181 ST. PAUL ST. telé.| 3313.5, Me 2 














AN OUTSTANDING 
DEVELOPMENT 


Special Silf 


TYPE 
‘Ss WRITER RIBBON 


PLEAR PRINT 
PRODUCTS 


WARRANT YOUR INVESTIGATION. 


Samples free to Responsible Dealers. 


PHILLIPS PROCESS CO, Inc. 


194 Mill Street Rochester, New York 


EASTERN DISTRIBUTORS: Macintosh and Sheridan, 
1206 18th Street N. W. Washington, D. C. 













UNIVERSAL 
The Choice of 
Office Machine 


Manufacturers 





Suppose you were putting a new accounting or 
writing machine into service—wouldn’t you 
select the most dependable stand you could 50 
find? Well, that’s just what a number of of- © 

fice machine manufacturers did when they s8e- er 
lected TUSCO. They tested for convenience, : 
structural strength, stability and adjustment. retail with 
Their findings are your assurance of top notch drop leaf. 
service. 

TUSCO Universal is mounted on 3-inch rubber tired noiseless 
ca rs, locks rigidly in position and adjusts for any unevenness 
of floor. Side leaf measures 16x18%4 inches, and top is adjust- 
able for practically every office machine in use. Stand weighs 
{2 pounds packed for shipment 


te 


We also make TUSCO 100 line, a lighter weight low cost stand 
made with welded joints and bolted cross tubes. It is fitted 
with two cadmium plated casters and two rubber feet, and foot 
lock is available if desired Top 16x18” and drop leaf 12x18” 


are of Masonite Presdwood. Descriptive folders sent on request. 


TUBULAR SPECIALTY MFG. CO. 


1940 Stanley Ave. Detroit, Michigan 


Cc. EB. Ritter, 2451 E. 78th St., Chicago Representative 
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LEE FORMS OWN CHICAGO BUSINESS 

D. L. Lee, formerly general sales manager of the 
Wolber Manufacturing Company, Chicago, resigned last 
month to open his own business at 2028 Milwaukee 
avenue, Chicago, under the name of the Lee Products 
Company. 

Mr. Lee starts business with a fine backing of experi- 
ence in the office equipment and stationery industry. 
For several years he was engaged in the liquid duplicat- 
ing field and will place at the disposal of dealers the 
experience and knowledge gained during that time. 

Through direct connections with several factories he 
will offer a complete line of carbon papers, fluid and 
other supplies for use with liquid or spirit duplicators. 
Lee-Super products will be handled and sold through 
dealers exclusively. Dealers are invited to send in- 
quiries concerning their problems to a department of 
the Lee organization specially formed to answer such 
queries. 





TYPEWRITER DEALER INVENTS DISPLAY 
“WHEEL” .—R. E. Huffman, manager, R. E. Huff- 
man Company, Aberdeen, S. D., and local rep- 
resentative of L. C. Smith & Corona Typewriters 
Inc, has recently invented the revolving display 
for typewriters and other office machines shown 
above. For some time Mr. Huffman used the 
wheel in his windows and received so many 
favorable comments upon it that he is thinking 
of developing the device and offering it for sale 
throughout the country. 
ie — 
OFFICE EQUIPMENT HOLDS DOMINANT POSITION 
IN SOUTH AFRICAN MARKET 
Manufacturers of office equipment maintained their 
dominant position as suppliers to the South African 
market during 1938, according to a report just sub- 
mitted to the United States Department of Commerce 
by Commercial Attache Clayton Lane, Johannesburg. 
South African import trade in American office equip- 
ment last year was featured by a gain of sixty-three 
per cent, the report points out, in the classification 
“addressing, duplicating, numbering, and perforating 
machines,” with decreases registered in the case of all 
other items. Figures submitted with the report show 
that the United States accounted for sixty-one per 
cent of total imports of office equipment in the South 
African market with the United Kingdom and Ger- 
many following with a showing of twenty and ten 
and one-half per cent respectively. 
- *—- © 
REMINGTON RAND CLOSES SYRACUSE PLANT 
For the purpose of concentrating portable typewriter 
activities at Ilion, N. Y., Remington Rand, Inc., last 
month announced the closing of its large plant at 
Syracuse. A notice on the plant bulletin board, regard- 
ing the closing, read in part: 
“Remington Rand announces 


that in accordance 









A complete line of fix- 
tures for Office, Posture 
and Typewriter Chairs. 












Equipped with rubber cushions or steel 
spring. C-K Products are sturdily built of 
highest quality steel and are unexcelled 
for long service. 
















COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, U. S. A. 



























Here is what one dealer 
said to another ahout 


SHELBYVILLE 


@ "We are thoroughly convinced that Shelby- 
ville offers the best real value to the purchaser 
of any desk manufactured today; and we are 
thoroughly familiar with them all, which covers 
a wide range of reputable makes." 


e@ "You will find Shelbyville very willing to 
cooperate, a readiness to acquiese in all sug- 
gestions regarding improvements and they 
have an alertness to meet the constant change 
in market conditions.” 


@ "Shelbyville now will school your organiza- 
tion and provide an enthusiastic sales force 
that would be difficult to lick in any competi- 
tion.” 





@ "We can say unqualifiedly that you will make 
no mistake in accepting the Shelbyville Line." 


SHELBYVILLE DESK CO. 


Shelbyville, Indiana 














| 
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Success Formula 


Dependable merchandise -}- 
Dependable service 
Satisfied customers 





Simple arithmetic! You want 

to sell dependable products. 

M & W Products are always 
DEPENDABLE. 


When your customers want 
to emboss suggest : 
The “Aluminum” Pocket Seal 
The “Official’’ Pocket Seal 


Lever seal presses 
Hand embossers 


to stamp 
Self-inking rubber stamps 
Die-plate daters 
Band stamps 
Rubber printing sets 
Numbering machines 

to protect 
Badges 


Trade checks and coins 
Metal plates and tablets 
Wax seals and sealing machines 


PROMPT and FRIENDLY SERVICE 
FAIR PRICES 


Trade catalogue sent on request 


MEYER & WENTHE, Inc. 


Established 1854 
30 SOUTH JEFFERSON STREET - CHICAGO, ILLINOIS 

















Desk Stationery Rack Mail-Rack 
nen $350 RETAIL uae $350 RETAIL 
KRINKLE GREEN KRINKLE GREEN 
——, 
SEND 
FOR 
NEW 
CATALOG 





Sort-A-File 
S.A.F.-8 $350 S.A.F.-5 $925 


KRINKLE GREEN 


EFFICIENCY EQUIPMENT CO. 
360-366 W. Superior St. Chicago, Ill. 














OFFICE APPLIANCES 


with its long-range policy of concentrating its manu- 
facture to obtain increased production efficiency, it 
is today closing the Syracuse plant and hereby dis- 
continues the services of all Syracuse employes.” 
The company reported it would provide for thirty 
days a representative of the Ilion plant employment 
department to take applications for employment in 


that factory. 
—~<e- __—- 


510 Ocean Avene 
Brooklyn, New York 
May 28, 1959 


Old Tow Carbon and Ribbon Company 
176 Jotmson street 
Brooklyn, New York 


Dear Mr, tpstein: 


Here is something which ought to interest you. Today, I happened 
to be going through some of my things when I came across one of your 
typewriter ribbons, This ribbon was given to me by ay father before 
he went to Germany. It is one of the HERMATIC typewriter ribbons, 
and must be at least twelve years old. 


This letter is being typed with this old ribbon. It is still 
in good condition as you can ses. Just stop a minute and realize 
how long one of these ribbons may be stored and still be marketable. 
I grent that in this packing it would be good for a least twelve 
years more, 


As this ribbon was not made to fit « "Remington" Model 1, I 
had to cut the ends off to make it fit. 


I am going to type the next few lines in red so that you may 
gee that this color, too was not affected by climatic conditions, 


I will hewe this letter notorized todz-y, 


I the under.gigned affirm that the above stated is true in 
every detail. 


Yours sincerely, 
CIUDO BRUHL 


A TWELVE-YEAR-OLD RIBBON WHICH WRITES.—The above 

letter, notarized by the sender, was received recently by the 

Old Town Carbon & Ribbon Company from a man who used 

a twelve-year-old Hermetic ribbon with which to write it. The 
letter speaks for itself. 


eee 
PRITCHARD IN NEW CHICAGO HOME 

With more than 500 guests present to express enthusi- 
astic wishes for the continued success of the firm, the 
Pritchard Stationery Company, Chicago, on June 10 
held its grand opening and housewarming of its new 
store at 412 South Wells street. 

Headed by Owner Joseph W. Pritchard, the entire 
staff of the organization was on hand to welcome the 
visitors and show them around the new store which 
occupies the entire sixth floor of the building. The vis- 
itors, sixty of whom were manufacturers, thoroughly 
enjoyed a buffet lunch and other refreshments and 
were keenly impressed with the facilities and spacious 
quarters provided in the new location. 

The offices and reception room are of modern design 
with the latest indirect type of lighting. Toward the 
back is a large stock room fully equipped with steel 
shelving, while, in the rear is the company’s printing 
plant. 

fp alia sine nes 


CUBAN DEALER SEEKS AMERICAN LINES 


Ricardo Thieben, for eight years engaged in the office 
equipment business in Italy, has recently opened a 
business at Malecon 413, Havana, Cuba, where he is 
seeking the representation of a number of American 
lines. 

Mr. Thieben plans to handle a diversified stock of 
office equipment and launched his organization with 
the end in view of becoming sales agent in the Republic 
of Cuba for such lines as bookkeeping equipment, ac- 
counting systems, filing equipment, folders, card sys- 
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Ct. the Hoad. of ith Class! 
STUDENT’S BOOKKEEPING DESK 


The great Indiana Desk Co. school desk line represented here 
by one of its smallest members affords satisfaction to the 
schoolboard both from the standpoint of substantial, enduring 
construction and a definite application to teachers and students 
needs. 








It provides the dealer with wider variety, enabling him to 
study the desk needs of the institution to be equipped, and 
to recommend intelligently and exactly the desks best suited 
for the purpose. Furthermore, quotations on special features 
or school desk items not shown in our catalog will be sent 
you promptly on request. 


No. 300 students bookkeeping table shown here is 26 by 20 
inches in various heights. It weighs 60 lbs. and has a solid 
7%, inch top made of selected plain oak and finished American 
school brown or light golden. This style with slanting top is 
indicated by our No. 200 and a similar style having closed 
book compartment with hinged lid writing bed, by our No. 100. 





Give your attention to school board installations. We'll 
gladly assist in developing bigger and more profitable orders 
for you. 


INDIANA DESK COMPANY 


JASPER, INDIANA 






























New Indiana 
Leather Upholstered 


Office Chairs 


THE HANSON GUARANTEED 


POSTAL 
SCALE 


On the Special 
Hanson Trade-In 
Plan For a Limited 
Time Only! 


SOLID 
COm- 
FORT 


LONG 
SERVICE 





This special Hanson plan allows you to offer $1.00 
allowance on any old postal scale, regardless of 





age, make or condition—on the purchase of a 
guaranteed Hanson Postal Scale. Good for a 
limited time only! Write for details and prices or mi ne 
ask your jobber about this big money-making plan. 





Their quality recommends 
them and the cost is well 
within average budget lim- 
itations. 

No. 702 shown here is avail- 
able in quartered oak and 
in birch, walnut or mahogany finish. Pedestal chair of same 
e style is available fitted with Flotilt Chair control. The uphol- 
stery is genuine Titetan leather, offered in a choice of eight 
colors. We recommend it for your display and demonstration. 


HANSON SCALE COQ | Catsics and’ price lst on request 


525 N. Ada Street Chicago, Illinois New Indiana Chair Co., Jasper, Indiana 
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OUTSIDE 
ZIP POCKET! 


Other Features 


More Profits With 
7 pockets NATIONAL 





Leather lined 
Turned edges 
Sliding handles 


America's most comprehensive line of 

zipper brief cases—ring binders—dressing 

Resdind Seal cases. Every desirable style—every size 

Size. 16’x12” —every leather—every modern feature— 
. and a wide price range. 


WRITE FOR LATEST CATALOG 


NATIONAL BRIEF CASE MFC. CO. 


512 &. PEORIA ST., 358 FIFTH AVE., 
CHICAGO, ILL. e NEW YORK CITY 

















New Improved A IRMAIL Model 


TRINER') — —_ 
Airmail 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 





Capacity 1 lb. x % oz. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, ete. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail. 

Write for Circular X. 


TRINE SCALE & MFG. CO. 
2714 W. 21st St. Chicago, Ill. 
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"An Investment in Profit” 


SUPERIOR 


MAPTACKS 









PA eee eee 





VITALIZE your customers’ maps and charts with these 
better Maptacks. They record and visualize important 
data on sales, distribution, collections, locations, etc. 
Unbreakable heads; needle points. A thousand com- 
binations of sizes, colors, and symbols. Write us today. 


GEORGE B. GRAFF COMPANY 
64 Washburn Ave. Cambridge, Mass. 


ly 


( Wry 

\ 

) .' 
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TUBULAR Coin WRAPPERS 


Stationers! It’s your Line. Exclusively! 






CW) 








“Steel-Strong’” Products are _ sold 
through Stationers and Office Supply 
Dealers only. We have no retail sales- 
men to pirate your customers and cash 
in on your missionary work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Susage Trays 


Downey Change Trays 





THE CL DOWNEY CO. cincinnati o 
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tems, letter and card filing supplies, loose leaf and 
visible equipment, ring binders, office machines and 
devices, furniture, supplies and commercial stationery. 

Manufacturers interested in contacting Mr. Thieben 
should communicate with him at the address given 
above. 

Oe 
RE-TYPING SERVICE OFFERED 
BY SHIPMAN-WARD 


The newest service to dealers made available by the 
Shipman-Ward Mfg. Company, 325 North Wells street, 
Chicago, Ill., is re-typing all makes of typewriters. 
The Shipman-Ward plant is now organized to do the 
re-typing on the day that the segment and bars are 


received. 
——en oe 


CONRAD ON WESTERN TRIP 


Geoffrey E. Conrad, treasurer of the American Num- 
bering Machine Company, Brooklyn, N. Y., last month 
left on a trip to California. While on the West Coast 
he expects to call on dealers and stationers on behalf 
of his company and its products. At the conclusion of 
the California trip Mr. Conrad will take ship to Hono- 
lulu, H. T., and call on the trade in the Hawaiian 
Islands. 











MARKING DEVICES 


San Francisco, Calif.—J. L. Yager, manager of the Pacific Coast branch 
of the Louis Melind Company, returned from a trip to Chicago recently. 
He took time to visit his people in the Windy City and made a trip to 
several points in Wisconsin. He reports Just-Rite daters going fine.—-SS 




















ADDING MACHINES 


Los Angeles, Calif.__-Formation of the Clary Multiplier Corporation to 
manufacture a new type of electric multiplying machanism with an au- 
thorized capital of $1,000,000 of $1.00 par value stock, according to 
William W. Clary, member of the law firm of O'Melveny, Tuller & 
Myers. The machine which the corporation will manufacture has been 
developed under the direction and supervision of Hugh L. Clary of San 
Francisco and is based on an earlier invention made by him and per- 
fected for commercial use. Although arrangements have been made for 
the Technical Products Company, of Hollywood, to manufacture the 
machine actual production is not expected to start for about a year. 

Los Angeles, Calif.—Since its change of management several months ago 
the business of the Southern California Adding Machine Company, 327 West 
Second street, has been growing steadily and ranidly. Established in 1905 
the company is now under the control of Paul E. King, who is in charge 
of the service department after twenty years with the Burroughs Adding 
Machine Company; Gordon E. Miller, in charge of sales and service after 
fifteen years with Burroughs, and Ernest Von Rhine, whose previous ex 
perience includes nine years with the Underwood Elliott Fisher Company 
in Germany, Holland and the United States.—CNK 











OTHER MATCH IA ES 


Chicago, #l.—The Jackson-Franklin building, 309 West Jackson boule 
vard, has recently signed leasés with three important companies promi 
nent in the office equipment field. They are the Elliott Addressing 
Machine Company, manufacturers of addressing machines and equip 
ment; The McBee Company, manufacturers of office systems and account 
ing equipment records, and The Dictograph Products Company, Inc., 
manufacturers of inter-communicating equipment The total space 

red by the leases is approximately 8000 square feet 

Columbus, 0.—William Henry Tate, Columbus. Ohio, representative of 
the Todd Sales Company, Rochester, N. Y., for twenty-five years, was 
among the winners in a nation-wide sales contest recently conducted by 
the firm AK 

Evanston, tll._A charter has been issued to the Hi-Speed Addressing 
Equipment Corporation of which Albert W. Bauer, 1511 Lincoln street, is 
president Within sixty days, according to Mr. Bauer the firm will 
begin the manufacture of mechanical equipment that will address maga- 
zines, newspapers and pieces of mail at a high speed. The new corpora- 
tion will maintain offices at 208 South La Salle street, Chicago 

Houston, Texas.—-Marking a considerable expansion in its servicing and 
other activities, the Rutherford Duplicator Company, of which Gus Ruther- 
ford is the head, has recently been appointed the distributors for the 
Standard Mailing Machines Company's complete line of duplicating and 
mailing machines throughout Southeast Texas. The organization is located 
at 1215 Prairie avenue and is one of the best known office supply and 
equipment companies in this territory 

Houston, Texas.—A contract for the installation of an inter-communi- 
cation system in the new city hall was let last month to the Dictograph 
Products Company, Inc., on its low bid of $5500. Work was started 
immediately and is expected to be completed in the near future.—CG 








Try this Rapidfire Way! 


A rifle beats a slingshot every time. It's faster and 
easier—and you can keep it up all day without 
tiring. That's how it is with the 






Trigger Action 


obebed 


STAPLER 


—the machine that does all the 
It's easy to operate— 





work. 
never tires you—staples 40 
sheets as easily as two. Satis- 
faction guaranteed if No. 333 
staples are used. 


The 4AA4 Trigger Ac- 


tion Tacker is also an exception- 
ally useful machine in its field, 
and guaranteed if No. 444 
staples are used. Both are 
equipped with improved draw- 
band hook which speeds up re- 
loading. Write for details. 


FASTENER « ‘orporation 


2531 N. Ashland Ave. 





Chicago, Illinois 














Eyelets inserted and 
Standard inner sections fastened in counter- 
are added to chain-posts sunk holes in top 
te inerease capacity. metal after binding. 


Drawn steel end-caps, 

nickel plated and highly 

polished — assembled 

after binding and fast- 

ened in place by means 
fluted 














Thimbles te guide 
chain- posts in and 
out of tube. | 








Right-and-left-hand Right - and - left - hand 
blocks to move serew-rod to move 
chain-posts in and chain-posts in and 
out. Made of rust- out. The threads are Hinge lugs have 
proof metal. produced by rolling, four projections 
which makes smoother which pass t 
surfaced and easier holes in tube and 
working threads than are very securely 
eut (or chased) ones. clinched inside 
the tube. 





CHAIN 
POST METALS 


A New Service for Manufacturing Stationers 


Strength, security, light weight and economy 
recommend this new metal. It is becoming more ef— 
and more in demand among bookkeepers and 


accountants. It is furnished with protruding or non-protruding 
posts, in eleven stock sizes with % inch posts and seven stock 
sizes with ~, inch posts. Special sizes are also obtainable. 

We manufacture an extensive line of metals for memo and price 
books, loose leaf catalogs, ledgers, transfer binders, etc. Stationers 
who operate their own binderies should write for our illustrated 
catalog and price list. 


LOOSE LEAF METALS CO., INC. 


6816 Arsenal Street St. Louls, Mo 
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U.S. RIBBONS 
~ WRITE 
“Right” 


Priced 


Right, Too! 





Leaving flowery words to authors ard orators, we'll 
use a customer's condensed description of our prod- 
uct... “U. S.” ribbons write right! 


That single word “right” includes all the features 


typists look for in ribbons . sharpness of write 


and long-wearing qualities! 


And, Mr. Dealer, “U. 8.” ribbons are sold to you 
at right prices .. . write for free samples and prices. 


U.S. TYPEWRITER 
RIBBON MFG. COMPANY 


FILBERT AT TENTH STREET, PHILADELPHIA 


Established 1895 
















TEMPO FILM* 
STENCILS 


*Patent No. 1,989,922 
THINK WHAT THIS MEANS! 
You type right on the Film 
which protects the keys and 
keeps them clean from start to 
finish. 


s 
SAVES TIME AND LABOR—that 
is why users prefer TEMPO 
FiLM—estimated to save from 
one-third to one-half operators’ 
time. 


7 
SPEEDS UP PRODUCTION — 
with type-cleaning removed—it 
is obvious TEMPO FILM is pre- 
pared in less time. 


«€ 
PERFECTS YOUR STENCIL 
COPIES — because it perfects 
your typing conditions first. 
With clean type, cleaner copies 
must follow. 

a 


These are just a few of the advantages—let us tell you how TEMPO FILM 
eliminates loop-letter cut-outs, feed-rolier swelling and offers other 
exclusive features, at no extra cost. Try them on your next order. Mail 
convenient coupon today. 


MILO HARDING CO. LTD. 


“EVERYTHING FOR BETTER DUPLICATING" 
Eastern Division: 617 Commonwealth Annex, Pittsburgh, Pa. 
Gen. Offices-Factory: 432 W. Pico Blvd., Los Angeles, Calif. 
ee aie PLEASE PIN TO YOUR LETTERHEAD 
<4, LSend us complete details of Tempo Perfectoid Stencil [_] 
e,° Z.Ship us one quire on trial—{(returnable if not satisfactory) [ ] 
3. Send Complete Dealer Plan for Tempo Duplicating Supplies [_] 
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Bees & Ree Se e 


San Francisco, Calif. The Wholesale Typewriter Company has moved from 


} Market street to more commodious quarters at 779-81 Mission street.—-SS 

















Atlanta, Ga., Turner Stevens, formerly salesman for the Office Supply 
Company, has opened a stationery and office supply business of his own 
m Whitehall street under the name of the Fulton Office Supply Company 
Mr. Stevens is well-known to the Atlanta stationery and office equipment 
trade. JHR 


Camden, N. J.-A new addition to the city’s industrial center was re 

iled recently by Mayor George E. Brunner when the city executive said 
that the William Mann Company, manufacturers of stationery and office 
upplies will soon open a plant here in which will be employed thirty 
persons. The National Waterproofing Company, a subsidiary of the Mann 
ganization, is already located in the Second and Line street building 
with the parent company taking over other parts of the structure for its 
stationery manvfacturing. 


Chicago, I.. Permitting the installation of an extensive showroom 
display of modern office equipment and supplies, new quarters have beet 
taken by the Crown Office Supply Company at 239-43 North Wacker drive 
The company, which was formerly located at 322 West Washington 
treet, has signed a lease for ten years 


Columbia, S. C., Lem Scott, of the State Book Store, has returned from 
i trip to Washington, D. C. He was one of those who arrived in time to 
get a ‘sideline’? view of King George and Queen Elizabeth during their 
brief stay in that city —JHR 


Easton, Pa.—The Stotz Office Equipment Company has moved into new 
juarters at 158 Northampton street where it occupies the entire first floor 
of sixteen by sixty feet plus a basement of the same area. The firm, which 
was launched in 1934 and now employs six persons, was formerly located at 

4 Northampton street 


Fort Worth, Texas.._H. D. Hart, formerly a partner in the Fort Worth 
Office Supply Company, has recently launched his own stationery business at 
(04 Main street under the name of the Hart Office Supply Company. The 
new firm will handle office furniture as well as standard items of stationery 
ind supplies. Mr. Hart will have associated with him Bill Kerr, who was 
formerly with the C. A. Turrentine Company of this city 


Los Angeles, Calif. Paul S. Weintraub, for the past twelve years active 
here and in the surrounding territory, has established his own business under 
the name of the Peerless Stationers, 816 South Spring street. His organiza 
tion will carry a complete line of office supplies and stationery.—CNK 


Memphis, Tenn.-——Earle Culpepper, for more than twenty vears connected 
with the firm of E. H. Clarke & Bro., office supply and stationery house, 
is now sales manager of the organization He is a native of Mississippi 
ind resides at 1384 Harbert avenue.--CG@ 


New York, N. ¥.—A store and large basement space at 1175 Broadway 
has been leased by the Gold Star Stationers & Printers, and a five-year 
lease on a store at 573 West ISist street has been signed by the Capital 
Typewriter Shop.—NJNS 


Oakland, Calif... Percy D. Fleming, for many years with the Yawman and 
Erbe Manufacturing Company, and during the past year with the Associated 
Stationers here, has opened an art and stationery store of his own in 
East Oakland SS 








re pitt 8s 


Columbus, 0... Among the firms recently incorporated at Columbus, Ohio 
by the secretary of state are the following: Ohio Steel Cabinet Company, 
Cleveland, for 250 shares of no par value, principals being M. E. Ganger, 
I. Ganger, and A. H. Ganger, in the Ohio Gas building, Cleveland; Dupli 
Print Services, Inc., Mansfield, Ohio, for 250 shares of no par value, prin 
ipals being Elizabeth B. Gray, Roger M. Gray, and Russell E. Gray AK 





Fort Wayne, Ind...The Coolray Corporation, 620 South Barr street, has 
been incorporated to manufacture and sell office furniture and fixtures, 
having issued 1000 shares of stock of no par value. J. Eugene Hunsberger, 
that address, is resident agent, other incorporators being Mrs. Hunsberger, 
Carrie B. Hunsberger, and J. F. Carter AK 


Pcru, Ind.—Articles of incorporation have been filed with the Indiana 
secretary of state by the Adams Cabinet Company, Inc., 50 East Eighth 
street, formed to manufacture office equipment The corporation has 


600 shares of no par value capital stock and the ineorporators are 
Earl F. Adams, Robert W. Adams and Lena H. Adams.—EB 


San Francisco, Calif...The firm of Stevenson & Son, which was driven 
from its home at 601 Mission street, by fire several months ago, has re 
opened with the building completely rehabilitated and new stocks of 
furniture, files and stationery installed.-SS 


San Francisco, Calif._The Tredway-Hanke Company, 116 New Montgomery 
street, has added the Topfield table lines, manufactured by the Fiske-Reed 
{ mpany SS 








PENS AND PENCILS 


New York, N. Y. Two companies with activities centering in the 
stationery and office supply field have recently leased quarters within 
Manhattan limits. The Lang & Scherer Pencil Company has acquired 
space at 19-27 West Twenty-first street, and the Commercial Stationery 
Company has signed a lease for quarters at 51 New street NJNS. 
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WARD in TEL, 





Now Available 
S-W RE-TYPING 
SERVICE 


for Typewriter Dealers 


Performance sells typewriters—people are 
interested in clarity and sharp outlines of 
impression. You can substantially step up 
these details with a S-W re-typing job, as- 
suring uniform characters and straight-edge 
alignment. Simply send us the segment and 
bars. Expert mechanics specializing in this 
work will do an accurate job, promptly and 
economically. 


Depend on 


Shipman-Ward's large stock of parts and platens 
for all your shop needs—and 

Shipman-Ward'’s prompt service: Your order is 
filled the same day it is received. 


SHIPMAN-WARD MFG. CO. 


The Dealer's Quality Supply House 
325 N. WELLS ST. CHICAGO, ILL., U. S. A. 


on SHIPMAN 
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Jops in Jables for 71 Years 


@ Since 1868 when ST. JOHNS office tables first 
appeared there has been a steadily growing tra- 
dition bolstered by increasing sales that the ST. 
JOHNS line offers the ultimate in office tables 
Simple design, sturdy and durable construction, 
excellent finish, popular sizes, and right prices 
have made the ST. JOHNS tables a fast selling 
and profitable line. Every table features dove- 
tailed drawers and three ply bottoms among other 


good talking points 


Write for the new 1939 St. Johns catalog showing these 
and the many other distinctive tables in the St. Johns line. 





St. Johns Office Table No. 24 
Selected Solid Oak; Office Golden 
Finish. Top is % inch thick. Legs 
2'/46 inches square. Six sizes, from 
Shipped K. D 
of one top-size in crate 







24 x 36 to 30 x7 
Packed tw 














ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 





Does This Look Sensible to You? 
Then It Will to Your Customers 





The Modern Device That Creates New Business 
WAGEMAKER CO. Grand Rapids, Mich. 











for office economy use 


The Drill that perforates ring book sheets, file 
copies, ete., with exactitude and dispatch at low 
cost. Consider the uses: Four hole sizes, 1/4, 
9/32, 11/32 and 13/32 inch, and one, two or 
three hole drills listing at $2.50, 7.50 and 
$12.50, the last two models being fitted with 
guides and scale. Unique in its service, 
TWIRLIT is rapidly being adopted in 
offices wherever modern equip- 
ment is used. Illustrated fold- 










er on request. 


Mitchell Binder Co. 
110 Bower Ave. 
Hagerstown, Md. 


300 


Series 


$12.50 











PAPEROID 


Durable File 
Folders and 


Envelopes 





For durability and efficiency Bushnell’s Paperoid 
Filing and Carrying Containers fully satisfy every 
business and personal requirement. 


No overcrowd- 





They expand as papers are added 
ing in the files. Specify “Bushnell” when you want 
the best. 


Alvah 
Bushnell 
Company 


925 Filbert St. 
Philadelphia, Pa. 
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THEY SELL ON SIGHT! 


Dealers everywhere report steady sales 
on both these items when displayed in 
the window or store. Get your share by 


planning your window now. 





SHORT DEPTH LETTER FILES TYPEWRITER TABLES 
An ideal personal file for executives, de- These sturdy utility tables provide a mobile 
partment heads and non-commercial uses. base for all business machines and port- 
Both Letter and Legal widths—Olive Green ables. Available in three different models 
and handscme Grained Finishes—with and —with and without side tables—in Olive 
without lock. List from $8.00 up F.O. B. Green and natural wood finishes. List from 
New York. $5.00 up. 


Write for samples and complete information now. 


ART STEEL CO. 300 East 145th St., New York, N. Y. 

















DARNELL Ma 


CASTERS & GLIDES 
WORLD'S GREATEST PEN MAKERS SINCE 1858 


The Darnell line of floor protection 
DIP-LESS FOUNTAIN WELLS 


products offer maximum profits 

be it-tiamall-lameeltT- Tika ae lite Mme ltia- 111: 
—with Esterbrook Points make 
prospects of thousands who insist 


service guarantee customer satis 
faction. Write today for special : 
y P on Esterbrook Pens... yet who will 
Darnell dealer proposition welcome the many advantages of a 
Fountain Well. 


DARNELL CORPORATION, Ltp. THE ESTERBROOK PEN COMPANY 
BOX 4027, STA. B, LONG BEACH, CALIF. 6 Cooper Street rown Bros., Ltd. 
36 N. CLINTON STREET, CHICAGO, ILL. Camden, N. J.” Toronto, Canada 
24 E. 29nd STREET, NEW YORK, N. Y. 































LEATHER OFFICE 


FURNITURE 
OF 


DISTINCTION 


PRICED WITHIN THE 
RANGE OF EVERY 
BUYER 


Get Our Catalog and Prices Today 


RAPHAEL SHOPS, Inc. 


125 Prince St., New York, N. Y. 


The  AUTOMATic 


EXECUTIVE 
FILE 


—KNOWS NO” SEASON” 





The hot summer 
days ahead will 
not slow up your 
sales on this pop- 
ular personal fil- 
ing unit — Let us 
tell you why—Just 
write: 


AUTOMATIC FILE & INDEX CO. 


62? W. WASHINGTON BLYD., DEPT. 797, CHICAGO, ILL. 














REPLACEMENT 


ADDING & BOOKKEEPING MACHINE 
TYPE 


IMPROVED FINISH—CLEAR IMPRESSIONS 


38-39, 39-40, 40-41 Double Type in 10 amd 16 Pitches 
and 39, 40, 41, 42 Single Type Now Available from 


Stock. 
Guaranteed to Fit and Function Properly. 


Write for Catalog 
Sold from Coast to Coast 


wmnuracruReo BY = CLOYES GEAR WORKS 
DR. SCAT CHEMICAL CO.  “Refinisher’ 17214 Roseland Road, N. E., Cleveland, Ohio, U. S. A. 


. . REG. U.S. PAT. OFF. 
178 N. Franklin St. -t Chicago, Ill. enone Cable Address **CLOYESGEAR”’ 


Sell Your Customers 


the Best - - - - - 


Dr. Scat Typewriter 
Cleaner and Refinisher 


@ Cleans Type 

@ Removes Platen Ridges 
@ Polishes Enamel 

@ Prevents Rusting 
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RIBBONS AND CARBONS 





Los Angeles, Calif.—The Bushnell Ribbon Manufacturing Company, 927 
South Grand avenue, has recently undergone a change of management. As 
a result a partnership has- been formed between C. Y. Milward, Ed. A 
Tepper and Leo A. Gunderson. These men will be responsible for manage 
ment and sales, production, and engineering and plant maintenance respec 
tively.—_CNK 

San Francisco, Calif.—_W. G. Huston, manager of the Mittag & Volger 
branch here, has returned from a week with the Los Angeles office and 
reports sales well ahead of last year.—SS 

San Francisco, Calif.—_.James Rowland, who succeeded the late T. J. Gibson 
as manager of the local branch of the Miller-Bryant-Pierce Company, has 
been elected to the board of directors SS 





NEW TRADE LITERATURE 





(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 


The All-Steel-Equip Company, Inc. I\lustrating and stressing the value 
of the company’s ‘8000 Line” files and DS (dead storage) files, two new 
and attractive envelope stuffers, done in color, have been made available 
to dealers by the All-Steel-Equip Company, Inc ora, Hil. Both mailing 
pieces are in black, white and red and are profuse! illustrated Both 
explain in detail the advantages of the products they advertise and, what 
is of major interest to the stationer, both have a blank space in which 
the dealer's imprint is furnished without cost Dealers interested in 
obtaining a supply of the stuffers should communicate with the company 
at their Aurora home offices 

Charles Doppelt & Company.— Containing twenty-four pages and printed 
attractively in two colors, a new catalogue, describing and illustrating the 
company’s lines of leather goods, has recently been published by Charles 
Doppelt & Company, 412 Orleans street, Chicago. The format and pleasing 
irrangements of the booklet’s contents show painstaking care in prep 
aration and a considerable portion is devoted entirely to many of Doppelt’s 
new numbers and styles. Copies of the catalogue will be promptly sent 
to dealers on request to the company’s home offices 





FTES FRom SELECTED woe 
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COVER OF LEOPOLD CATALOGUE 


The Leopold Company. A new, fifty-page catalogue, unique by virtue of 
its unusual layout and size of pages, has recently been published by The 
Leopold Company, Burlington, Iowa, manufact I f high-grad rffic 
ind business furniture. The book, enclosed in a handsome cover in color 
measures twelve inches high by nineteen inches wide It is in a loose leaf 
form to which additions can be made handily Pictures within the book, 
also exceptionally large and therefore clear, show individual Leopold items 
such as desks, settees, chairs, telephone and machine stands, bookcases 
tables and cabinets Other photograpt present t the reader Leopold 


equipment in suites, each picture stressing the beauty possible of attair 
ment by the various types of furniture available in the Leopold set-up 


These types include such suites as the Lombardy, Century, Aristocrat 


Georgian, Junior Georgian, Webster, Hadley, Sherman, Cambridge. and 
such lines as the Corporation, Service, the Stream Line and many others 
Dealers desiring a copy of the new catalogue should I inicate witl 


the home offices of the company 





THE TECHNYGRAPH LETTERING GUIDE MANUAL 


manner with 


The Technygraph, Techny, Hli..Dealing in an interesting 





every known type of letter guide and its application, a new klet entitled 

The Technygraph Lettering Guide Manua has recently been issued t 
dealers by The Technygraph. Containing twenty-six pages, th klet is 
well illustrated and tells of the development of the lettering guid and 
gives detailed instructions for using them 4 particularily interesting 
section of the booklet is that dealing with the proper formation 


letters of the alphabet in several types including Kabe Stymie, Gothi 
and others. Those desiring free copies of the booklet should mmunicate 
with the company at its home offices 





CARBON 
| PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Here’s a ribbon 


and carbon proposition you 





Sold right. 


can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “» STATIONERS 


Complete details on request 


ALLEN & COMPANY 








oEerPT. m 
4 11-13-15 Vaadewater St., 
? New York, N. Y. 























ROLL LABELS 











2 me . * 
GUIDES 
Don’t lose a customer for filing sup- bad 
‘ INDEX CARDS 
plies because your stock has run out! ° 
R , REINFORCED 
Write, Phone or Wire FOLDERS 
. 
WARSHAW PROTEX 
STICKONS 
, P * 
We will ship at once from our large MENDING TAPE 
stocks. No delays! e 
And your customer just can’t get any sanane tae 
more for his money anywhere. « 


WARSHAW MFG. CO., INC. 


1 MAIN ST., BROOKLYN, N. Y. 
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OFFICE APPLIANCES 


Waoldon Robes Enarous 
ONdadta mW MIELE 


Le LEE) 


REG.U.S PAT. OFF 


WELDON RoBERTS RUBBER Co. NEwaryk, N. J. U. S. A. 








Ignorance 
is NOT bliss 






and it is folly not to 
be wise when seat 
cushions are being 


considered. 


Proof of this statement is the ever increasing de- 
mand for Respirator Ventilated Seat Cushions. 


L. M. BICKETT COMPANY 


Watertown, Wis., U. S. A. 








MACHINES 


for testing 
and winding 





TYPEWRITER RIBBONS 
and CARBON PAPERS 


HAIDA ENGINEERING CO. ¢ iS Wooth st, 











A set-up that dealers like: 


We make, you sell. Oxford does not sell 
direct. And filing supplies are ALL we make. 
That’s why quality is higher, why we give 
extra service, why the Oxford line is complete 
—everything you need to meet any competi- 
tion. 

There’s profit in selling filing supplies— 
when you handle the line of “your filing sup- 
ply specialists” — 


OXFORD FILING SUPPLY COMPANY 
340 MORGAN AVENUE, BROOKLYN, N. Y. 








] 
125 South 8th Street St. Louis, Mo. 
ai 








Have You 


a Friend or business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with our 

compliments. 


THE OFFICE APPLIANCE COMPANY 
20 NORTH WACKER DRIVE, CHICAGO, U.S.A. 














Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
\ Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. 8S. A. 
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"STANDARD" 










232-242 EAST OHIO STREET 





PELOUZE POSTAL SCALES 


Self computing dials for all mail matter including parcel 
post Pe zones. Simply read the dial and affix the postage. 


Beautifully finished in 
Gold or Green Bronze 


For Sale by 
Leading Dealers 
Everywhere 
"National," 4 Ibs. No. 2 "'Victor,"' 2 Ibs. 
‘Columbian,"' 2'/, Ibs. No. 4 "'Victor,"’ 4 Ibs. 
PELOUZE Vath leimet Gael din lc CO. “Crescent,"’ | Ib. “Coane 6 ibs. 














IN 1939 


Business men will keep more 
records than ever before! 
TRAVELING EXPENSES to 
be charged off on income 
and payroll tax returns, as 
well as those allowed on 
expense accounts, must be 
carefully recorded. 


BEACH'S 


"Common Sense” 


EXPENSE BOOKS 


are best. See that your cus- 
tomers realize the advantage 
of using such a complete, 
convenient, durable book. 


BEACH PUBLISHING COMPANY 
7338 WOODWARD AVENUE DETROIT, MICHIGAN 





























CHICAGO, ILL. “Mail & Express,"' 10 Ibs | 


—L.L. BROWN — 


LEDGER LINEN AND BOND 


CAE 


Since 
1849 








Super 
Quality 





L. L. BROWN PAPER COMPANY, ADAMS, MASS. 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 
























DUPLICATOR 


More “— for Yo a 


sator at a very 

ty rotary 
pos ad size 
with semi-automatic feed and 
umique inking device. Made ‘of 
cast aluminum 





Com plete 
W ith Supplies 














stencil dupl 


lproof. Simple to adjust 
Two year guarantee 


Light weight, sturdy, | 
and operate. Sells on Sight 


"cd iunbus pepe, KELLER MFG. CORPORATION 
and distributor proposition . 


1807 West Sixth Street * Los Angeles, California 


Free literature 











STEADY 
PROFITS 


are in. store for 
you if you stock 
Royalchrome. This 
better furniture for 
shops offices and 


ms 


reception 





has won wide ap 
proval from coast 
to-coasft. 

S _e t k at nq retains its luster... 
sac Ur red in guaranteed Tuf-Tex 
leatherette Write. for satin, 


ROYAL METAL MFG. CO 


1109 So. Michigen Avenue, CHICAGO, ILLINOIS Royal 


New York Los Angeles Toronto 


Rovyalchrome 
stands hard 














NEW PRICES 
adding + billing + 
bookkeeping + 
calculating machines 


TYPEWRITERS CHECKWRITERS 


MIMEOGRAPHS DICTAPHONES 
AND OTHER OFFICE DEVICES 


Rough and Rebuilt Write for Latest Price List 


Rk eliable TYPEWRITER & ADDING MACHINE CORP. 


303 W. MONROE ST. CHICAGO, ILL. 











ou Can BOOST 
Waste BaskelLPROFITS 
with VUL-COT 


VUL-COTS give you steady waste basket sales 
because they are well known. They are asked 
for by name. Made of durable, lightweight, 
hard fibre, VUL-COTS are fully guaranteed for 
five years. They are available in a wide range 
of handsome styles, finishes and colors to 
match furniture and room decorations. You 
can take pride in offering VUL-COT baskets 
to your customers, for VUL-COTS are the 
waste baskets used by leading businesses. 

Write today for complete descriptive literature 
and discounts. 


NATION.~L VULCANIZED FIBRE CO 





WILMINGT N DELAWARE 














STOP HERE FOR PROFITS 


Repeat profits come from a quality type 
cleaner. That's why (¢ bare type makes the 
most profits for over 4500 de alers. Not a 
cure-all for the typew riter, Clarotype cleans 

type quickly and the mre yughly with a dauber 
that won't break down. The ac 

tion of Clarotype tells your cus 
tomer that you sell a product well 
worth 50 cents. Make more profit 
by creating repeat profits with 
( onenyee. Peon from your job 
= xr direct from The Clar« eo 

hb , 16-H Beds m St 


CLAR-O-TYPE 


THE MODERN TYPE CLEANER 


































The Best Known—Known as the Best 








OFFICE APPLIANCES 
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ALLENW WALES 


ADDING MACHINE 
CORPORATION 


515 Madison Avenue NEW YORK CITY 


ZIXITIXTIIIIIIIATIIIIISIITIIIIIIIIIIII. 














SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 


ally advertised| Write Simply tip 
for details nowl “ noted 


3468 N. Clark St. 


Meilicke. Systems, Ine. Chicege, ill. 















ARTILITY 


POSTURE CHAIRS 
INCREASE 
DEALER PROFITS 


* 
WRITE FOR CATALOG 
e 


ARTILITY METAL PRODUCTS, INC. 
701 MONGER BLDG. 
ELKHART, INDIANA 

















A Complete Line of 
Document and 
Roller Shelf Cases 
PLUS 

The assistance of our 
Engineering Department 
when quoting on special 
sizes and lay-outs. 


Contact us on your next job. 


Browne-Morse Company 
Muskegon, Michigan 
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FREE HAND 


Reg. U. S. Pat. Off. 





It Can’t Slip Out Until 
You Release It. That’s the 
Free Hand binder—a handy 
little device, requiring only 
one hand. Papers are held 
securely until wanted, then 
released at a touch. The 
Free Hand is_ thoroughly 
practical and needed in 
every office. Ask for de- 
scriptive price list and sizes. 

FREE HAND BINDER COMPANY 


43 FULTON STREET, NEW YORK, N. Y. 
x’ 


SSRIS LS(8 8.8.0.8 0.885888 i888 18a alee le ele ec e le ele Lele Leelee, 











"L:E:B” 
BINDER 
CLIP 


Small, Medium and Large 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN & DENISON MFG. CO., 241 W. 23rd St., N. Y 


CADO CARD HOLDER @ NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS @ KONTROL BOARD CLIPS 











GET DEALER PROPOSITION 


The ELLIOTT ENVELOPE SEALER 
is the fastest office appliance in the 
| \ \ world and easily automatically 
XT Ss feeds, seals and delivers 400 


envelopes per minute with an 






i average thickness of 


contents. It was greatly 
hay changed and im- 


~ 
A \ ‘e proved in 1937 
~~ < A | and is a desirable 
~\ é x 


> item for station- 
~*~ ery stores. 


THE ELLIOTT ADDRESSING MACHINE CO, .244,Atbeny st. 











1 
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Write for Free Tube 












Tiis special 


adhesive holds with a 
sinewy grip —yet Grippit 
can never wrinkle paper . . . it strips 
off like adhesive tape. . . it is so clean 
that any excess rubs off, leaving work 
and fingers unsoiled 


Boston 





Harriman-Welts Products Co., 200 Summer St., 













. — — 


points your way to TOP PROFITS on 
Addressographs, Mimeographs, Multi- 
graphs, etc. 


4] Pruitt Bldg 






Write Pruitt, 


CEL: U-DEX 
Lops 


PROTECTORS 


PAT. PENDING 


nicago 

















7, 


(fer 


wy? 













* TRANSPARENT + FLEXIBLE 
* REINFORCED EYELETS 
* WATER PROOF 


», 
Ccet-vu-'OEx core BROOKLYN 








J UJ ST CUSHIONS AT J UJ ST PRICES 


A Fast Moving Fillers used in PERFECT 


Item, Reason- CUSHIONS are of one 
ably Priced piece sponge rub- 
s ber, covered with 
. fine grades of soft 
Convertible 9 fs 
materials to pre- 
for summer : 
. vent shine on 
service 
clothes. 
STATIONERS — when 
summer sales ery e 
“help,” be prepared be- 
forehand. Steck this 
fast moving and profit- 
able item. Compare the chair cushions. We will be glad to send full 
“Perfect” line of details and prices. A trial will convince you it 
sponge rubber office is profitable to keep “Convertible” in stock. 


THE PERFECT RUBBER SEAT CUSHION CO. 


1412 UNITY STREET PHILADELPHIA, PA. 
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TECHNYGRAPH LETTERING GUIDE 
MANUAL* 


This 24-page, 2-color-cover *copy- 
righted by The Technygraph, Techny, 
Ill., is the first and only Guide Manual 
ever published, and is chuck-full of 
clever hints. You can get one of these 
MANUALS free with every Lettering 
Guide you order bearing the *““*Techny- 
graph” trade-mark. DEALERS praise 
it unanimously for its pulling power. 





69 different Lettering Guides available. 


THE TECHNYGRAPH, TECHNY, ILLINOIS 
ahahaha laalahahaladahalahahalalchalahhelahchslahchalatchalels 
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Stoak CERTIFICATES 
eee 
CORPORATION RECORD 
BOOKS 


Goes Stock Certificates are ca: 








ried in stock in Regular Litho 
Steel Litho and 
Steel Engray ed de 
signs,for all classes Goes New Regular Litho Certificate 
o. No. 4414, Black Border and Gold 
ol issues and many 7" . . *-* 
n int, beautifully designed, exquisitely 
lines of business lithographed on high grade Bond. 


e Goes Corporation Records prov ide forms for com 


plete rec ord of corporation organization. 





Write for Certificate Samples and Descriptive Record Book Folder. 


(Goes bythe ay COMPANY @ @ 
49 West 6let Street, Chicago @ @ 53 A Park Place, New York 








Shannon Transfer cases 
Shannon Arches 
Shannon Boards 
Shannon Perforators 
Shannon Indexes 
Shannon C. C. Covers 
High Grade Paper 


Filing 
supplies 


Boxes 
Metal Edging Ready Sellers 
Vertical Folders <—- Prod 
ace hes Profit Producers 


Vertes! Cases A line you have known since 1893 


Document Cases 


JOHN F. HUNT COMPANY 


P. O. Box 606 ROCHESTER, N. Y. 


Only a » 


“tT ‘ielétalk 


can you meet all WW] 
intercommunication requirements 


Webster Electric Sound Systems are licensed by agree- 
ment with Electric Research Products, Inc., under pat- 
ents owned by Western Electric Company, Inc., and 
American Telephone and Telegraph Company, Inc. 
WEBSTER ELECTRIC COMPANY 


RACINE, WISCONSIN, U.S.A. ¢ Established 1909 
Export Department: 100 Varick St., New York City Cable Address: ARLAB, N. Y. 


Write for Prices 
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A 
Chair 
for 
Every 
Seated 
Worker 





No. 100 
Stenographic 
Exclusive Dealers Wanted 
Limited Territories Available 
Cramer Air-Flew All Steel Posture Chairs 


1417 McGee Street Kansas City, Missouri 
Fastest Growing Chair Factory in U.S.A. 


<< AL Bi in 

+0 TS 7 

AN \  ——aie,,...’">, 
S 


Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 


Executive 
























Stanley R.Bristow 
24 Central Ave.West Orange.N. 5. 





THE AMERICAN 
“5 IN ‘2 


MODEL 110 
5 MOVEMENTS IN 1 MACHINE 


PRICE $9.00 RETAIL 
WRITE FOR DISCOUNTS 











BROOKLYN, NEW YORK 








AMERICAN NUMBERING MACHINE CO. 








efoatoofecte 


fonfeafenfeefesfosfecfocfocfoctorfoeteetealealoaleeloefooioofocfocfonfonfeeteeteeloeloeloolooiociocioriertertors 








* + 
: DEALERS : 
+ Wawona t 
t Wey. WANTED : 
+ + 
z Exclusive Distribution. + 
4 Quality Products. 
z TYPEWRITER RIBBONS for all machines. + 
*¥ 
H 3 CARBON PAPERS for all purposes. r 
+ Send for samples and full particulars. 
+ CROWN RIBBON & CARBON MFG. CO. 
t Rochester, New York, U. S. A. 
Pb erledorofoeosfonforfonoclonfocfocfonfocfoniocfocfocloelontocfonioclocioctoolocioclociostoclocioclociontoofe 





OFFICE APPLIANCES 


| Are You 


interested in 





GREAT 





7 


| If so, there is only one way of keeping 
abreast of the times and that is by the 
regular monthly receipt and perusal 


of the 


| BRITISH 


| —a monthly journal for the Stationery 
and Allied Trade whose editorial pages 
| are unique for news, instruction, orig- 


inality and general interest. 


To the Proprietors THE BRITISH STATIONER, 
Grand Bldg.. Trafalgar Square, 
LONDON, ENG. 


Send to the address below FREE SPECIMEN COPY oi 
British Stationer’’ for examination. 


Name ; . ; 
(Please attach your business card or letter-head) 


Address 


Date 








trade doings in 


BRITAIN 


OTATIUNER 


-—====== SEND US THIS COUPON ----=-=- 


“The 


a 


| 
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Sell 
The Stamp Pad That 
Lasts a Lifetime! 


FULTON 


DRI-KWIK 
“ALL WEATHER” 
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Will Net Warp-—Pick up 
Dust—Or Become “Loggy.” 
Impressions dry almost in- 
Cleanly prints 


——— 


stantly. 
even the smallest type. 


FULTON 
SPECIALTY CoO. 
Factory, Elizabeth, N. J. 


FF 


CARBON PAPER AND 
TYPEWRITER RIBBONS 


Topflight businessmen and women 
like Codo Carbons and Ribbons be- 
eause they can be depended upon for 
consistent, 


Get profitable 
details. 


Sales Office 
200 Fifth Avenue 
New York City 








PY, 


high grade service. Code 
serves every ribbon and carbon need 
and simplifies the dealer's problem of 
getting repeat Make the 
Codo test. 


CODO MANUFACTURING CORP. 


509 S. Franklin St. 270 Lafayette St. 
Chicago New York 


business. 


3 Factory: Coraopolis, Penna. 
AAA DAAADAADADAAAADADADAARS 








When customers keep coming 
back for more—you have 








something! 


a exactly what happens when they get the habit 
of ordering business cards from you, done on Wiggins 
Book Form Card Stock—which fits perfectly in a Com- 
pact Binder. They zip out with perfect edges, and there 
is no waste from pocket wear. 





New York City 


Richard C. Loesch 
Pittsburgh You will be business ahead if you insist on your 
BAe . printer or engraver using Wiggins Book Form Card Stock 
Chatfield & Woods Co on your business card orders. Ask any of these paper 
Cincinnati merchants for samples of these cards or cases, or write 
The Chatfield Paper C: to us direct. 
Detroit 
Seaman-Patrick Paper Co The John B. 


Grand Rapids 


Carpenter Paper Co 


WwW l G G l N S Company 


1162 Fullerton 
Book Form Cards 


Houston 
L. S&S. Bosworth Co 
Avenue, Chicago 
St. Louis 


Tobey Fine Papers, Inc Compact Binders 
























The 


ADAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 
and fumble to find the place where 
the ring opens, if it’s an Adame ring. 
Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 
sheets to lie flat when open at any 
point. The enlarged joint, nicely 
rounded and smovthed, keeps ring 
right side up in position to be in- 
stautly unlocked. 

Order through your wholesaler. We also 
manufacture inexpensive loose | metals. 


Henry T. Adams Mig. Co. §41.5° fiir“ 





i PATENTED 
PES. 17,1920 JAN. 11. 1921 
ROV. 6.1823 
Eight Sizes 
Inside Diameters: 





Ne. 00, % in. No. 2, 1% in. 
Ne. 0, % in. Ne. 3,2 in 
Ne. 01,1 in. Ne. 4, 2% In. 
Ne. 1, 1% in. Ne 6,3 in. 


Come alse boxed assorted 
in seven sizes. 














C. L. BARKLEY & CO. 


LISHED 1921 


Manufacturers 
$17 S. JEFFERSON STREET 





oe} tley elem ins 





Spring The 
Cushion Stenographers’ 

Typewriter Ideal 

Keys Keys 





Super quality keys merchandised on a one price basis. 
Long Wear—Permanent cleanliness and legibility— 
Guaranteed 3 years. 


One dealer in a territory—Write for sample & prices 


SPEED KEY MFG. CO. 


32 COLUMBUS PLACE BROOKLYN, N. Y. 














Yowr QUESTIONS 
ANSWERED 


Subscribers to Office Appliances have free access to 
a competent service bureau which is prepared to 
answer almost any question relative to office equip- 
ment. 





A considerable number of our readers have found 
that this service in itself is worth many times the 
subscription price. 


The Office Appliance Company, 20 North 
Wacker Drive, Chicago, U. S. A. : : 3: : 








What if the Weather 
is HOT? 

Torrid days mean nothing to 

these famous sponge rubber 

stamp pads. They will not 

sweat under extremes of heat 


and humidity. Dust proof, 
lint proof, long lived. 





Ask us for details on 
the world’s only 
“12 Feature” Stamp Pad 


RIVET-O MFG. CO. 
76 Jason St. Orange, Mass. 


or Louis Melind Co., Western Repr. 
362 W. Chicago Ave., Chicago, Ill. 


SPEED-MO 
STAMP PADS 
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HE FRONT LINE 


» + « ROYAL'S NEW MAG/C’ MARGIN PORTABLES 
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Be ee . 
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LOCKED secmeny 


» SH//F 7 — 
FREEDOM 


No 'N 

: a! Moat! No Hutter! 

Segment is locked ; 

position - 

Shift-key ° 
ey. 7 

pe will : Fess as hard 


= l, the 
nor oat,” 1€ segmenr will 


ONLY ROYAL Has jr; 


Plus Many Other SENSATIONAL Selling Features. It’s new—entirely different. No other 
portable can touch the New MAGIC Margin Royal in beauty or in performance. Write to 


the Royal Typewriter Company, Inc., 2 Park Avenue, New York City, for complete information. 








GFFICE APPLIANCES 
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ONLY ROYAL HAS IT! 
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.... CREATED FOR THE 
LOW-PRICE-MARKET 
THAT DEMANDS MORE! 


® This new Heyer Quality stencil duplicator is easy to sell. Just 
think, the features and performance of this new Lettergraph at 
$39.85 are better than you'd have received for twice the price 
only a few years ago! 


The Model D Lettergraph features all metal, streamlined con- 
struction with cast aluminum side frames. It is beautifully finished 
in the new Lettergraph color, rich metallic brown with chromium 
plated cylinder, side guides, etc. Like all Lettergraphs, the 
Model D is sold complete with initial supplies, in this case worth 
$2.70. It's an impressive bargain-—it actually looks like more 
money! 


Write teday for further information about this profitable, quick- 
selling new Lettergraph. 


THE HEYER CORPORATION 


QUALITY DUPLICATORS AND 


SUPPLIES 
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Complete with supplies 





WITH THESE QUALITY FEATURES: 


@ AUTOMATIC ROLLER RELEASE 
This mechanism keeps impression roller inactive until 
paper is fed into position, thus assures a clean im- 
pression roller at all times. An unusual feature at 
such a low price. . 


@ POSITIVE PAPER STRIPPERS 
As on more expensive duplicators, this stripper is in 
action the moment the paper is fed into position. 
Eliminates paper adhering to cylinder, directs sheets 
at proper angle into tray. 


@ HOOK-ON RECEIVING TRAY 
This newly designed, sturdy tray hooks onto the ma- 
chine and is instantly removable. Machine operates 
in less space and more conveniently as tray can 
project out free of table. 


IMPROVED CYLINDER CONSTRUCTION 
Has a large, perforated cylinder which is inside inked 
with a brush. Has a metal Take-on Plate and a Uni- | 
versal Button Bar. Cylinder is quickly removable and 
interchangeable. ‘ 


PRINTS POST CARD TO LEGAL SIZE 
Fast Automatic Feed handles post cards to 8'/, x 14 in. 
paper with al ease, at speeds of 120 or more copies 
per — ery simple. to adjust—little that can get 
out of order. 


CHICAGO 
ILLINOIS 


SINCE 1969 
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WEW YORK WORLD'S FAIR 
BUSINESS SYSTEMS BUILDING 


Years of experience as a dealer have 


prov ed Underwood to be the machine 


most in demand, least in repair ex 
pense and the company from whom 


we receive the best cooperation.” 


In that statement from George F. 
Wood, owner of Wood's Typewriter 
Exchange, Toledo, Ohio, is summar 
ized the expectations of Portable 
Typew riter Dealers throughout the 
country. 

Underwood, dedicated to its 


policy of “Dealers First,’ has con 


sistently tried to give the Dealer the 








most salable machine 


t could pro 
duce and then backed it to the full 
est possible extent with sound ad 


vertising and merchandising policies 


If you are not now selling the 
complete Underwood Portable line, 


write for full information 


Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER 
COMPANY 
Typewriters .. Accounting Machines .. Adding 
Machines . Carbon Paper Ribbons and 
other Supplies . . One Park Ave., New York. 
Sales and Service Everywhere 
Underwood Elliott Fisher 
Speeds the World's Business 


pyri 189, Underwood Elliott Fisher Compa 


NEW UNDERWOOD 
BUILT IN TYPING STAND 


An ingenious folding tripod steel stand per 
fected after many years of research. Built 
right into the Underw 1 TYPEMASTER 
Portable carrying case. Supplied exclusively 


ipplied 
in Underwood Typemaster Portal 


Furnished only with ma 
$7 50 chine cannot be bought 


EXTRA 
















ion 
od Typemaster Portable Champto 


Model, retailing at $59.50 
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DEALERS FIRST 


In the Underwood Portable 
sales policy the Dealer always 
comes first. Underwood Port- 
ables are sold “‘over the 
counter” through authorized 
Underwood Portable Dealers. 


All Underwood promotional 
activity is designed to send 
customers into the Dealer's 
store. 











